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Civilian Auxiliary 
Fire-Fighting Force 
Organized in Boston 


Several Thousand Trained Volun- 
teers for Emergency Goal of 
City Fire Department 


PLAN IS WELL DEVELOPED 


Calls for Active and Over - Age 
Groups, Industrial Fire Brigades 
and Home Fire Prevention 








Boston, Mass., is acting now to 
strengthen its present paid fire depart- 
ment through a new civilian auxiliary 
fire-fighting force, the latter to be ready 
for use in any emergency, whether it 
be a conflagration, hurricane or war. 
Through the efforts of Fire Commis- 
sioner William Arthur Reilly and _ his 
associates more than 450 volunteers were 
obtained this Summer from those listed 
as eligible for appointment to the fire 
department. They received the training 
given to regular firemen, consisting of 
sixty hours of drill time two hours each 
evening. 

When the new civil service list is pub- 
lished the same training course will be 
established for those on the new list 
who have not already volunteered from 
the old list. In this way before next 
Spring the number of men between the 
ages of 21 and 35 available for active 
fire duty on call will be still further 


increased, It is planned to train several 
thousand volunteers in the next few 
years, 


In the training of these civilian fire- 
men four separate drill schools were 
established and both day and evening 
classes conducted by the drill-master, 
Captain Francis A. Nicholson, assisted 
by Captain John J. Smith, Captain James 
\. Kennedy, Captain Michael G. Foley 
and Lieutenant Augustus Beaupre. 
Other Groups Organized 

A second class of civilians for the 
Boston auxiliary fire force also has been 
organized, covering men beyond the 
draft age. They are not obliged to do 
strenuous work, a modified drill pro- 
gram having been prepared for them. 
They are being trained during Winter 
months at convenient hours in the ele- 
ments of fire fighting, laying of hose 
lines, use of various types of extinguish- 
ers, first aid work and location and use 
of various fire fighting equipment and 
resources, 

A response of over 300 men of the 
tity came from letters sent to public 
school teachers, to Legion and to vet- 
crans’ posts, to local planning commit- 


(Continued on Page 25) 
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will be made this month, espe- 
cially by alert agents using our 
Simplified Survey and such scor- 
ing plays as “U and O,” Fur 
Floaters, or our “Campaign” Ac- 


cident Policy. 


fn ASK OUR FIELDMAN 


Lon idon & Lancashire 
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THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. + ORIENT LANCASHIRE 
INSURANCE COMPANY «+ LAW UNION & ROCK INSURANCE COM- GROUP =] 




















Prepayment Means Insured 


Until the first premium is paid, there is no insurance. And surely the 
vital moment for our assuring the insurer his insurance is the moment when 
by signing the application he signifies his faith in the value of protection. 
Witness :— 

“Some years ago,” a veteran Southern underwriter told us, “a friend 
of mine, a young lawyer, called me over the telephone and asked if I could 
come by his office about 3 o’clock. I went by and in the waiting room 
there was another insurance man. Directly he opened the door and invited 


both of us in, and explained that on Monday he was going to get married 











and he wanted some insurance. 


“He bought $5,000 from each of us. After making out the application 
I made an appointment for the examination, and then turned and said, 
‘The premium is $125.45. Just make your check payable to the Company.’ 
He wrote out the check, handed it to me, turned to the other agent and 
asked him his premium. The agent replied, “You can just pay it when the 


policy comes.’ ” 


“Monday came, he was married, went on his honeymoon in a new 
Ford coupe. The second day out he was killed. I took his wife a check 
for $10,000, the policy carrying double indemnity. He had no insurance 
with the other company.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 











Agents’ Compensation 
Big Subject Before 
Agency Executives 





Meeting at Chicago of Agency Of- 
ficers and Research Bureau Dis- 
cusses Proposals 


NOW UP TO COMPANIES 








Some of Bureau Research Activity 


May Be Done in Home Offices 
in Future 


By Clarence Axman 


Chicago, Oct. 30.— Following an all- 
afternoon discussion about agency com- 
pensation the joint meeting of the Life 
Agency Officers Association and Life In- 
surance Sales Research Bureau adjourned 
for half a day. The situation is now 
up to the companies. A tentative agency 
compensation plan for the established 
full-time agent has been considered in 
open meeting and passed on to the home 
office agency departments. The commit- 
tee, chairman of which is M. Albert 
Linton, continues and will probably have 
monthly meetings as there are still some 
factors to be considered. For instance, 
there is the problem of brokers and sur- 
plus line agents and the new man who 
has been in business less than a year. 
Also, there is to be considered by the 
committee the details of pension plans 
including disability and death benefits. 





Chicago, Oct. 29.— The 
convention of the 
Agency 


joint annual 
Association of Life 
Officers and the Life Insurance 
3ureau held at the Edge- 
ach Hotel this week is one of 
the most important which has been held, 
one reason being that the long-awaited 
report was made by a committee on the 


Sales Research 
water Be 


subject of agents’ compensation, and 
there was presented for discussion a 
new commission scale which has for 


its objective making the vocation of sell- 
ing life insurance more attractive to the 
established agent. Chairman of the com- 
mittee was M. Albert Linton, president 
Provident Mutual, and a tentative com- 
mission plan was read by L. S. Morri- 
son, head of the Bureau’s research de- 
partment, 

Nearly all of Tuesday afternoon was 
given to reading compensation papers 
or discussion of them, two of the papers 


being read by E. M. Me ‘Conney, vice- 
president and actuary, Bankers Life; 
and Charles J. Zimmerman, general 
agent Connecticut Mutual in Chicago. 
Extracts from the Linton and Morri- 
son reports will be found elsewhere in 
this paper, also extracts from McCon- 


ney’s paper. 
Viewpoint of Field Force 

Mr, Zimmerman gave the viewpoint of 
the field force of the country. He said 
the Morrison scale of compensation, giv- 
ing first year commission of 40%, first 
renewal of 15%, second renewal of 10%, 
seven renewals of 5% and fee of 2% 
(Continued on Page 9) 
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POWER LEADS TO THE “PAY-OFF” 


Cheers and good intentions won't send the Readjustment Income Plan. How it pro- 
ball to the waiting arms of a receiver. Power vides this money, in amounts that are timed 
will do it, if the throw is accurately timed. to do the greatest good, is graphically pre- 

The power to turn a prospect’s good in- sented to millions of potential customers 
tentions into future income for his family through national advertising. It’s a winning 
is yours when you sell the John Hancock combination. 
















LIFE INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 
GUY W. COX, President 
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Actuarial Society—Institute Joint Meeting 


Life Insurance Not 
Like Every Business 


IAIRD SCORES SEC METHODS 


President of Actuarial Society Finds 
Serious Flaws in Recent Investi- 
gation of Life Insurance 
Failure of the Securities and Exchange 
ommission to avail itself of the knowl- 
ge of experience d actuaries to explain 


ie scientific background of its study 
nd investigation of “a insurance was 
yarged by John M. Laird, president 


\ctuarial Society of America and vice- 
oresident and secretary Connecticut 
feneral, in an address delivered at the 
jennial joint conference of that organi- 
ation and the American Institute of 
\ctuaries at White Sulphur Springs 
this week, 

“Although the investigation may have 
revealed a few minor flaws or mistakes,” 
\r. Laird said, “this far-reaching in- 
uiry has demonstrated that as a whole 
the officers of companies have been true 
o their trusteeship and the interests of 
yolicyholders have been safeguarded.” 
Mr. Laird expressed regret that the 
nquiry did not seek to distinguish life 
nsurance from the common forms of 
mmercial enterprise. He pointed out 
that the life insurance contract is guan- 
nteed for a lifetime and even longer; 
that the risk—the mortality rate—in- 
reases from year to year and if the 
licy is continued, eventually there must 
eaclaim. In life insurance the word 
‘eserve” is used in a special technical 
vnse. The assets must increase in pro- 
portion to the reserve even though the 
surance in force may be decreasing. 
These assets belong to millions of policy- 
Iders. After saying that substitution 
fa modern table of mortality would 
not materially alter the aggregate re- 
verve that must be held for future claims 
Mr. Laird continued: 

Actuary’s Judgment 

“Although the reserves are still based 
nthe American Experience Table, the 
ortality element in the price of insur- 
nee is determined by modern experi- 
nce. Sometimes the actuary compiles 
i mortality table from actual past ex- 
erience, but at other times he must 
‘sume a rate for the future. In the 
irst case he simply tabulates what has 
ready happened, but in the second 
€ must use his best judgment as to 
vhat will happen, 
“The price of 
¢ moved up or 
month like the 





life insurance cannot 
down from month to 
price of gasoline. In 
the price must be deter- 
actual experience of the 
company. In life insurance, 
found by combining the 
expense rates with in- 


articular 


ortality and 
lerest earnings. 

f these facts had been fully set forth 
it the outset, there would have been less 


misunderstanding and there would today 


dea better perspective on the way life 
emnce fits into the general economic 
set-up. 
Some SEC Methods 

lt was pointed out by Mr. Laird that 
the SEC made use of personal memo- 
randa from insurance company files, 
‘ithout giving their true or full signifi- 
ance, Also, the SEC assembled consid- 
erable actuarial information but present- 

it without actuarial interpretation, 
riving misleading emphasis to 
‘ertain facts and figures. 


Apparently,” Mr. Laird said, “they 
called the actuaries not to explain how 
Tl ~ 

re Is computed, but solely to show 


= me re had been actuarial conferences 
ba led certain companies to take 
allel action on sOme common prob- 


Papers Presented on Wide Range 
Of Pertinent Actuarial Subjects 


Company mortality experience under 
Group life insurance policies was brought 
down to date by E. E. Cammack, vice- 


president and actuary, Aetna Life, in an 
address to the joint conference of the 
Actuarial Society of America and the 


American Institute of Actuaries in 
White Sulphur Springs this week. He 
supplemented the experience presented 
in 1932. As in the earlier investigation, 
mortality experience by industry was 
presented in much detail. 

Mr. Cammack said that the elimination 
of the disability clause from Group poli- 
cies has saved all of the disability claims 
plus 6% of the death claims. Group 
policies usually provide that insurance 
may be continued on the lives of em- 
ployes who are retired or pensioned. 
Mr. Cammack has investigated the cost 
of that benefit. He finds that it varies 
greatly according to experience of any 
particular group but speaking generally 
the cost is “appreciable.” 

He said that the cost of converting 
Group insurance into regular insurance 
upon termination of employment has been 
investigated again. Using the Aetna 
Life’s nonparticipating rates and cash 
surrender values, Mr. Cammack finds 
that, according to experience, if group 
conversions are distributed by age and 
plan in the same proportion as those 
of his company for the past year, the 
average cost of conversion will be $67.68 
for each $1,000 of insurance. 


Myers Presents Census Study 


Robert J. Myers, actuarial mathema- 
tician, Social Security Board, declared 
that people cannot fool the statistician 
on their ages, although they may mislead 
the census taker. He said that for some 
reason there has been an incomplete 
enumeration of children in the first two 
years of life, especially among colored 
people. Among people generally age 
21 is given more frequently than might 
be expected from a study of population 
trends. Old people are inclined to boast 
of their years. 

Paper by Wells and Laing 

In a paper entitled “Methods of Cal- 
culating Unit Expenses for Asset 
Shares,” the joint authors, Edward H. 
Wells, mathematician, and Charles B. 
Laing, of the Prudential, described in 
detail three methods that have been used 
for allocation of insurance expenses to 
the various groups and sub-groups of a 
company’s business. Testing out the 
results of three methods in use by means 
of asset share calculations on exactly 
the same total expenses, the authors 
reach quite different conclusions. This 
seems to indicate that, despite popular 
impression, individual judgment plays an 
important part in the assessment of ex- 
penses and the apportionment of surplus. 

Lane and Sarason Contribute 

Ralph E. Lane, statistician of Flit- 
craft, and Harry M. Sarason, assistant 
actuary, General American Life, jointly 
presented a paper on surrender values 
which shows how actuarial principles 
may be translated with reasonable ac- 





lems. They were not interested in why 
the actuaries got together or whether 
the outcome was in the interests of the 
policyholders. In fact, leading actuaries 
would have been subject to criticism if 
they had not talked over the changing 
conditions and presented concrete recom- 
mendations to their executive officers.” 


curacy into simple legal descriptions of 
formulas suitable for inclusion in statutes 
prescribing the calculation of surrender 
values and setting maximum and mini- 
mum limits for such values. 

They pointed out that there has been 
a great deal of progress made in the 
study of equitable treatment of policy- 
holders surrendering their policies. This 
paper illustrated the wide application of 
the general method of interpolation be- 
tween plans by bringing it to bear on the 
problem of the determination of equit- 
able surrender values. 

Attained Age Formulas 

The usual formula employed in at- 
tained age valuations is built around the 
whole life reserve. Mr. Sarason, pre- 
senting an Actuarial note entitled “At- 
tained Age Valuation Formulas,” showed 
how attained age formulas could be built 
around other plans of insurance. He 
said that while this was interesting prin- 
cipally from a theoretical standpoint, it 
nevertheless had possible utility as, for 
example, for a company which uses the 
endowment at 85 as its principal plan. 

Rieder on Commission Scales 

In a paper entitled “A Method for 
Grading Commission Scales by Plan and 
Age at Issue,” E. A. Rieder, assistant 
actuary, Mutual Life of Canada, said 
that a life company sells “protection” 
and “investment,” and its potential 
profits depend upon the quantity of each 
which it has in force. The assured is 
interested in these two elements alone 
and the method outlined in the paper 
emphasizes the relation of commissions 
to the “protection” and “investment” 
values of each contract. 

The general level of commissions and 
the extent to which they should be ad- 
vanced in the early years was not dis- 
cussed. The paper suggests one method 
which might be used to grade the scale 
by plan and age at issue after its general 
level and the relation between the first 
year and renewal commissions have been 
decided. 

Hohaus and Jahn Paper 

Reinhard A. Hohaus, president of the 
American Institute of Actuaries and as- 
sociate actuary Metropolitan Life, and 
Fred S. Jahn, also of the Metropolitan, 
in a paper on “Unemployment Compen- 
sation in the United States,” urged that 
consideration be given to several im- 
portant revisions in the unemployment 
insurance plans now in force and the 


appointment of a Federal Advisory 
Council to study this problem. 
The co-authors said thot if a corncil 


is appointed—and a bill to that effect 
has been introduced in Congress—there 
is good reason to hope that the unem- 
ployment compensation system of this 
country will develop along lines as prom- 
ising as those of our Federal old age 
and survivors insurance plan. 
Shepherd on Natural Reserve 


In a paper on “Natural Reserves” 
Bruce E. Shepherd, actuary, Association 
of Life Insurance Presidents, demon- 


strated their relation to the better known 
level net premium reserves and showed 
how the latter could be used for esti- 
mating the effect on natural reserve 
values of variations in expense assump- 
tion. He thought this might have some 
use in connection with studies of sur- 
render values now in progress. 
Defeated Candidates Outlive Presidents 
Frank L. Griffin, Jr., assistant mathe- 
matician, Prudential, presented a study 


Tasks of Actuaries 
Will Continue to Grow 


HOHAUS SEES . DUTIES GREATER 





Head of American Institute Asks for 
Discharge of Responsibilities to 
Assist Democracy 
Declaring that the months ahead prob- 
ably will see democracy’s greatest trial 
and that actuaries have a definite respon- 
sibility in making democracy survive in 
the United States and Canada, Reinhard 
A. Hohaus, president of the American 
Institute of Actuaries and _ associate 
actuary Metropolitan Life, addressed the 
joint conference of that actuarial body 
and the Actuarial Society of America in 

White Sulphur Springs this week. 

“In these times,” he said, “we must 
all do more than espouse the democratic 
principles. We must do more than be- 
lieve in them or live them. We must 
accept without hesitation the responsi- 
bilities and the sacrifices which fall on 
each one of us as an integral part of our 
way of life. We must know our in- 
dividual purpose and role in this life 
and serve it with all that is within our 
power. And do so gladly, for no other 
way will seem worth living. 

Willing to Do Part 

“As a profession,” 
are fortunate in knowing full well what 
that means. In our organizations we 
have always proceeded in accord with the 
democratic concents of the freedom. the 
power and the dignity of the individual, 
and we have each willingly assumed the 
responsibilities which necessarily accom- 
pany those rights and privileges. 

“Most of us are engaged in life in- 
surance—an institution which has for 
years played a very important part in 
preserving and strengthening our demo- 
cratic way of life. It has made it pos- 
sible and desirable for individuals to 
make sound provisions to carry on their 
individual responsibilities to their fam- 
ilies in case of their death, and to them- 
selves if they reach the age at which 
they will no longer be productive mem- 
bers of society. With that background, 
we are able—and I am confident we are 
willing—to do our full part in persuading 
ourselves and our fellow citizens at 
home to discharge militantly the respon- 
sibilities we each have in making democ- 
racy survive.” 

The Institute president pointed out 
that the tasks of actuaries will continue 
to grow in scope. “Whatever the future 
may hold in store,” he said, “complex 
social and economic problems will likely 
present themselves which our special 
training may help to solve. We can 
see some of them appearing on the hori- 
zon already. No doubt the falling birth 
rate and the social and economic ques- 
tions posed by this trend will come in 
for much discussion in the future. The 
underlying importance of the family in 
our social order has already introduced 
the ‘family securitv’ concent in’ serial 
insurance, and may well result in studies 
of the practicability of its extension 
to other fields in our economic life. In 
these and many other respects our pro- 
fession will be able to offer great 
service.” 

Mr. Hohaus cited the cooperation of 
the two actuarial bodies and expressed 
hope of even greater accomplishment in 
the years ahead 


he continued, “we 


he has made of mortality among presi- 
dents of the United States and those 
candidates for that office who were de- 
feated. His figures showed that since 
the Civil War the chief executives after 


(Continued Page 15) 
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Peyser General Agent 
For Manhattan Life 


AT 55 LIBERTY ST.,. NEW YORK 





In Insurance Business Since 1925, For- 
merly General Agent for National 
of Vermont 


P. A. Peyser, well-known insurance 
man in New York City for fifteen years, 
has been appointed a general agent for 
the Manhattan Life. 


Offices of the new 


PERCY A. PEYSER 
agency are at 55 Liberty Street. The 
appointment was effective October 28. 

Mr. Peyser started his business ca- 
reer in 1909 with the Fiat Automobile 
Co.; he left the Fiat company in 1918 
when he was commissioned first lieuten- 
ant of the Motor Transport Corps, U. S. 
Army. In 1919 he again joined the Fiat 
company, for which firm he became sales 
manager and treasurer. 

Mr. Peyser entered the life insurance 
business with the Keane-Patterson agen- 
cy of Massachusetts Mutual in 1925. 
Later, in association with Edgar T. Wells 
and William Meissel, he organized the 
firm of Wells, Meissel & Peyser, general 
agents for the National Life of Vermont. 
In 1932 he again returned to personal 
production for the National Life of Ver- 
mont, which company he now leaves to 
take up his duties as general agent of 
the Manhattan. 

Shenandoah Life has declared a 6% 
dividend on its stock payable Novem- 
ber 15. 








Lawrence Priddy Wrote 


Insurance on Cortelyou 
George B. Cortelyou, former cabinet 
member who died last week, was quite 
heavily insured. He was a consistent 
purchaser of protection, most of his 
insurance having been written by Law- 
rence Priddy of the New York Life, 
who was a personal friend. 

Mr. Cortelyou held three cabinet posts 
under President Theodore Roosevelt, but 
for a quarter of a century up to 1935 
he was president of the Consolidated 
Gas Co. of New York. He was 78 
at his death. Mr. Cortelyou’s great 
ability in a variety of responsible posi- 
tions carried him from the job of sten- 
ographer to be right hand man of presi- 
dents. He was executive clerk for 
Grover Cleveland and personal secretary 
to Presidents McKinley and Theodore 
Roosevelt, whose second campaign he 
managed as chairman of the Republican 
National Committee. 

When Mr. Cortelyou bought his first 
policy in 1895 he was private secre- 
tary to the Assistant Postmaster Gen- 
eral at Washington. Policies were added 
at various times as Mr. Cortelyou 
climbed to national prominence, the last 
one being written in 1919 and all of 
these were placed by Mr. Priddy. 





State Mutual Passes Its 
Entire 1939 Production 


State Mutual’s net paid volume Octo- 
ber 24 exceeded the entire year 1939 by 
a substantial margin. The company’s 
net paid figure is derived by taking its 
paid business, subtracting therefrom the 
first and second year lapse and the first 
and second year reductions, then adding 
the first and second year restorations. 
State Mutual’s excellent persistency rate 
is given as one of the contributing fac- 
tors to this record, as well as its paid 
business volume this year, which has ex- 
ceeded the same month in 1939 every 
month since January. 


FERNAND BARUCH DEAD 





Fernand Baruch, Philadelphia, presi- 
dent of F. Baruch Agency, Inc., died 
October 24, age 62. His office repre- 


sented Girard Life and several fire and 
casualty companies. He had been in life 
insurance since he was 23 years old. 





AGENCY 85 YEARS OLD 


The eighty-fifth anniversary of the 
Pittsburgh Agency of the Connecticut 
Mutual Life was observed with a day 


of meetings and conferences climaxed 
with a banquet Wednesday, October 16. 
Vincent B. Coffin, vice-president and 
superintendent of agencies for the com- 
pany acted as toastmaster. 


HONOR DES MOINES AGENCY 





Hopkins and Mulock, Inc., Have Rep- 
resented Liverpool for 75 Years; 
Presented With Clock 
A testimonial dinner was given to 
members of the Hopkins and Mulock, 
Inc., agency of Des Moines and their 
families by the Liverpool & London & 
Globe. The Des Moines agency has 
represented the Liverpool since 1865 and 
the dinner was in observation of the 
seventy-fifth anniversary of that date. 
E. W. Hotchkin, Western manager from 
New York City and Wells R. King of 
Omaha, Neb., regional manager of the 

company, were hosts at the dinner. 

HON the dmner Mr. Hotch''n 
presented the agency organization with 
a motored, tubular chime, grandfather’s 
clock. B. C. Hopkins, president of the 
agency; George A. LaMair, secretary 
and E. H. Mulock, member of the firm, 
made responses in accepting the gift. 
Mr. Hopkins has been with the firm 
since 1898 and is past president of the 
Iowa Association of Insurance Agents 
and last week was elected president of 
the Insurance Federation of Iowa. 

Mr. Hopkins said that the clock will 
be installed in the agency’s new offices 
which it will occupy on November 9 in 
the Old Colony building. It will be the 
company’s first move in thirty-four years 
and the second in the seventy-five years 
of its existence. 


FORM NEW COUNCIL GROUP 


me 








Basil S. Collins and Irvin Bendiner to 
Establish Underwriter-Trust Officer 
Group in Pittsburgh 

Basil S. Collins, vice-president Old Col- 
ony Trust Co, and past president Boston 
Life Insurance & Trust Council, will 
join Irvin Bendiner, Philadelphia insur- 
ance and tax expert, in Pittsburgh No- 
vember 25 to establish a council there. 
Mr. Collins will address the new organi- 
zation on cooperation between life under- 
writers and trust officers. At the Spring- 
field, Mass., council meeting October 22 
he spoke on business insurance as ap- 
plied to small business units. Monday 
of this week he addressed the first ses- 
sion of the advanced underwriting course 
of New England Mutual on the general 
aspect of business insurance. The Bos- 
ton council will meet November 12, when 
Davis Stock, New York tax specialist, 
will be the speaker. 





DALY AND REILEY TO SPEAK 

Robert R. Daly, Newark attorney, will 
address the Life Underwriters Associa- 
tion of Northern New Jersey in Newark 
November 6 on “Partnership Business 
Insurance Agreements.” November 13 E. 
L. Reiley, manager home office agency 
Penn Mutual, will speak on “Need for 
Stock Retirement Protection.” 








Great-West Life Agency Leaders Promoted 














Pictured above are M. I. Lindsay, C. G. Liemandt, Carl B. Devol, Jr., whose appointments as agency 
managers for Great-West Life became effective today 


Continental American 
Opens Upstate Agency 


NEW OFFICE AT BINGHAMTO, 


C. C. McElheny Appointed General 
Agent of New Agency Covering 
Eight Counties 


Continental American will open a ney 
general agency in Binghamton, and ¢ 
C. McElheny, well-known Binghamton 
insurance man, has been appointed gen- 





McELHENY 


c.. & 
eral agent. The territory of the new 
agency includes eight counties in cen- 
tral New York State. 

Mr. McElheny has been in the life 
insurance business for seven years, hav- 
ing been made district manager for a 
large Eastern company in 1936. He is 
active in the Kiwanis in Binghamton and 
the Cornell Club, and is a member and a 
director of the Binghamton Life Under- 
writers Association. 

The new Continental American office 
under Mr. McElheny’s management wil 
be at 1114 Press Building, and the ter- 
ritory will include the counties of Bing- 
hamton, Chemung, Tompkins, Tioga, Del- 
aware, Broome, Otsego and Cortland. _ 

Mr. and Mrs. McElheny live at 5 
Grand Boulevard in Binghamton. 


BURR CONDUCTING CLASSES 

M. Rodney Burr, associate general 
agent for Fidelity Mutual Life at » 
Liberty Street, is conducting a four- 
session course preparing for the )- 
proaching state examination for life 
agent’s license. Mr. Burr, formerly an 
instructor at CCNY, will hold classes 
from 4 to 6 on November 6, 8, 12, and 
13. There is no charge, but the class 
is limited to twenty-five. 


McANDLESS BIRTHDAY 

Officers and directors of the Lincoln 
National Life gathered at dinner at the 
Fort Wayne Country Club Wednesday, 
October 23, upon the occasion of Pres 
dent A. J. McAndless’ fiftieth birthday 
and twenty-first service anniversary with 
the company. Arthur F. Hall, founder 
of the company and chairman of the 
board, was toastmaster. 





MARKS 25th ANNIVERSARY 
Celebrating completion of twenty-five 
years in the insurance business, Wit 
chester Graham, general agent at Co um: 
bia, S. C., for the Protective Life, val 
tertained more than 100 friends with 4 
dinner-dance at the Columbia Hotel te 

cently. Present at the dinner were A. 
Wellman, vice-president of the company 
and Thomas J. Hammer, secretary, ¥” 


was principal speaker. Mr. Hamme 
discussed the company’s growth _- 
congratulated the local agency of 
record. 
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fH. Low Promoted By 
Home Life, New York 


yow ASSISTANT AGENCY SUP'T 





h Bureau School Graduate Set 
ae nding Record in Personal 
Production 


Francis H. Low, home office agency 
feld assistant for the Home Life of New 
York, has been advanced to assistant 
erintendent of agencies by that com- 
pany, effective November 1. 

Following his vraduation from Yale 
University Mr. Low began his life in- 
surance career in January, 1935, when 





suf 





FRANCIS H. LOW 


he entered the home office of Home Life 
of New York as a member of the “young 
man special training group” which the 
company maintains for young college 
graduates. A year later he entered the 
field as a personal producer and his paid- 
for volume for 1937 ranked him among 
the leaders of the company. He also 
qualified for membership in the Presi- 
dent’s Club, sales organization of lead- 
ing producers for Home Life. In 1938 
he was appointed home office agency 
field assistant and has been working with 
general agents in developing the recruit- 
ing operations of the company, 

Mr, Low is a graduate of the Agency 

Management School of the Life Insur- 
ance Sales Research Bureau and has 
been active in alumni activities of that 
organization, being a past director of the 
Atlantic Association of Bureau Gradu- 
ates, 
_A hobby of Mr. Low’s which has 
brought him considerable national prom- 
inence is big game fishing, and he cur- 
rently holds the record for the largest 
game fish ever taken on rod and reel in 
aon waters—a 998 pound white 
shark. 


Gummers General Agent 


For General American 


General American Life has appointed 
0. L. Gummers veneral agent in north- 
west Ohio, with headquarters in Toledo 
where he has been with Libby-Owens- 
Ford Co., with whom he was managing 
sales and doing promotion work. Prior 
'o that he was general agent for a mid- 
western company at Springfield, III. 


Lincoln National Gets 


_ Railroad Line Franchise 
Lincoln National Life has been award- 
‘da salary savings franchise on the 
Northern Pacific Railroad and subsidi- 
ary lines, having 22,000 employes. The 
“ontract was closed by Jomis S. Touch- 
‘tone, the company’s salary savings spe- 
at. Other large salary savings fran- 
ise cases he has handled for his com- 
pany include Missouri Pacific, Texas 
acific, Denver, Rio Grande & Western 
and the Rock Island. 











“OW Sco Your Husband 


The life insurance agent plays a 
large part in the protection of depend- 


ent mothers and their children. 


Family providers sometimes neglect 


their life insurance needs, unless they 








are placed squarely before them by an 
| understanding agent who knows what 


he is talking about. 


Wives of uninsured or underinsured 


men are right in expecting your help. 


Justify Their Faith! 








Home Office, NEWARK, N. J. 





























Halstead Advanced By 
Continental American 


NEW AGENCY SUPERINTENDENT 

In Insurance esinene Since 

Joined Company in 1935 as 
Agency Supervisor 





1922, 





Ralph E. Halstead, supervisor of 
agencies for Continental American since 
1935, has been promoted to superinten- 
dent of agencies. As supervisor of 


agencies of the northern division of the 
Halstead’s office was in 
New York, 


company, Mr. 


the Woolworth Building, 





RALPH E. HALSTEAD 


until recently, when he moved to Wil- 
mington, Del., with the completion of 
the company’s new home office building. 

Entering the insurance business as a 
producer for the Travelers in Cleveland 
in 1922, Mr. Halstead came to New York 
and in 1928 was made field assistant 
and then assistant manager in the Co- 
lumbus Circle branch office. He later 
became Group supervisor attached to 
the home office with headquarters at 
55 John Street, New York. In March, 
1935, he resigned from the Travelers to 
join Continental American. 

“In reflection of his enlarged respon- 
sibilities, Mr. Halstead was promoted 
by the board of directors,” declared 
President A. R. Rydgren in a letter an- 
nouncing the promotion to the Conti- 
nental American field force. “He has 
demonstrated increasing usefulness in 
the agency affairs of the company, and 
I am sure you will be pleased over his 
promotion.” 





BOOKSTAVER AGENCY MEETING 
H. J. Hannigan, “American Portrait” 
Will Be Featured at November 
7 Meeting 
Elias Klein, manager of the Jos. D. 
Bookstaver agency, Travelers, at 110 
William Street, New York, announces 
that the film, “American Portrait,” will 
be shown at the November agency meet- 
ing, Thursday, November 7, at the Hotel 
Governor Clinton. Hugh J. Hannigan, 
of the McMillen agency of Northwestern 
Mutual, will speak at the meeting. Mr. 
Hannigan, public relations vice-presi- 
dent of the Life Underwriters Associa- 
tion of the City of New York, is a 
star producer, noted for his original 

sales ideas. 

Continuing the increased production 
of the Summer sales campaign, the 
Bookstaver agency’s September paid-for 
business was 43% over the same month 
in 1939. In October, the increase was 
over 100%. Insurance agents and brok- 
ers of the New York metropolitan area 
who have not yet seen “American 
Portrait” will be welcomed at this 


’ meeting. 
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Effects of War on Agency Conditions 
In Canada Described by J. G. Parker 


Chicago, Oct. 28—Effects of the war 


on agency conditions in Canada were 
discussed before the Research Bureau 
meeting here today by J. G. Parker, 


general manager Imperial Life, Toronto. 
He told how it was feared that war 
conditions would make writing of life 
insurance impossible, especially with war 
restrictions, but the companies got to- 
gether and in two week’s time agreed 
upon uniform provisions covering war 
hazard and travel. 

The war clause which was finally 
adopted provided for payment of a 
limited benefit (return of premiums at 
3% interest less dividends paid) in event 
of death in war services outside home 
areas. It also provided for limited bene- 


Replacement Report 
Made by Committee 


SHOWN 
Chairman Frank L. Jones Notes Im- 
provement in Legislation Bearing on 
Misrepresentation Practices 
It was demonstrated that gratifying 
progress is being made in lessening the 
evil practice of “twisting,” when the re- 
placement committee of the Association 
of Life Agency Officers reported at the 
annual meeting in Chicago this week. 
This report was made by [rank L. Jones, 
vice-president Equitable Society, as 
chairman of the committee. There are 
ninety-three signatory companies and 

seventy nonsignatory. 

The figures presented were those re- 
ported by the various companies with 
reference to their experience during the 
first eight months of 1940, As presented, 
comparison of figures may be made, on 
an eight months’ basis, with those of 
1939, 1938 and 1937, because they were 
also based upon company experiences 
the first eight months of each of those 
years. 

The report mentions that a noteworthy 
contribution to this subject was made 
by the Insurance Department of the 
Chamber of Commerce of the United 
States, in Insurance Bulletin No. 51 en- 
titled—Should You Change Your Old 
Life Insurance for New? 

This report was the tenth made by 
this committee. Reference was made to 
the progress of legislation on the sub- 


ject of replacement and misrepresenta- 
tion. It was also noted that in the use 
of the words “misleading representa- 


tion,” or the word “misrepresenting,” 
there have been frequent interpretations 
by the proper authorities, that inade- 
quate representation, or lack of full rep- 
resentation, is misleading and, therefore, 
unlawful. 


Reduction in Cases 

The report states: “It seems from the 
statements of representatives of various 
companies, signatory to our Plan, that 
there is likewise ample confirmation of 
the reduction in the number of cases and 
volume that are traceable to twisting, or 
other kinds of replacement. 

“It should be noted that in rules and 
regulations which are involved in our 
replacement plan, there are restraining 
controls as there are in statutory law 
with reference to unlawful practices; 
therefore, we think the replacement plan 
should be continued in full force to keep 
our attention on the importance of co- 
operation and to deter those who might 
otherwise be induced to change their 
policies, to their own disadvantage.” 


fit in event of death of a civilian as a 
result of war when traveling beyond 
home areas. It also provided for pay- 
ment of extra premium to cover service 
abroad, in army or navy, also travel 
abroad, but did not cover service in the 
air force outside home areas. 

An important provision was that six 
months after termination of service the 
policyholder again secured full coverage 
under his contract. By means of in- 
stitutional advertisements and literature 
explaining the liberal terms of the war 
clause the restriction proved no hind- 
rance to writing new business and a 
substantial amount has been written on 
the lives of soldiers. 

Business written on soldiers provided 
for monthly premiums by assignment of 
pay and this required some financing of 
agents who transacted any considerable 
volume. Under agreement with military 
authorities it was possible for the 
soldier to cancel the assignment to pay 
where the business was done too hastily 
without sufficient thought and a con- 
siderable amount of such cancellations 
was made. This situation has gradually 
righted itself and companies are en- 
forcing stricter underwriting rules as to 
selection. 

Mr. Parker told of the activity of the 
agency forces in the war effort, especially 
stressing savings rather than spending, 
as life insurance is considered to be a 
great influence both during the war and 
assisting in re-establishing the country 
again in peace time. 


| ISLE OF OPPORTUNITY 
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Meeting 


Importance of High Grade Personnel 
Is Stressed by John A. Stevenson 


Chicago, Oct. 30—President John A. 
Stevenson, Penn Mutual Life, discussed 
importance to the life 
sound sales methods and high 


insurance busi- 


ness of 
grade agency personnel in a talk de- 
livered today before the joint meeting 
of the Life Agency Officers and Sales 
Research Bureau. 

As is the case with manufacturers of 
tangible products, he said that life in- 
surance realizes clearly today that no 
matter how good a product it has or how 
far-sighted the executive management of 
companies nor how comprehensive and 
attractive the advertising program, it is 
the salesmen who is the lifeblood of the 
business. Therefore, in the public in- 
terest and because of effect on life 
insurance itself there must be the most 
careful study of all problems connected 
with selection, training and supervision 
of life insurance salesmen. 

Life insurance companies realize that 
they can’t be too optimistic about any 
substantial increase in the near future 
in the rate of income obtainable on their 
investments. They realize that they 
can’t depend on an indefinite continuance 
of the excellent health conditions of the 
past few years, with their resulting 
favorable effect on mortality rates. 

“Consequently,” continued Mr. Steven- 
son, “when we consider the chief factors 
which govern cost of life insurance 
which are interest, mortality and expense 
savings, it is natural that we should turn 
the spotlight on agency practices ih the 


AGEN T 








hope that decreasing expenses from jp. 
creasing emphasis on sound sales poli 
cies and improvement in quality of oy, 
business resulting from the maintenane, 
of high standards among agency per: 
sonnel will have their effect in redyeiy 
life insurance costs.” 

The Agency Practices Agreement 

In discussing Agency Practices Agree- 
ment, Mr. Stevenson said some compa- 
nies are following both the letter ang 
spirit of the agreement while others ¢ 
not pretend that their ideas are in ae. 
cord with the agreement. The situation 
under the agreement has sometimes been 
compared with that under the League oj 
Nations where there were many ways oj 
getting around some of the regulations 
and where even among member states 
the question of accepting the regulations 
was too often based on expediency. 

“I am not arguing for the agency 
practices agreement per se. Maybe this 
agreement should be discarded if it can- 
not be made to work. But I am arguing 
for management practices which will re- 
duce the agency turnover and which wil 
keep the obviously unfit agent out of th 
important business of life insurance sell- 
ing. It seems to me, however, 

(Continued on Page 9) 


Cecil North Reports 
On Cooperative Fund 


AID GIVEN CLU_ CANDIDATES 


does 


Committee of Prominent Executives in 
Group; 100 Companies Contribute for 
Total of $33,462 


The Life Agency Officers Committe: 
on Training of which Cecil J. North, 
third vice-president Metropolitan Life, is 
chairman reported on the Cooperative 
Fund for Underwriter Training at th 
Agency Officers-Research Bureau meet- 
ing in Chicago this week. This fun 
was started four years ago for the pur- 
pose of advancing to individual candi- 
dates for the CLU degree part of theu 
education expenses. The full committee 
includes: O. J. Arnold, president North- 
western National; Joseph C, Behan, vice- 
president Massachusetts Mutual; Grant 
L. Hill, director of agencies Northwest- 
ern Mutual; James A McLain, president 
Guardian Life; Henry B. Sutphen, vice- 
president Prudential; Alexander E. Pat 
terson, vice-president in charge | 
agency affairs Penn Mutual, ex-oiicio, 
and John Marshall Holcombe, Jr., mat- 
ager Life Insurance Sales Research Bu- 
reau, ex-officio. 

Mr. North reported that subscriptions 
in 1940 totalled $33,462 as compared wit 
$30,907 last year. One hundred com: 
panies contributed. Use of the coopera 
tive fund, Mr. North stated, has ha 
much to do with stimulating interest !" 
professional training and is reflected 
the increased enrollment in courses. ™ 
1940, 1,735 candidates from 340 cities ane 
towns in forty-three states as well ® 
District of Columbia and Hawaii too 
examinations. The passing ratio has 
proved with 62.3% of the candidates 
passing examinations. Mr. North further 
stated that 4,591 candidates now have 
completed all or part of the CLU course 

“This significant record of the stead) 
growth in professional preparation 1 
life underwriting is in the committees 
judgment,” stated Mr. North, “substat- 
tial evidence that the Cooperative Funé 
for Underwriter Training is rapidly pt 
ducing results for which the subscribing 
companies hoped.” 
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trained men. . . The new emblem will become more and more familiar through 
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W.S. Penny Made Board Chairman F. Hobert Haviland Elected Chairman 
Agency Officers Executive Committee 


Of Bureau; Heads Sun’s Agency Force 


Chicago, Oct. 30.—New chairman of 
the board of directors, Life Insurance 
Sales Research Bureau, is Walter S. 
Penny, director of agencies, Sun Life of 
Canada. 

As head of the Sun Life’s agency de- 
partment, Mr. Penny is executive head 
of a complex, far-flung organization cov- 
ering most of the countries of the world, 
He began in the actuarial department 
of the company after graduating from 
McGill University in Montreal. The first 
World War interrupted his career, but 
only temporarily. He first tried field 
work in 1922, later going to several 
Canadian branch offices. 

Transferring to the agency department 
at the head office, Mr. Penny advanced 
rapidly, becoming assistant superintend- 
ent of agencies, superintendent of agen- 
cies in 1928, and director of agencies at 
the head of the Sun Life’s world-wide 
organization in 1935, when the company 
unified control of its entire field force. 





WALTER S. PENNY 





New Committee on Colleges 


Named; Grant Hill Chairman 


Chicago, Oct. 30—A new committee 
of Life Agency Officers is committee 
on relations with universities, chairman 
of which is Grant L. Hill, director of 
agencies, Northwestern Mutual Life. 
Other members are O. J. Arnold, presi- 
dent Northwestern National; Cecil J. 
North, third vice-president Metropolitan 
Life; A. A. Rydgren, president Conti- 
nental American Life; Alexander E. 
Patterson, vice-president in charge of 
agencv affairs Penn Mutual; and John 
Marshall Holcombe, Jr., manager Re- 
search Bureau. 





One Agency Officer Draftee 


Chicago, Oct. 30—Chairman John A. 
Stevenson announced at the meeting to- 
day that one member of the convention 
had been drawn in the draft. He turned 
out to be Jack McSpadden, Liberty 
National, Alabama. 





Agency-Bureau Meet 
(Continued from Page 1) 


following the tenth year and continuing 
as long as the premium is paid and the 
agent is in service. places less emphasis 
on quantity production through a reduc- 
tion of the first year commission scale. 
It places greater emphasis on conserva- 
tion, particularly during a period when 
lapses are highest and compensates ade- 
quately for service not only up to the 
tenth year, but thereafter. Reduction in 
service commissions after the tenth year 
is in his opinion entirely justifiable. 

It is his opinion that some further 
study must be given to the matter of 
retirement plans. He said it is his opin- 
in that the field forces overwhelmingly 
endorse some contributory retirement 
plans. Field forces believe that some 
more adequate provision for vesting be- 
yond the third year should be furnished 
in the event of death of the underwriter 
‘rn the event of his disability. He does 
net think there should be complete for- 
feiture of commission after the third 
year, 
_ Mr. Zimmerman said the field force 
's unanimous in its belief that it should 
not be included under the unemployment 
‘ection of the Social Security Act, He 
said they realize they will not benefit 
ang inclusion under this section and 
+ age public will have to pay for 
> moa which no one receives through 

teased taxes levied against the com- 


New Bureau Directors 


Chicago, Oct. 29—New members of the 
board of directors of the Life Insurance 
Sales Research Bureau are Chester O. 
Fischer, Massachusetts Mutual Life; 
George H. Chace, Prudential; Henry A. 
H. Baker, Great-West Life; W. Dudley 
Owens, Lamar Life, and J. T. Lynn, 
General American Life. 





On Executive Committee 

Chicago, Oct. 30.—Three new members 
of the Life Agency Officers executive 
committee are Bert Baker, president 
Seaboard Life; H. B. Wickes, assistant 
manager Montreal Life; and S. T. What- 
ley, vice-president Aetna Life. 


J. H. Evans Vice-Chairman 
John H. Evans, Ohio National Life, 


is the new vice-chairman of the execu- 
tive committee of the Association of 
Life Agency Officers. 





panies and necessarily passed on to pol- 
icyholders. Of the Ordinary agents, 95% 
are not eligible for Social Security bene- 
fits. Field forces maintain that they 
already pay for Social Security benefits 
in that Social Security taxes are passed 
on to them as consumers through the 
increased cost of all commodities. Quite 
logically they ask why then should they 
not also enjoy the benefits of Social 
Security ? 

“If the field forces are included under 
the old age benefit section of Social 
Security Act, then additional taxes would 
have to be paid by the companies as 
well as by the agent,” said Mr. Zimmer- 
man. “These company taxes would have 
to be passed on to the policyholder. 
If the agents are not included under 
Social Security they can see no logical 
reason why an amount equivalent to So- 
cial Security taxes could not then be 
contributed by the company towards a 
retirement plan for the agent.” Nearly 
all the field force would prefer a com- 
bination of Social Security supplemented 
by a company retirement plan, 


Bureau Research Activity 
Vincent B. Coffin, reporting to the Bu- 
reau convention relative to activities of 
the Life Insurance Sales Research Bu- 
reau for the next twelve months, prom- 
ised that there would be no let-down on 
research. The chances are that some 
of the research will be done in home 

(Continued on Page 12) 


Chicago, Oct. 30.—F. Hobert Haviland, 
agency vice-president of Connecticut 
General, is the new chairman of the 
executive committee of the Life Agency 
Officers. 

A native of Illinois and a graduate of 
Northwestern University, Mr, Haviland 
entered life insurance in 1926 with the 
Equitable Society after working in news- 
papers and a dry goods company. 

After a period of personal production 
and as assistant manager in Chicago, he 
was sent to Cleveland to assist in start- 
ing a new agency. In six months he had 
secured fourteen full-time agents and 
had the agency running successfully, 
Returning to Chicago he became head 
of the Equitable’s agencies there and 
doubled its production in littie more 
than a year. 

He became manager in Chicago for 
the Connecticut General in 1930, and 
made a notable record in building up his 
agency. Many of the men he developed 
have become outstanding personal pro- 
ducers. 

In January, 1938, Mr. Haviland was 
made a vice-president of Connecticut 
General by the board of directors, and 
— the duties of agency vice-presi- 
dent. 





Bachrach 
F. HOBERT HAVILAND 


Vincent B. Coffin Elected Chairman 


Research Bureau Executive Committee 


Chicago, Oct. 30—Vincent B. Coffin, 
vice-president Connecticut Mutual, one 
of the most widely known and popular 
agency executives, was elected chairman 
of the executive committee of the Life 
Insurance Sales Research Bureau here 
today. He was the former chairman of 
the board of directors of the Bureau. 

Prominent as an insurance educator, 
formerly director of the training course 
of New York University, Mr. Coffin has 
had an unusually broad experience as 
an executive in charge of production. He 
is a vice-president of the Hartford Col- 
leges of Law and Insurance. 

Graduate of Wesleyan, class of 1919, 
Mr. Coffin then went to the Carnegie 
Tech. School of Life Insurance Training, 
from which he entered the field for the 
Provident Mutual. Later, he became 
educational director of the Penn Mutual, 
and in 1931 went with the Connecticut 
Mutual as superintendent of agencies. 





John A. Stevenson 


(Continued from Page 6) 


that the Agency Practices Agreement is 
the best route suggested for arriving at 
a goal which not only is in the public 
interest but also is in our own interests 
and which goal sooner or later must be 
reached. 

Discussing the subject of Federal 
supervision, Mr. Stevenson said he was 
strongly of the opinion that imposing 
it on the present insurance structure 
would work to the disadvantage rather 
than advantage of policyholders. At 
the same time he said that because of 
the questions which have been raised 
regarding agency practices and in view 
of the public attitude toward life insur- 
ance costs, his opinion was that there 
is bound to be closer scrutiny of agency 
practices on the part of state authorities 
who are charged with supervision of 





VINCENT B. COFFIN 





life companies. “If, therefore, we will 
take a long term view of the situation 
and discard outmoded practices such 
as keeping unfit agents and, in other 
words, are willing to do the houseclean- 
ing ourselves, then I do not think any 
supervisory authorities are likely to take 
a hand,” he said. 
Fine Progress Shown 

“I get a real thrill in hearing reports 
such as that which showed that 1,735 
candidates took 1940 CLU examinations, 
as compared with 66 when examinations 
were first given in 1928. All of us take 
pride, too, in progressive steps, such as 
the appointment of the committee to 
promote cordial relations between the 
institution of life insurance and our 
colleges and universities. If we know 
anything about the existing situation, 
we know these movements would go 
forward at a halting pace if it were not 
for the support furnished individually 

(Continued on Page 12) 
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Thomas F. Temple to 
Retire from Hancock 


AFTER 43 YEARS SERVICE 
Spent Entire Career in Agency Depart- 
ment Where He Started 
As Clerk 
presi- 


Thomas F 


Temple, second vice 


dent of the John Hancock, and known 
from one end of that organization to 
the other, is retiring from the company 
after service of forty-three years. One 
of the executives of the company said 
to The Eastern Underwriter: “I know 


Blank & Stoller 


THOMAS F, TEMPLE 
of no one who has brought more char 
acter to a life insurance company than 


Mr. Temple has to the 

He started in the department 
as a clerk and his entire career has been 
in that department. He was made home 
office inspector during his third year 
with the then advanced to su 
pervisor of agencies. In 1917 he was 
appointed assistant superintendent of 
agencies and in 1920 was made supet 
intendent of agencies He was made 
second vice-president of the company in 
February, 1937. 


John Hancock.” 


agency 


company, 


HARRY B. HERSHEY LUNCHEON 


Democratic Insurance Club Hears Can- 
didate for Governor; Seven Years 
in State Insurance Department 
On Tuesday, October 29, the candi- 
dacy of Harry B. Hershey for Governor 
of Illinois was sponsored at a luncheon 
given at Hotel Sherman, Chicago, by 
the Illinois Insurance Committee, secre- 
tary of which is Mrs. Catherine Boyle, 
who has agency of the Minnesota Mu- 
tual Life, and who is a Democratic na- 

tional committeewoman 

Harry Be er was for seven 
vears in char f the liquidation bureau 
of the Illinois ‘Desarisnent f Insurance 
For some years he was an attorney 
having experience in insurance. He 
went to the University of Illinois and 
the University of Chicago Law School, 
and served as city and state attorney 


R. H. WALLACE IN PHOENIX 

Occidental Life has appointed R. H 
Wallace as general agent in Phoenix, 
Arizona Although he is entering life 
insurance selling for the first time, he 
is no stranger to the insurance business, 


as his father was at one time a general 
agent for Occidental at Billings, Mon- 
tana 

Emmett Roberts has been appointed 
general agent in charge of the Pan- 
American Life’s Fort Worth territory. 
He is 43 years of age, active in civic 
affairs of Forth Worth, where he has 

home, and has been in the insurance 
busine since 1920 










Sun Life Eastern U.S. 
Head Is Transferred 


FINGER GOES TO ‘LOS ANGELES 


Replaces H. S. Standish as Manager; 
S. C. H. Taylor, A. C. Coughtry 
Are Advanced 


superintendent of 
Eastern U nited States agencies for the 
Sun Life of Canada has been appointed 
manager of the company’s Los Angeles 
Branch where he will succeed H. S 
Standish, whose retirement takes place 
hortly. Seth C. H. Taylor, now super 
intendent of Western U.S. agencies, will 
succeed Mr, Finger as superintendent of 
the Eastern United States division A. 
C. Coughtry, formerly associate superim 
tendent of Western U. S. awencies, takes 
over sole control of that division and 
with it the title of superintendent, West- 
ern United States agencies 

Mr. Finger has been connected with 
the Sun Life of Canada since 1926 when 
the Sun Life absorbed the Cleveland 
Life, of which he was manager of agen 
cies. In 1927 he was named branch man 
ager at Pittsburgh, and in 1936 manager 
of the Seattle branch In December, 
1937, Mr. Finger was advanced to the 
position of superintendent, Western 
United States Agencies, being trans 
ferred to the Eastern United States divi 
sion in a similar capacity in November, 
19039 

Seth C. H. 


Ray H. Finger, 


Taylor has been associated 


with the Sun Life of Canada since 1928 
Previously connected with the Western 
Union Life as superintendent of agen 


cies, following the merger of that com 
pany with the Sun Life he became 
branch manager at Cincinnati, In 1936 
he was called to head office to take a 
position with the sales promotion divi 
sion. On November 15, 1939 Mr. Taylor 
was appointed superintendent of the 
Western United States Agency rw, sion 
\. C. Coughtry who succeeds C. H 
Taylor as superintendent of Aedes 
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Woodward, Ryan, 
Sharp & Davis 
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Telephone BArclay 7-3428 











United States agencies joined the Sun 
Life as a Group representative in 1926, 
later becoming superintendent of Group 


associate 
from 


1939 he was named 
Canadian agencies, 


sales. In 
superintendent, 


which post he was transferred to the 
Western United States agency division 
early this year. 


Ht. S. Standish, whose retirement as 
manager of the Los Angeles Branch is 
announced, was appointed to that posi 
tion in May, 1924. He is a member of 
the Life Underwriters Association and a 
past-president of the Los Angeles Life 
Managers’ Club 


JEFFERSON STANDARD GAINS 

In the first nine months of 1940 Jef 
ferson Standard’s new sales totaled 
$36,000,000, an increase of $1,000,000 over 
the similar period of 1939. A’ gain of 
approximately $13,000,000 in) foree was 
miscle on the bool a 
total of S415 


and there is now 
000,000 








ing experience. 


character. 








COMPETENT 
SECRETARY — STENOGRAPHER 
AVAILABLE 


A prominent and successful life insur- 
ance general agent who has moved 
his office outside New York State is 
desirous of placing his competent and 
efficient personal secretary who has 
been with him for fifteen years, to- 
gether with six years previous bank- 


Very best references as to ability and 


Address Box 1386 


THE EASTERN UNDERWRITER 
94 Fulton St., New York 
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IN BROOKLYN 





Alfred G. Correll Agency 


New England Mutual Life 
Insurance Company 


16 Court St. TRiangle 5-965) 


WE qualify to AID YOU 
in solving YOUR 
PROSPECT’S PROBLEMS. 











New York Chapter of CLU 
Issues 1940 Compendium 


The Compendium of Company Pro- 
eedure, 1940 edition, compiled and edited 
by the New York Chapter of Chartered 
Life Underwriters, has been issued, The 
compendium covers contract provisions 
and company practices of some twenty 
three major life insurance companies, 
relating to beneficiary designations, in- 


come settlements, policy claims, policy 
changes, special riders, reinstatements, 
etc. 

Kdwin J. Allen, age ge agency, John 


Hancock, in charge of the compilatior 
as committee iste, emphasized that 
the material provided by the companies 
and arranged by the chapter is so ar- 
ranged that it can be used solely as a 
source of information and reference and 
not as a competitive device 

No information is included on war or 
aviation clauses, because company poli- 
shifting so rapidly in these re- 
the main changes from last year's 
edition are in the greater emphasis on 
settlement options by all the companies 
A limited number of copies of the pub- 
lication are available to non-members 


cy is 
spe cts, 


of the chapter at $2, through Carl M 
Spero at 235 Fourth Avenue, New York 
City. 


Home Office Underwriters 
Institute Adds 15 Members 


Fifteen member companies were adé- 
ed to the Institute of Home Office Un 
derwriters’ membership roster. of the 
vear, according to Walter K. Fritz, pres: 
ident, in his first news letter just 1ssue 
in Jackson, Miss. 


The fifteen additional members at 


American Mutual Life, Des Moines; 
American National Life, Galveston, 
Colorado Life, Denver; E Bis Life. 


Washington, D. C. - Farmers & Bankers 
Life, Wichita; Illinois Bankers Life, 
Monmouth; Kansas City Life, Kansas 
ay Knights Life of America, Pitts 
burs rh: Minnesota Mutual, Minneapolis 
Provident Life, Bismarck, N. ; Pyra- 
mid Life, Topeka; aot tae Life 
Dallas: St. Louis Mutual, St. Louis; 
United Services Life, Washington, 

C.; Victory Life, Topeka. 


CHICAGO LECTURE SERIES 
Educational activities of the Chicag 
Association of Life Underwriters th’ 
year include a lecture series sponsorel 
and staged by the educz ational commit 
known as the 


tee. The series, to be 

“Saturday Morning Forum,” will begin 
in January and will run ‘through ten 
weeks. 
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FINDING “LOST” POLICYHOLDERS 
IS PART OF EQUITABLE SERVICE 





* Expressions of gratitude and appreciation such as this, 
when “Lost” policyholders are finally found, compensate 
The Equitable’s Lost Policyholders Unit for what may 
be months or years of effort dating from the return of 


an envelope marked “Address unknown.” 


™ pretty hard to conceive that a man could forget he owned a life insurance policy. 


But The Equitable knows from experience that some policyholders do forget. And looking for those “Lost’’ policy- 
holders to pay them money that’s due them, helping them to establish their claims, carrying the search, if necessary, from 
state to state and city to city, to locate their heirs, has long been a part of The Equitable’s service. 


The Equitable maintains a Lost Policyholders Unit in the Home Office. This Unit does not wait until claims have 
definitely matured but swings into action when contact has been lost with a policyholder over any protracted period of time. 


Through the efforts of this Unit, employing all means of investigation and enlisting Equitable agents throughout the 
country to press the search, hundreds of “Lost” policyholders or their beneficiaries have been found and paid money that 
they did not know was theirs. 


The Equitable’s special organization to locate “Lost’’ policyholders evidences the thoroughness of a service which has 
but one aim—to see that the purposes for which people buy life insurance are carried out. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue, New York Thomas |. Parkinson, President 
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vane unter Reports On 
Agency Practices 
AVOIDANCE OF ISSUES HINTED 


Consciousness Awakened in Need to 
Strengthen Structure and Methods; 
Definite Progress Made 


Real 


agency 


been made in 


Gordon Hunter, 


progress has 
practices, said D 


vice-president and agency manager, 
Phoenix Mutual, when making the re 
port of the committee on agency prac 
tices to the joint annual meeting of the 
Association of Life Agency Officers and 
the Life Insurance Sales Research Bu- 
reau in Chicago this week. Mr. Hunter 
said that in busine and government; 
in professional, public and institutional 
work, the first thing to determine and 
keep in mind i What is the objective, 
the main purpose of the endeavor? 
After stating the underlying purposes 
of the agency practices code, and say 
ing that it is a cooperative effort within 
the structure of the industry itself, Mr 
Hunter said that it benefits most di 
rectly those companics which are signa 
tory to the guiding principles of the 
code, and indirectly all companies, non 
signatory as well a ignatory; com 
panies both large and small, and that 
these benefits reflect equally on = all 


companies 


Company Points of View 


Mr. Hunter cited the many and varied 
points of view of officials of signatory 
companies, saying that in those views 


“there is no implied self-criticism but 
rather a thinly veiled criticism of other 
nonsignatory companies. Views expressed 
by officials of nonsignatory companies 
were given also and the comment made 
by Mr. Hunter that again there is no 
implied self-criticism, and again oe iS 
a thinly veiled criticism of cakes signa 
tory companies, which naturally aa 
one to question whether there is not a 
side-steppit of issues rather than a 
courageous and constructive facing of 
the job to be done, « ibined with a 
willingness to make whatever minor ad 
justments are mecessary; adjustments 
which in the long run will more than 
repay the individual company and the 
institution as a whol 
All Are Responsible 

“A close intimacy with this major 
problem in all its ramifications leads one 
to the conclusion that responsibility for 
common progress rests squarely on the 
practice of all companies It does not 


rest on the shoulders of your chairman 
and your secretary and the members of 
the agency practices committee alone. 
The responsibility rests on signatory 
companies—to live up to the full spirit 
of the code, with a strictness such as to 
bring no criticism to them or to the 
institution 

“Nonsignatory companies—to make ef- 
fective their ideas regarding practices 
from a_ position of code cooperation 
rather than code criticism 


Replacement Declining Says 
Chairman Frank L. Jones 


Chicas Oct. 30.—Chairman Frank L 
Jones of the Life Agency Officers com- 
mittee on replacement, and vice-presi- 
dent of the Equitable Society, said there 
was a reduct n number of cases and 
volume that ar traceable t twisting or 
ther | f repla t This fact 
he ear! I I resentatives tr com- 
panies whi ire signatory to plan 

Mr. Jor ilso quoted a report by 
President ©. J. Arnold, Northwestern 

ational Life, made recently after a 
study of 1,000 lapsed policies of North 
western National. It was to the effect 
that only nin f these lapsations were 
indicated to be involved in replacement 
here are ninety-three companies which 
are signatory to replacement agreement. 
Chairman |] es called the ( Saebee of 
Commerce of the United States bulletin, 
warning people against changing their 

1 life insurance to new, one of note- 


contributions to subject of re- 
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Roosevelt Talk Called Smear 


people resent with feeling 
ind some strong expressions the state 
ments made by President Roosevelt in 
his Hartford political address Wednes 
day that insurance companies are playing 
politics in this campaign and that if they 
had to be liquidated in 1932 they “would 
come out in the red.” Some of the 
used in characterizing the 
President’s statements were “dastardly,” 
“absurd,” “amazing,” “smear” ete. 


Adams On Willkie Hookup 


Columbus, O., Oct. 31—Claris Adams, 
president of Ohio State Life, in” his 
capacity of president of Associated Will 
kie Clubs of Franklin County, ©., talked 
over a network of twelve stations 
last night in Memorial Hall. Mrs 
ton 1). Baker, widow otf the former 
retary of War, made a talk saying 
the New Deal imperiled liberty. 


Insurance 


have 
expressions 


here 
New- 

Sec 

that 


PATTERSON IN SOUTH AMERICA 
Chicago, Oct. 30.—Alexander E. Pat- 
terson, vice-president of the Penn Mu 
tual Life who was to have presided at 
the session today of the Agency Officers 
Bureau meeting is in South America 


Agency-Bureau Meet 


(Continued from VPage 9) 


offices of life insurance companies by 
committees, 
Mr. Coffin told of the importance of 


research in acquainting the business with 
methods which are ineffective as well as 
effective and, therefore, pave the way 
for an improved agency system. 
praised the vision of John Marshall Hol- 
combe, Jr. in catching the spark which 
resulted in formation of the Bureau in 
the early '20’s, and also complimented 
him on his direction of the Bureau dur- 
ing all these years. He also paid a trib- 


ute to the efficiency of Elizabeth C. 
Stevens, office manager of the Bureau; 
Lawrence S. Morrison, director of re- 
search, and B. N. Woodson, director of 
service. The Bureau recently reduced 
its dues 25%, and in consequence has 


reduced its personnel from forty-seven 
to thirty-five, its present income being 
$105,000 annually. 
Comment on Bureau Schools 

Mr. Coffin thought that the time will 
come when the dues will go back to 
what they were, which statement brought 
a round of applause. Mr. Coffin said 
that, as in the case of all institutions, 
there had been complaints about 
the Bureau. Some thought it was trying 
to cover too much ground as there had 
been criticism, for instance, of the fact 
that the Bureau ran schools as_ being 
outside of its domain. Mr. Coffin said 
that the had enabled Bureau 
representatives to find out what is in the 
minds of managers and general agents 
in various parts of the country and had 
been well worth while. 

Before closing, Mr. Coffin told of a 
number of studies which had been made 


some 


S¢ ‘hools 


by the Bureau which had been of great 
value to the business, including the im- 
proved handbook of management and 


the reports on pension systems and the 
volumes on morale, 

The Life Underwriters Association of 
Peoria is combining its sixteenth annual 
sales congress with the fall meeting of 

Illinois State Association of Life Un- 
derwriters. The joint meeting is at the 
Hotel Pere Marquette, Peoria, today and 
tomorrow, November 1 and 





November 1, 1949 








INSURANCE BROKER 


Writing fair volume of life insurance 
desire office and secretarial accom- 
modations with live wire life insur- 
ance agency. Box 789, 1474 Broadway, 
New York City. 











John A. Stevenson 
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the members of the 
Officers Association 
being 


look 


what 


and collectively by 
Life Agency 
“ar 
feel we 
tion on 


from 
can 


critical, therefore, I 
with a lot of satisfac 
has been accomplished 


through this association’s emphasis on 
high standards both in revard to ayveney 
practices and agency personnel. When 
I entered life insurance twenty years 
ago, it was necessary to persuade some 
company executives that training their 
salesmen wouldn’t decrease the com 
pany’s production Today, | don't think 


many company executives would like to 
admit that they were unwilling to have 
their companies provide any training for 
the work which they expected their rep 
resentatives to do—even though we'll 
admit that our training systems have by 
no means reached perfection. 


Need Thorough Trial 


“Obviously, while 


a new man is in the 
classroom, he can’t be out in the field 
at the same time, so that his immediate 
business production may be decreased 


to that extent, but we 
ficient number of 


have made a suf 
business production 
studies among trained and untrained men 
to know that adequate training pays 
dividends both to the underwriter and 
the company as well as improving the 
service rendered to policyholders 
“Shouldn’t we take this fact to heart, 
therefore, in connection with some newer 
tools developed in interests of maintain 
ing high standards among 
personnel, for example, and, 
personnel, of improving the 
persistency of our business. 


our agency 
through this 
quality and 


“Americans are invariably accused of 
wanting to pick flowers the minute their 
seeds are planted, and I have 

maybe I could use a stronger word 
than suspicion—that this trait, rather 
than blindness to the existing situation, 
lies at the bottom of our unwillingness 
to give a thorough trial to some of the 
tools which the Research Bureau has 
developed as aids in selecting salesmen 
and in writing business which will stay 
on the books. 

“Questions such as those on which the 
agency practices committees, the replace- 
ment committee, the compensation com- 
mittee, ete, are working, of course, 
aren’t new problems at all. They are old 
problems, but their solution looms up 
pretty high in importance today if my 
opinion is correct that we have no choice 
as to whether needed corrections in 
agency practices will be made _ but, 
merely, have a choice as to whether we 
are going to do the job ourselves or 
have it done by regulatory measures.” 


suspicion 


Mm. ¥. ASSOCIATION MEETING 


The Life Underwriters’ Association of 
the City of New York will stage a meet- 
ing for both members and interested 
non-members on Tuesday, November 
12th at 2:30 p. m. at the Hotel Pennsyl- 
vania. The speakers will be leaders in 
life underwriting who earnestly believe 


that their membership in the 
has been a vital 


t Association 
factor in their success. 











the Colonial 


Life Insurance Company of America 
A PUBLIC SERVANT SINCE 1897 
Attractive ordinary agency possibilities in the Philadelphia area. 
Write 
CHARLES F. NETTLESHIP, Vice President 








HOME OFFICE—JERSEY CITY, N. J. 
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A. E. Mielenz of Milwaukee 
Gets Citizenship Award 


Albert E, 


Actna Life, 
old, was 
last week 


Milwaukee, 
given a 
when he 


general agent, 
who is 78 years 
tribute in Milwaukee 
received the 1% 


Mielenz, 


annual award of the distinguished cit 
zenship service medal of the Cosmopo 


tan Club of 


was given! 


that city. It 


the veteran general agent at the Plank- 


ington Hotel. 


His wife, to whom he has 


: «4 ac Jin 
been married fifty-two years, was a din 


nag r guest. 


. Whatley, 


One 


of the speakers was 5 
vice-president of the Aetna 


CAPT. KEESLING’S BROWN HAT 


The 


early 


brown 
final drawing for 
Wednesday 


felt hat from which th 
the draft was mad 
morning, being the 


missing numbers of the main draft, was 
furnished for the purpose by Capt. Fram 


= V. 
Capt. 
San 


Keesling, Jr., 
Keesling, 
Francisco 


of San Francise 
now in the service, is 4 
attorney and son o 


Francis V, Keesling, president of th 


West Coast 
It has 


the 
Building or 


been 
Keesling’s brown hat be 
archives 


Life. : 

that Cap 
placed among 
in the National Archives 
even transported to Inde- 


suggested 


pendence Hall to rest beside the gol 


fish bowl. 


Capt, Keesling indicated that 


he would probably put it back on his 
head and wear it. 


ar yon LIFE INSPECTION 


A. H. Baker, assistant general mat 


ager and superintendent of 
Great-West 
three head office 
inspection 
which will include 
company in 
and across Canada. 
Cannon, assistant 


The 
on an 


of the 


are L. A. 
E. Kilgour, 
W. A. 


Johnston, 
house organ, 


agencies | 
Life, accompanied 
officials, is at prese? 
and educational tour 
all the larger branches 
the United State: 
The other official 
actuary; 

agencies; am 


inspector of 
the agent 


editor of 
“The Bulletin.” 
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California A. @ H. Men Select 
H. B. Johnson as Their President 


Aetna Life Man Heads Fourteen-Year-Old State Association 
Which Just Closed Convention; H. R. Gordon Attended; 


Held Conference Regional Session 


with the 
is the 


Johnson, who is 


Hugh B. 
Aetna Life at 
president of the Association 
f Accident & Health Managers’ Clubs 

“sich recently held its fourteenth an- 
nual pemsonson in San Francisco. Wal- 
ter E. Mast, Continental Casuz ilty, Los 
Angeles, was elected vice- president; and 
John Ford, Pacific Mutual Life, secre- 
tary-treasurer. Date for the next con- 
vention of the organization has been set 
for June, 1941, in Los Angeles when the 
National Accident & Health Association 
is holding its annual convention. 

John H, Casenave, Hartford Accident 
& Indemnity, president of the Associa- 
tion, presided at the opening session, 
extended an address of welcome. The 
response was by Byron D. Williams, 
Connecticut General Life, president of 
the Los Angeles Association. Following 
various committee reports, the annual 
election which placed Mr. Johnson in 
the chair, was held. 

Guest Speakers 


Los Angeles, new 


California 


Harold R, Gordon of Chicago, execu- 
tive secretary, Health & Accident Un- 
derwriters Conference, one of the prin 
cipal speakers at the morning session, 
was introduced by Edward J. Miller, 
Massachusetts Bonding, president of the 
San Francisco Club. 

“The Doctor Looks at State Medicine” 
was discussed by Dr, L. Henry Garland, 
secretary, San Francisco County Medical 
Society. Dr. Garland who has had con- 
siderable opportunity to observe the 
workings and weaknesses of compulsory 
health plans of Europe, stated that phy- 
sicians in general are against such plans 
for this country. Further, he said, there 
are no Statistics to show that such a 
plan has lowered the mortality rate and 
that the progress in medicine in this 
country has been in the main, under 
the voluntary system of medicine. 

The luncheon session was presided 
over by C. C. Washburn, Preferred Ac- 
cident, vice-president, San Francisco 
Club, An address on “Americanism” by 
Paul C. Dana, San Francisco attorney, 
was featured. 

F. B. Alldredge on Trends 

President-elect Johnson presided at 
the afternoon session, which opened with 
a paper on “Trends, Tendencies and Op- 
portunities” by F. B. Alldredge, Occi- 
dental Life. Mr, Alldredge urged pre- 
paredness, both mental and physical, to 
cope with constantly changing condi- 
tions, pointing out that present economic 
trends, 4 olitical and national events are 
ieinaine about a mental alertness which 
can be beneficial. He made a strong 
plea for proper public relations, warning 
that “to attempt to dictate to the public 
what they may buy, according to our 
idea of what we want to sell, is to open 
the door to outside competition.” Rather 
than to sit idly by and take the conse- 
quences, companies should use effective 
advertising and sales campaign and capi- 
talize on public interest, particularly in 
hospital protection as a basic appeal i 


the sale of complete protection pro- 
grams.” 
Good Health on Budget Basis 
Mr. Alldredge said that while 1,000,000 


men drafted into service partially drains 
the reservoir of prospects, many of these 
men will not have reached the prospect 
Stage because of low income, unemploy- 
ment, or youthful unwillingness to in- 
vest in protection. On the other hand, 
stimulation of industry by defense prepa- 


ration might easily add several million 
nen to this reservoir, many of whom 
will be insurable risks. 


A discussion of “Good Health on a 


Budget Basis” was presented by Milton 
Monasch, superintendent, Northern Cali 
fornia medical insurance division, Asso- 
ciated Indemnity Corp, He directed at- 
tention to the lines along which the 
wage earner may budget his protection. 
Later Mr. Monasch served as the “pros- 
pect” in a demonstration by R. 
Marvin Greathouse, manager, Connecti- 
cut General Life at San Francisco. 
“Personal Accident Insurance and the 
Multiple Line Agent” was discussed by 
Otto Kloppenburg, Hartford Accident & 
Indemnity, Angeles. He stressed 
the value of the “sales wheel” which in 
cludes: attracting attention, creating in- 
terest and desire and gaining action. 

John J. Miller, Individual Enterprise, 
gave an inspirational address on the 
“Encroachment of pote ie sone on In- 
dividual Enterprise in California.” 
“Systematized Soliciting’ was dis- 
cussed by C. Devens Holman, Travelers. 
Mr. Holman told how he has succeeded 
in putting more than 1,200 male policy- 
holders on the books of that company 
for accident insurance during the past 
35 years, for $1,250,000 in premiums. 


sales 


Los 


H. & A. Conference Meeting 


The previous day a regional meeting 


of the Health & Accident Underwriters 
was held with John Ford, Pacific Mu- 
tual, presiding. Harold R. Gordon, ex- 


ecutive secretary, opened the meeting. 
Then L. U, Stone, Occidental Life, dis- 
cussed “Can Health Insurance Made 


Profitable to the Company.” There ap- 
peared to be agreement that health in- 
surance can be and is profitable in most 


instances and that the companies which 


have stressed the sale of both accident 
and health protection have enjoyed the 
best experience. 


“Recent Trends in Hospital Insurance” 
was discussed by Byron D. Williams, 
Connecticut General Life. Stabilization 
of hospital plans with some modification 
and restriction of coverage is one of the 
important trends, he said. 

“War Risk Exclusion Clause, Coverage 
for Draftees” was discussed by Frank 
Stanley, Pacific Mutual. Apparently, he 
said, companies are going to follow a 
literal interpretation of the present 
clause and that training not being a state 
of war, the policy benefits would not be 
nullified during the training period. 

2 A Accident, dis 
cussed “Non-Occupational Insurance,” 
bringing out that such a policy fitted 
the needs for the great army of people 
who are covered by workmen’s compen- 
sation, covering them while away from 
the “job” with no duplication in cover- 


Chandler, General 


age. Claim experience, it appeared, had 
been reasonable on this class of busi- 
ness. 

F. B. Alldredge, Occidental Life, pre- 


afternoon sessions with E. 
W. Amos, California-Western States 
Life as the first speaker. “What Cover- 
age is Most in Demand—Why ?” was his 
sub‘ect and it appeared that hospital and 
medical insurance was the answer. 

E. H. Hanson of Cass & Johansing, 
Los Angeles, discussed “Best Method of 
Agent Training” in which he urged im- 
mediate field coaching following recruit- 
ing, supplemented by additional training 
from time to time. 


sided at the 


“How Can We Improve Our Public 
Relations” by George W. Kemper, Fire- 
man’s Fund Indemnity, brought out the 


necessity for active interest in candi- 
dates for office and proper education of 
law makers. 

Mr. Gordon also appeared as the clos- 
ing speaker at the conference. 
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Great Strides Made in 
Hospital Expense Ins. 


G. W. FITZHUGH GIVES FIGURES 
Met. Assistant Actuary Points to Plans 
Covering Million Employes and 

Premiums of $12,400,000 

The impressive statement was made 
this week by Gilbert W. Fitzhugh, as- 
sistant actuary, Metropolitan Life, that 
in the past five years group hospital ex- 
underwritten by life 
insurance grown from 
practically nothing to plans covering 
more than 1,000,000 employes. Speaking 
October 31 before the biennial joint con- 
vention at White Sulphur Springs of the 
Actuarial Society of America and the 
American Institute of Actuaries Mr. 
Fitzhugh further noted that group sur- 
gical operation insurance, which is of 
even more recent origin, covers approxi- 
mately 650,000 employes. 

Rates of hospitalization appear to be 
somewhat more favorable than when 
last investigated, but Mr. Fitzhugh 
warned that there is reason to believe 
that higher sickness rates may be ex- 
pected in future years. 

Total premiums of $12,400,000 are now 
being paid annually for these two types 
of insurance which did not exist five 
years ago, $9,000,000 being on hospitali 
zation and $3,400,000 on surgical opera- 
tion insurance. 

In an analysis of the hospitalization 
claims experienced thus far, the speaker 
pointed out, about half covered a period 
of one week or less, one-fourth were for 
one to two weeks and one-fourth for 
more than two weeks. 


pense insurance 


companies has 


SALESMAN OF SAFETY IDEA 


The laudable ambition of the Minne- 
gota H. & A. Club is to enroll every 
insurance agent in the state as a “sales- 
man of safety.” 

















IDEAL PROTECTION POLICY 


A Convertib!e Term Policy for the 
Productive Period of Life 


Policy issued at age 35 pro- 
vides term insurance to age 69. 
The policy is convertible prior 
to age 60 without examination. 
Waiver of Premium and Acci- 
dental Death Benefits may be 
included. Also issued on sub- 
standard lives. 


"HuhaliRalife 
INSURANCE COMPANY 
Founded 1850 
120 West 57th Street 
New York, N. Y. 























AN 
UNMISTAKABLE 
TREND 


The Life 
agent of today is rounding out 


smart insurance 


his income by the sale of Acci- 
The 


Greater re- 


dent & Health Insurance. 
reason is obvious: 
ceptiveness on the part of the 
public 


means easier sales and a quicker 


to Income Protection 


approach to the prospect’s life 
insurance problems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT 


its new and modern 55th 


is now offering agents 
Anni- 
versary Policy containing many 
liberal features at reasonable 
premium cost. Recommend it to 
your best prospects and clients 
with the that PRE- 
FERRED’s 55 years of Disability 


insurance experience will back 


assurance 


you up. This is one of many 
accident policies issued by this 


company. 


The PREFERRED welcomes 
this helping 


wide-awake producers who are 


opportunity of 


not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 
know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not get complete details 
today on our 55th Anniversary 
Policy and other contracts. The 
speedily 


information will be 


furnished upon request. 


You may as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 


PREFERRED 
ACCIDENT 


Insurance Company of New York 


80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 
President 











Campaign daneat Of 
Insurance Men Is Keen 


MANY CLUBS AND COMMITTEES 


Both Sides Give Wide Distribution to 
Literature; Fight Over “Is Policy- 
holder Safe?” Issue 


more in- 


have taken 


forthcoming election than 


Insurance men 


terest in the 


in any Presidential race in years. At 
many of the insurance conventions straw 
votes were polled or sentiment was 


judged by applause at candidates’ names. 
The overwhelming sentiment of insur- 
ance executives, fieldmen and production 
forces of the country is for Willkie, 
although in the big cities Roosevelt has 
a following among some of the agents 
and brokers. 

There have been an unusually large 
number of clubs formed for the purpose 
of disseminating literature. In New 
York one of them is the Insurance Club 
for Willkie, which has headquarters at 
87 Maiden Lane, and has furnished out- 
door speakers in the insurance district. 
Herbert W. Schaefer is chairman of its 
executive committee. Its principal docu- 
ment, “What the 1940 Presidential Cam- 
paign Means to Men and Women in 
the Insurance Business,” takes the posi- 
tion that the insurance business would 
be threatened by Roosevelt’s election, 
and this threat is seen hanging over the 
heads of the 250,000 agents and brokers 
who make up the American Agency Sys- 


tem. It also argues that the interests 
of the 64,000,000 life policyholders of 
the country would best be served by 


voting for Willkie. It sharply criticizes 
the TNEC investigation of life insur- 
ance. 

Philadelphia Committee 


In Philadelphia the Peoples Commit- 
tee to Defend Life Insurance and Sav- 
ings has on its executive board a large 
ea tte of persons connected with the 
insurance business, mostly heads of non- 
agency fire and casualty mutual organi- 
zations, although F. M. Smalley, presi- 
dent of the Glens Falls, is a member of 
the board. One of its principal circulars 
is called “Will You Take Fifty Cents for 
Your Dollar?” It takes the position that 
if Willkie is elected the insurance dollar 
will be protected. Harry W. Harrison, 
president of this Willkie’s body, is an 
investor, having offices in Philadelphia. 
The secretary of the association, Robert 
E. Smith, is chairman of the National 
Conference of Investors. 

One of the most important subdivi- 
sions of the main Willkie club in New 
York is the insurance general committee 

(Continued on Page 42) 


YOUNGMAN AGENCY IN LEAD 

New York Office of Mutual Benefit 

Was Ahead of Field in Paid Bus- - 
ness September and August 

Arthur V. Youngman 
York, Mutual Benefit, led all others of 
the company in new paid business in 
September and August. The agency 
moved from fourth to second position 
with a nine months paid volume of 
$5,271,669 on 722 lives. 

Full-time agents production in 1940 
is 206% of production of the same 
group for the ‘frst nine months of 1939. 
Similarly the number of lives insured 
has increased 100%. The leader in pro- 


agency, New 


duction for the first nine months is 
Rowland Fisher Mellor with $424,500 
paid-for on eighteen lives, while the 


leader in lives is Dr. Charles W. Wun- 
der with forty-seven lives. 

In September the agency paid for 
$662,500 on seventy-nine lives with Mr. 
Mellor the leader in volume with $165,- 
000 and Harry B. Shontz the leader in 
lives with six. 
months “in the insurance 

Galloway of the Hays & 
Bradstreet bat me New England Mu- 
tual, Los Angeles, led all agents of the 
company in number of lives insured 
during September. 


After Poa 
business, C. 
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J. W. Miller and W. L. Miller 
Raised by Occidental Life 


J. W. Miller, general manager in Can- 
ada for Occidental Life, 
company to the 


has been ad- 
vanced by the newly 
created post of division manager, where 
his duties will be largely supervisory. 
Succeeding him as general manager in 
active charge will be his son, W. Lock- 
wood Miller, who has shared direction 
of Canadian affairs for the company 
during the past year as assistant gen- 
eral manager and as acting manager 
during his father’s illness last Winter. 

The elder Mr. Miller has spent twen- 
ty-five years in developing Canadian 
business for Occidental. He left the 
newspaper business in 1914 to begin as 
a personal producer with Western Mu- 
tual Life at Winnipeg. He later be- 
came general manager for Canada. 
When the Western Mutual became part 
of Occidental he was again named gen- 
eral manager. The younger Mr. Miller 
has been thoroughly trained by his 
father—in addition to possessing a B.Sc. 
degree in Business Administration and 
an LL.B., with additional background as 
a practicing lawyer. 


MUTUAL TRUST LIFE GAINS 

Mutual Trust Life, Chicago, 
than doubled its gain in 
nine months of this year over that pe- 
riod in 1939. Agency Secretary H. A. 
Newhart says the total paid business for 
the year is running over 12% ahead of 
last year and the company’s September 
sales exceeded those for the same month 
last year by 34.6%. 


has more 
force the first 


Van H. Weathersby, 
sistant for the Mutual Life of New 
York at Little Rock, has been named 
president of the Little Rock Life Under- 
writers Association, succeeding Thomas 
L. Harder, who recently submitted his 
resignation. 


superv ising as- 
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1940 Act Will Help Rails, 

Says John A. Stevenson 
SEES PROBLEMS CLARIFIED 
Congress, R. R. Labor and Management, 


Interstate Commerce Commission 
Agree on Teanepertetion Law 


Talking as one charged with the re- 
sponsibility of investing life insurance 
policyholders’ funds, John A. Stevenson, 
president Penn Mutual, addressed the 


Associated Traffic 
Philadelphia on 
observations on 
problems. He 
of the Trans- 
im- 


convention of the 
Clubs of America in 
October 22, giving 
national transportation 
thought that the passage 
portation Act of 1940 will be an 


some 


portant factor in clarifying and improv- 
ing the railroad situation. It provides 
for the appointment of a temporary 


transportation board and also for some 
amendments to existing law in connec- 
tion with arrangements for pooling of 
traffic and revenues as well as consoli- 
dations, such changes being in the di- 
rection of laying upon com- 
petition, 


Successful Meeting of Minds 


less stress 


Mr. Stevenson said in part: 


“The declaration of a national trans- 
portation policy by Congress—embody- 
ing, as it ine - ag aap se made 
after intensive study by members of the 
Interstate Commerce Commission, rep- 
resentatives of railway management and 
labor, and both houses of Congress—of 
itself represents a meeting of minds on 
the problem and the methods to be 
followed in its solution. 

“We have all heard the railroads 
damned for not being modern, for be- 
ing over-capitalized, banker controlled 


or mismanaged. You will remember 
that, as recently as two years ago, my 
good friend, John J. Pelley, stated at 


‘ iy 
doctors’ in 
business had 


your Cleveland meeting that 
and out of the railroad 
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G. m1 Webb, Je. Newel 
By Columbian National 


GENERAL AGENT AT PROVIDENCE 


Former Assistant to Attorney- -General 


Succeeds W. K. R. Holm, Jr,, 


In New Position 


George H. Webb, Jr., has been ap- 
pointed general agent of the Columbian 
National Life at Providence, R. T,, gue. 
ceeding Walter K. R. Holm, Jr, 

Mr. Webb is active among life ingyr. 
ance men in Rhode Island, herkaa been 
recently elected a director ‘of the Rhode 


Island Life Underwriters’ Association 
for the third consecutive year. Starting 
in the business ten years ago with the 


Penn Mutual, he later joined the J. E 
LD). Jones, Jr., agency of the Equitable 
in Providence, where he has been asso. 
ciated for the past three years as 
supervisor. 

A native of Rhode Island, Mr. Webb 
is a graduate of Brown U niversity, He 
has a law degree from Georgetown Law 
School and for threc years he was qa 
special assistant to the Attorney Gen- 
eral of the United States. 

General Agent Webb is married, has 
one daughter, and lives at Spring Green, 
BR: £. 


nade various diagnoses and, on the basis 
of their individual opinions, were very 
liberal with their prescriptions for what 
ailed the railroad systems. It’s a step 
in the right direction, therefore, when 
we recognize what the present problem 
really is; namely, unregulated competi- 
tion not between the railroads them- 
selves but between the railroads and 
other modes of transportation. Its an- 
other step in the right direction, too, 
when railroad labor and management, 
Interstate Commerce Commission and 
Congress all agree that the solution to 
the problem lies in finding some way 
effectively to apply the principles of 
regulation followed by the Interstate 
Commerce Commission in regulating the 
railroads to the transportation systemas 
a whole. 

“Difficult as the problem is, of regu- 
lating the many different agencies and 
companies now interested in the trans- 
portation field, it does not seem to me 
to be insuperable. As a matter of fact 
it’s the same problem that led to the 
creation of the Interstate Commerce 
Commission in the first instance, except 
that the Interstate Commerce Commis- 
sion’s efforts to regulate competition 
were confined to railroads while the 
intention of the Transportation Act of 
1940 is to regulate other modes of trans- 
portation as well. 


Uniform Regulation of Carriers 


“It seems clear that a part of the 
financial stability of the railroad indus- 
try in the 1920’s was due to the full and 
complete power given the Interstate 
Commerce Commission in the Transpor- 
tation Act of 1920 to regulate rates, thus 
further eliminating all possibility of de- 
structive competition among the indi- 
vidual railroads. During the last tea 
years, the transportation problems o 
the country have increased due to the 
reappearance of destructive competition 
in rates not between individual railroads 
but between the railroad industry and 
other modes of transportation. While 
competition in service is a healthy thing, 
in the Transportation Act of 1940, we 
must and do recognize that the major 
problem is to regulate carriers uniform- 
ly so that the rates will produce a sul 
ficient return to sustain credit. 

“When the Interstate Commerce Com- 
mission first took over the regulation of 
the railroad industry they had the re 
sponsibility without sufficient authority. 
One of the encouraging things about 
the 1940 Transportation Act is that the 
board which the act created has not only 
the responsibility but adequate authority 
to make a new appraisal of competition 
in the light of its influence on the suc 
cessful operation of our transportation 
facilities.” 
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“Preparedness” Picked Continuity of Effort 


As Convention Theme 
‘oR PRESIDENTS’ ASSOCIATION 


ults of Special Surveys Now Being 
Conducted to Be Reported at 
December Meeting 


Res 


“Preparedness” is the theme for the 


thirty-fourth annual convention — an- 
P unced by the Association of Life In- 
yrance Official 
surd 


ments giving the theme and the program 


Presidents. announce- 


have been sent to members and invited 
mests, together with invitations to the 
convention, which will be held at the 
Waldorf-Astoria, New York, December 
5 and 6. 
“Numerous special surveys are now be- 
ing conducted by the Association, the 
results of which will be presented at 
the meetin. These studies cover new 
fe insurance for 1940, the total in force, 
nd the year’s disbursements to policy- 
holders and beneficiaries. They will in- 
‘eate the extent to which Americans 
are using life ‘nsurance in preparing for 
the future and the amount of the tan 
ble benefits currently being received. 
“Other surveys will disclose the 1940 
noriality experience among life insur- 
ance policyholders and the trends in the 
investment of life insurance funds. A 
discussion of the service of the agency 
wrces to the American public also is 
scheduled. 

Lincoln to Discuss Theme 
The theme itself will be the subject 
of an address by Leroy A. Lircoln, pres- 
ident of the Metropolitan Life. Mr. Lin- 
coln, who is chairman of the convention, 
will discu the keynote topic in open- 
ing the sessicns on the morning of De- 
cember 5. 
The convention also will hear an ad- 
dress by Join C. Blackall, president of 
the National Association of Insurance 
Commissioners and Insurance Commis- 
sioner of Connecticut, who will repre- 
sent insurance supervision on the pro- 
gram, 

Views from Other Fields 
In addition, leaders in a number of 
outside activities will join life insurance 
executives in presenting their views, ac- 
cording to the announcement. Govern- 
ment, religion, education, business and 
industry will be among the fields repre- 
sented. A distinguished Canadian who 
is taking an important part in the de- 
fense activities of his country has been 
invited to address the gathering. 


TAKES HAWAIIAN BUSINESS 
the Hawaiian life insurance business 
of the American National Life Insur- 
ance Company has been reinsured by 
the Lincoln National Life Insurance 
Company. Approximately $2,500,000 of 
business was involved. The reinsurance 
contract became effective as of Septem- 
ber 30, 1940, 


Actuaries Meeting 


(Continued from Page 3) 


assuming office have had a shorter ex- 


pectation of life than vice-presidents, 
cabinet members and supreme court 
justices. Earlier presidents showed a 


death rate lower than these other Fed- 
eral officers, 

Prior to 1865, the presidents showed 
a death rate of 92% of the expected 
rate, according to a basic mortality table, 
while since 1865 their death rate has 
een more than three times the earlier 
hgure, _Elimination of the assassinations 
make little difference, the rate prior to 

9, without them, being approximately 
the same, Justices of the supreme court 
show a contrary trend. 

a nt of the mortality of unsuccess- 
~ Major nominees for the presidency 
er also made for candidates since 1865. 
h . showed a death rate of less than 
“alt the death rate for presidents, but 


N% vreate ante 
; greater than the rate for appointive 
es, 
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Emphasized by Berwick 
In certain respects everybody is an 
says H. Bennet 
f field 
In a talk he gave 


outstanding producer, 
Berwick, 


Manufacturers Life. 


supervisor ¢ service, 


at a sales clinic conducted by the On- 
tario Life Underwriters Association Mr. 





BERWICK 


Berwick amplified on the foregoing re- 
mark in this manner: 

“There is not one man in this room 
who has not exhibited the ingenuity 
and sales ability of the outstanding pro- 
ducer at some time or other. There 
is not one man in this room who has not 
worked as hard as the very large writer 

for a time. Let us cease to look upon 
the half million dollar man as one set 
apart. You and I have everything that 
he has. Possibly some of us have even 
more but he applies his knowledge, he 
systematizes his work, he closes his mind 
to negative thoughts and he causes the 
law of averages to work in his favor. 
The difference seems to lie in the fact 
that the outstanding producer main- 
tains this pace, while the rest of us, 
apparently, are content with the results 
that we get from doing so spasmodically. 

“Of what avail is it for us to attend 
a congress, read insurance periodicals, 
listen to speeches and study books on 
salesmanship if we know in our hearts 
that we are violating one or more of 
the fundamental principles of success.” 


RELEASE OF MINORS 


Committee of Conference on Uniform 
State Laws Finds No Necessity 
For Drafting Legislation 
The uniform insurance acts committee 
of the National Conference of Commis- 
sioners on Uniform State Laws has rec- 
ommended to the conference that it do 
not undertake the drafting of a proposed 
uniform act relating to the release of 
minors under policies of life insurance. 
This subject was referred to the com- 
mittee in 1939 upon request of the Amer- 

ican Life Convention. 

It was ascertained by the committee 
that neither the Legal Section of the 
American Life Convention nor the Life 
Convention itself was really in favor of 
a uniform act for the release of minors 
but that they did favor an act author- 
izing the purchase of insurance by min- 
ors. In view of the fact that the com- 
mittee had not been authorized to draft 
a uniform act concerning the purchase 
of insurance by minors, and in further 
view of the fact that the members of 
the committee with unanimity did not 
deem that there was any necessity for 
uniformity in legislation concerning the 
releasing of minors in relation to life 
insurance contracts, it was therefore de- 
termined that no attempt would be made 
to draft a proposed uniform act for the 
release of minors, 


Douglas Offers Mutual 
Cooperation in Defense 


WITH PRIVATE CAPITAL USE 
Mutual Pecctias Tells Government 
Company Desires to Be of All 
Possible Service 


Lewis W. Douglas, president, the Mu- 
tual Life of New York, has sent to each 
member of the Advisory Commission of 
the Council of National Defense and to 
the President of the United States, the 
Secretary of the Treasury, the Federal 
Loan Administrator and the chairman 
of the board of governors of the Fed- 
eral Reserve System, the following let- 
cers 

“The government has launched a pro- 
gram to provide this country with ade- 
quate armament and facilities for arma- 
ment production. The speedy fulfillment 
of this program constitutes America’s 
immediate and pressing need. The Mu- 
tual Life Insurance Company of New 
York wishes to offer to you and to those 
associated with you all cooperation in 


efforts to help the country fulfill this 
need in the shortest possible time. 
“The armament program entails ex- 


tensive construction of plants and facili- 
ties, and of housing accommodations for 
those who are to be employed in them. 
The utilization of private capital for all 
these requirements is, in so far as it is 
practicable, a desirable national objec- 
tive. The government and its agencies 
will also have large financial needs. In 
the development of financial techniques, 
particularly in the form of long term 
obligations by which this objective can 
be achieved, we may be able and are 
anxious to be helpful. 

“This company desires to be of all pos- 
sible service, and to cooperate with the 
appropriate agencies of the government, 
in these important matters affecting the 
public interest.” 


MICHIGAN TAX LAW UPHELD 


Statute Effective Next January Re- 
places Personal Property Levy; 
Foreign Companies Exempt 
Constitutionality of the 1939 intangi- 
bles tax act has been upheld by the 
Michigan Supreme Court. That act re- 
places the largely inoperative personal 
property tax. Among the items taxed by 
the new legislation, effective after Jan- 
uary 1, 1941, on holdings throughout 
the calendar year 1940, are annuities. 
The term “intangible personal property” 
is made to include, by definition, in 
addition to these items: “accounts re- 
ceivable, moneys on hand or on deposit 
or in transit, interest bearing obligations 
for the payment of money, including 
bonds, certificates of indebtedness, de- 
hentures, notes and certificates of de- 
posit; royalties, shares of stock in 
corporations, associations and joint stock 
companies, certificates of ownership in 
enterprises conducted for profit (not, 
however, including partnership agree- 
ments) equitable interests in any of the 
foregoing classes of intangible property 
and any and all other credits and evi- 

dences of indebtedness.” 

The tax on income producing property 
coming within scope of the act is to be 
6% of the income, but never less than 
one-tenth of 1% nor more than three- 
tenths of 1% of the par value of the 
item. On non-income producing prop- 
erty the levy is to be one-tenth of 1% 
of the par value. 

Specific exemption is made of property 
belonging to foreign insurance com- 
panies paying regular license tax, “do- 
insurance 


mestic companies and an- 
nuity companies which provide a _ re- 
serve to retire their certificates at, or 


prior to the time of maturity, exempt 
or taxable under Act 206, Public Acts 
of 1893.” 





Cc. L. KLUSS BOSTON SPEAKER 
Charles L. Kluss of the Charles J. 


Zimmerman agency, Chicago, Connecti- 
cut Mutual, will address the Boston Life 
Underwriters Association November 22. 





| QUERY: What life insur- 


ance company offers its 


| 

| agents the greatest variety of 

policy forms? 

| COMMENT: We do not 
know. But Continental As- 





| surance has 58 forms for 
adults...plus 2 joint life... 
plus 6 juvenile . . . plus 12 
family security and agree- 
ment forms. . . plus annu- 
ities... plus group . . . and 
a $10.00 disability income 


| 
| 
| 
| provision is available on 
many of the company forms. 














if aes . ew al 
LonlincenlaL 


ASSURANCE COMPANY 
CHICAGO, ILLINOIS 





Affiliated urith 


CONTINENTAL CASUALTY COMPANY 





Page 16 





Lewis Douglas Backs 
Willkie in Article 


VACILLATION 





HITS NEW DEAL 





Mutual Life of New York President 
Writes in Current Saturday 
Evening Post 
Lewis W. Douglas, president of the 
Mutual Life of New York, has an article 
in the current issue of the Saturday 
Evening Post entitled “No Third Term.” 
Mr. Douglas, a lieutenant in the first 
World War, was decorated for gallantry. 
He returned to Arizona and the mining 
business, and was congressman at large 
from that state from 1927 to 1933. He 
became first Director of the Budget un- 
der President Roosevelt in 1933, but re- 
signed that position in August, 1934, as 
a protest against New Deal fiscal policies. 
In the Saturday Evening Post article, 
Mr. Douglas tells why he, a life-long 
Democrat, opposes the reelection of 
President Roosevelt. Many of the pur- 
poses of the New Deal, he believes, must 
command the respect and support of 
thinking people, and many parts of its 
foreign policy are sound. But to return 
the present Administration to office be- 
yond what he calls “an almost constitu- 
tional limitation on tenure,” would add 
to the dangers already threatening 
democracy in this country. 
Chief weakness of the Roosevelt ad- 
ministration has been the vacillation 
which has characterized its actions both 


at home and abroad, he says, giving 
numerous examples of the “record of 
confusion” of American foreign policy 


during the past seven years. 

Inconsistency has also marked the New 
Deal in domestic affairs, Mr. Douglas 
asserts. “For seven years, while one 
policy has been inflationary in purpose, 
another has been deflationary ; while one 
has been anti-monopolistic, another has 
been the essence of monopoly; while one 
has been directed toward a real inter- 
national liberalism, another has been 
modeled on the pattern of national self- 
sufficiency.” 

Election of Mr. Willkie, the article 
continues, will insure our national genius 
for production being released and di- 
rected for defense purposes. The anti- 
third-term tradition which developed and 
grew while our Federal government was 
one of limited powers, is even more 
valid now, with the vastly increased 
power and authority of the holder of 
the presidency. 

Concluding, Mr. Douglas said, “After 
looking over the pros and cons, assess- 
ing them as objectively as possible and 
as independently as may be, the case 


against the third term is, to me, un- 
qualifiedly valid. 
“When the campaign is over, the 


major task of modern times will be with 
us, still undone—the task of preserving 
freedom and passing it on untainted to 
the generations that follow after us. It 
can be achieved, freedom can be per- 
petuated, democracy can be perpetuated, 
if we present an unbroken front to the 
world and face the future with confi- 
dence in our destiny and faith in our 
mission,” 


HOME LIFE MAN HELD No, 158 

Leslie Rowe, on the staff of the in- 
vestment department of the Home Life 
of New York, holds the draft serial num- 


ber 158 which was the first number 
drawn at Washington by Secretary of 
War Stimson. Mr. Rowe is 28, single 


and lives at home with his parents. He 
has been with the investment department 
of the Home Life since June, 1936, join- 
ing the company after studying banking, 
finance and economics at New York Uni- 
versity, 


BOIREAU ro BE SPEAKER 
The Life Underwriters Association of 
Holyoke, Mass., will meet November 7, 
when Walter Boireau, Boston general 
agent Berkshire Life, will be the speak- 
er. November 12 he will address the 
Pittsfield association. 
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Keep Insurance Away 
From Politics—Beha 


FEARS LOOSE CAMPAIGN TALK 


Former N. Y. State Insurance Commis- 
sioner Asserts Life Insurance Is 
Now at Strongest 
York 


in a 


James A. Beha, former New 


State Superintendent of Insurance, 


statement issued Wednesday, asserted 


that life insurance today is safer than 
at any previous period in its history. 
He is concerned because life insurance 


has been injected into political campaign, 
because of the possible misinterpretation 
by thousands of small policyholders of 
some of the statements on the present 
soundness of life insurance. He believes 
that no political expediency can justify 
statements reflecting on the integrity or 
the financial solvency of the institution 

Mr. Beha, Superintendent of Insur 
ance under former Governor Alfred FE. 
Smith, is now a member of the New 
York State Insurance Board, and direc- 
tor of Western & Southern Life and 
Union Labor Life. 

Mr. Beha’s statement follows: 

“The soundness and service of life in 
surance today is at the peak of its his 
tory in America. During the past seven 
years there have been substantial in- 
creases in all of those items which de- 
note growth and public acceptance or 
confidence in life insurance. Assets are 
at a new high, as is the total amount of 
insurance outstanding, Surplus to policy- 
holders and policy reserves in their in- 
creased aggregate guarantee the fulfill- 
ment of every life insurance contract. 

“Through this sound condition in life 
insurance there is reflected the improved 
financial condition of the people of 
America, a majority of whom are num 
bered among the sixty-four million pol- 
icyholders of the life insurance compa 
nies. This fact is further evidenced in 
the heavy decrease during the past seven 
years in the number and amount of poli- 
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cies which economic circumstances and 
financial stringency formerly forced into 
surrender and lapsation. 

“The greatly reduced demand for pol 
icy loans and the increased amount of 
loans which have been paid back point 
to a national recovery in which the great 
majority have shared. A commendably 
conservative policy on the part of life 
insurance management has brought about 
decreased dividend payments on existing 
policies, but largely increased surplus 
funds foreshadow a return of the previ- 
ous higher dividend scales. 

“Life insurance is sound and capable 
of maintaining every one of its services 
on a higher ple ane of efficiency now than 
ever before.” 


WILL NOT WRITE TERM 
In response to the Conscription Law, 
the Kansas City Life has ceased writing 
Term insurance of all kinds on men not 
36 on October 15. The rule is ef- 
November 1. 


age 
fective 














RETIRED WITH AN INCOME 


Somewhere today, very probably, a man will retire to 
enjoy for the rest of his days a Fidelity “Income for Life.” 
Thousands have done so since Decem- 

ber 24, 1902, when Fidelity originated 





One of a series— 
Giving facts about 
the Fidelity 


ments. 


modern 
equally proud of the many other effec- 


this famous insurance plan. 


Fidelity is naturally proud of this 


contribution to the development of 


insurance, but Fidelity is 


tive tools in its work kit—twenty-eight 
reguglar policy forms, with numerous 


combinations of supplementary agree- 


Fidelity, now in its sixty-second year, operates in thirty- 
six states and the District of Columbia. More than 131 


millions of assets. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


Walter LeMar Talbot, President 

















U. S. Life Classifies 
Insurance Men As “A” Risks 


Insurance 





nen are now underwritten 
as class “A” risks for accident insurance 
by the United States Life. A. J. Mount. 
manager of the A. & H. department 
that this underwriting 


rules will mean a saving of 20% to ip. 


rey, 
says change in 
surance men who are classified as clas: 


“B” risks. 


Evans and Hunt Address 
Los Angeles CLU Chapter 


Percy vice-president and actu- 
Mutual, and 
Hunt, vice-president and man- 
ager of the New England 
Mutual, were the speakers at the meet- 
ing of the Los Angeles chapter of Char- 
Life Underwriters October 23 in 
the University Club. 

Mr. Hunt said that selling programs 
and insurance today was little different 
than in the days when he first packed 
the rate book. He said that unselfish 
service to the policyholder today has just 
as strong a hold on the policyholder as 
it had in days gone by. 

Mr. Evans asserted that the distribu- 
tion of the surplus into dividends has 
been and still is a headache. This is 
due in part to the lower interest earn- 
ings and to the depletion of assets be- 
cause of the depression. He said the 
question of keeping up the surplus with- 
out a squawk from either policyholders 
or agents about dividends was another 
phase of the headache. 


Evans, 
the 
George L. 


ary of Northwestern 


agencies of 


tered 


JOHN HANCOCK CHANGES 
John Hancock Mutual has announced 
that Homer C. Wadman, formerly dis 
trict manager of Quincy, Mass., will be 
promoted to Regional district manager 


of eastern New England. Edward H 
Duffy will be transferred as_ distri 


manager from Fall River to Quincy. He 
will be succeeded by Lloyd F. McCarty, 
now assistant manager at New Haven. 
NEWARK CASHIERS MEET 
Newark Life Cashiers Association mel 
for its first regular dinner meeting Wed- 
nesday evening. The organization was 
formed to promote better spirit and C0- 
operation among the Newark life age 
cies and to serve as a medium for eX 
change and dissemination of ideas uselt! 
to the individual members. 











GOOD RECORD IN CONTEST 


Edwin J. Phelps, manager of on 
& Ellison Life Agency, Inc., genem 
agents for the Equitable of Iowa in New 


York, announces that in a country-wie 
five week company contest, the agen 
paid for $604,000. Six of the agency> 
representatives were among the high 
scorers in the contest. 
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Paul Clark Forsees Cost Problems 
Facing Agency Departments in Future 


Chicago, Oct. 28 —Increased 


department efficiency and lowered pro- 


agency 


duction costs were seen as necessary to 
offset reduced interest income by Paul 
E. Clark, vice-president, John Hancock, 
speaking before the annual meeting of 
the Life Agency Officers and Research 
Bureau here today. Citing places where 
avings are possible, Mr. Clark showed 
that any economy without loss of effi- 
ciency is possible only through more ef- 
fective agency management. 

“Is home office management doing all 
it can to train, supervise, motivate and 
compensate managers more effectively 
than in the past? Here and there a 
wod manager and general agent will 
turn up under almost any system, but 
if we are talking about raising the 
whole level of sales management it 
seems that a better organized procedure 
for leadership by the home office in its 
relationship with the manager and gen- 
eral agent is where real improvement 
can be made.” 

Advocating a large-scale selection, 
training and hiring of college gradu- 
ates by the home offices of the insur- 
ance companies, Mr. Clark asserted that 
by offering a fixed salary for a definite 
period to new men, the companies could 
attract the men they want, instead of 
taking the men that other industries 
leave. Also favoring home office schools 
for advanced training, he warned that 
care must be taken that the general 
agents or managers do not abandon re- 
sponsibility for training because of such 
courses. 

Must Get at Costs 

Most needed by the business, Mr. 
Clark believes, is some basis for figur- 
ing cost of training new men, allowing 
for the general agent’s and supervisor's 
time and office overhead. Also a yard- 
stick for measuring loss in income of 
not having additional men which the 


territory and the office could support. 
He cited the system of measuring both 
the costs and results of building man 
power used in the Industrial field, based 
on the close supervision of the assist- 
ant manager plan. He believes that the 
comprehensive system of records used 
by Industrial companies have enabled 
them to determine the most efficient 
degree of supervision for lowest unit 
costs. 

Elimination of the unfit agent, now 
promised by some companies, Mr. Clark 
stated, would be for the benefit of the 
companies as well as of the better agents 
remaining. By unfit agent, he said, is 
meant the man whose production is too 
low to justify his continued expense as 
a charge against the business, that 25% 
of all agents who produce 5% of the 
total business. Elimination of these 
agents would reduce home office costs 
as well as agency costs. 

Concerning agent’s compensation, Mr. 
Clark commended the work of the year- 
old compensation committee. He also 
outlined a plan which has been in effect 
in his former agency for more than fif- 
teen years and takes care of both the 
compensation and retirement problems. 
In this plan a new man is rated as a 
junior agent until he has paid for $5,000 
of new premiums, and receives 5% less 
than the standard commission, which re- 
duction is paid to the supervisor having 
him in charge. 

After five years in the firm the senior 
agent may become a member of the firm 
and participate in a semi-annual distri- 
bution of all net profits of the agency, 
based on the amount of his annual pre- 


miums. This plan makes for a very 
stable organization and good agency 
morale. A man resigning has no vested 


interest in the shares except at age 65, 
when he receives a proper distribution 
on the number of shares held for a 
period of years thereafter. 


Holcombe Lists Basic Elements 
Of Successful Agency Operation 


Never has there been greater need of 
the man who can give clear directions 
to his associates and his subordinates. 
Never has the responsibility of the 
agency officer been so clear to do just 
that for the men in his company who 
are trying to hire, train, supervise and 
motivate men and women. 

The foregoing statement was made by 
Tohn Marshall Holcombe, Jr., manager, 
Life Insurance Sales Research Bureau, 
who was the last speaker on the annual 
meeting program of the bureau and the 
Association of Life Agency Officers in 
Chicago this week. His subject was 
Management in Action.” 
After urging that those present give 
careful study to the various papers pre- 
sented, he directed attention to the ne- 
cessity for erecting a suitable frame- 
work upon which to build for better op- 
‘ration of the agency system. He then 
‘numerated the basic elements of such 
a framework, 

Objectives To Be Sought 
first Mr. Holcombe mentioned the 
eo agency building: “There 
of on interested parties in the sale 
ile ar to ene See 
neces ene ficiary, the life insurance 

Pany, the agency head, the agent. 
© prime objective is to have the sale 


I ‘ 
come a profitable transaction to all 


four. Management can and must make 
that objective clear and reachable. 

“To reach that objective the agency 
head will have the responsibility of be- 
ing both a sales manager and a busi- 
ness manager. To do this the agency 
head will recognize the use and advan- 
tages of the freedom of action of the 
individual and also the advantages of 
standard procedure. Management must 
constantly and vigorously seek stability 
and success in its agency force. Not 
until progress in that direction is 
achieved can the four parties to the con- 
tract all achieve profit from it. 

Persistent Business 

“Business of good persistency is not 
a chance result. It is clearly traceable 
to the activities of management in the 
selection, training and supervision of 
agents. Characteristics of persistent 
business are now recognizable before 
the policy is issued.” 

On building through present agents, 
Mr. Holcombe said that the first step 
toward getting better results is a care- 
ful survey to determine how to improve 
those agents with a demonstrably great- 
er potential and to eliminate those with 
a demonstrably less potential. “The 


ultimate success or failure of the agents 
with greater potential is the result, as 
well as the responsibility, of manage- 
Management will discharge that 


ment. 


M. A. Linton’s Committee Offers 


New Commission Scale for Discussion 


Chicago, Oct. 29.—The Committee on 
Agents’ Compensation, of which M. 
Albert Linton, president Provident Mu- 
tual is chairman, reported at the annual 
meeting of the Agency Officers-Research 
Bureau here today, presenting for dis- 
cussion, but not as a recommendation, a 
scale of commissions as follows: 

A first year commission of 40%, a first 
renewal of 15%, a second renewal of 
10%, seven renewals of 5%, and a fee 
of 2% following the tenth year and con- 
tinuing so long as the policy is premium- 
paying and the agent is in the service 
of the company. The first and second 
renewals would be fully vested. In the 
event of termination of the agent’s serv- 
ice by death it might be well to vest 
additional commissions to the extent the 
margins would permit. The renewals 
and fees that would revert upon termina- 
tion of the agent’s contract would be 
the primary source from which the ex- 
cess of commissions during the first ten 
years over the usual scale, and the fees 
after the tenth year would be derived. 

Objectives of Plan 

Mr. Linton said that the committee 
believed such a method of compensation 
for the established agent should have 
the following characteristics : 

The agent should be able to earn an 
income selling life insurance at least as 
laree as that which a person of equal 
ability would be able to earn in other 
lines of business activity. 

Business having a high degree of per- 
sistency should yield a larger return 
than at present as compared with busi- 
ness of poor persistency. 

The commission schedule should as far 
as practicable be arranged to smooth 
out fluctuations in income. 

It should also provide reasonable com- 
pensation to the agent for service ren- 
dered his policyholders during his active 
service in the business. 

A margin should be available to pro- 
vide a retirement income to agents who 
have made a reasonable contribution to 
the business over a minimum period of 
time. 

“After considering these objectives,” 
said Mr. Linton, “your committee be- 
lieves that for the established agent a 
commission plan of compensation has a 
greater preponderance of advantages 
than any other plan of which we have 
knowledge. Two of its most valuable 
attributes are its incentive-creating qual- 
ities and its ability to keen compensa- 
tion closely geared to performance, thus 
holding costs within manageable limits. 
Salaries underpay the better-than-aver- 
age agent and overpay the agent who is 
below the average. Whether part salary 





and part commission would meet the 

situation we are not yet prepared to 
” 

say 


As to Pension Plan 


Mr, Linton presented for consideration 
the subject of a pension plan for agents 
who have been in business for a certain 
minimum period and reached a minimum 
level of achievement. He said: 

“In that connection it should be kept 
in mind that continuous fees throughout 
the premium paying period of policies 
would in themselves provide a substan- 





responsibliity in proportion to its ability 
to help agents in the four areas of work 


habits, prospecting, selling techniques 
and attitude.” 

Recruiting 
With reference to recruiting, the 


speaker said: “That agency is most 
successful which achieves a given result 
with the least recruiting each year. Re- 
cruiting will gradually but inevitably be- 
(Continued on Page 21) 


tial income to the successful agent of 
long service with his company. If the 
company is to make an additional con- 
tribution to a pension fund then, other 
things being equal, renewal commissions 
must be reduced unless present costs are 
to be increased. Furthermore, there is 
the difficult question of the accrued lia- 
bilities for past service to agents who 
are now middle aged or over. The cur- 
rent contributions of equal amounts on 
the usual scale by the agent and the 
company would be insufficient to pro- 
vide a proper pension for men of middle 
age or over. 

“One solution on a noncontributory 
basis would be provided if the company 
should undertake to build up the old age 
income to an agreed-upon amount based 
upon some index such as the average 
renewal income during a given period 
prior to a specified age or the insurance 
in force at that age. Thus, for example, 
if the index should indicate an old age 
income of $100 a month and if the 
agent’s renewal commissions and fees 
after he had reached the given age 
should be only $65 per month, then the 
company could agree to add an amount 
so that the agent’s income would not 
fall below $100. This method of handling 
the company’s contributions would prob- 
ably not bear as heavily upon the stand- 
ard commission scale as would a regu- 
lar contributory plan. It is suggested 
merely to focus the discussion of the 
pension problem upon something con- 
crete.” 

Discussion of Plan by L. S. Morrison 

Discussion of the committee’s sugges- 
tion of a revised compensation basis was 
presented by Laurence S. Morrison, di- 
rector of research, Research Bureau, 

Commenting on the “50 and nine 5’s” 
basis, Mr. Morrison said: 

“First, we believe there is too much 
emphasis on the first year and not 
enough on renewals, which means that 
the persistency side of the agent’s job 
is insufficiently stressed. 

“Second, we believe that the agent’s 
income is too unstable, because too great 
a proportion of his income derives from 
new business. Under 50% and nine 5’s, 
with constant production and B persis- 
tency, fire-year commissions make up 
two-thirds of the agent’s earnings after 
ten or more years of service. While we 
recognize the need for a selling incen- 
tive, we believe that a poor production 
vear hurts the agent’s income more than 
it should. 

“Third, we believe there is no logical 
reason for limiting renewals to nine 
vears. If the agent is expected to serv- 
ice business beyond the tenth year, he 
should be paid for doing it. We believe 
also that nine renewals do not suf- 
ficiently recognize the value of long 
service, when the job is well done. 

“Fourth, we believe that the 
tional basis does not offer the 
enough security in later years.” 

How It Would Work Out in Earnings 

As to how the suggested scale would 
work out as to earnings, Mr. Morrison 
presented figures showing that under 
50% and nine 5’s, and with A _ per- 
sistency, an agent’s income from $3,000 
in new premiums annually starts at 
$1,500 and stabilizes at $2,490 in his tenth 
vear. Under 40, 15, and 10, it starts at 
$1,200, is $30 behind in the second year, 
and then runs $90 ahead for the next 
eight vears, becoming $2,580 in year ten 
It then increases to $2,880 in year twenty, 
and to $3,070 in year thirty. This latter 
figure represents an increase of 23% over 
the old scale. With C persistency the 
two scales are about the same from the 
third year onward. The tenth year in- 
comes are $2,040 for both the old scale 
and the new. 


tradi- 
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Preparation of Agent for His 
Work Made Subject of Forum 


( hicago, Oct. 30 


The feature of today’s program was a forum on Trends 


in Training and Retraining Agents, in which the following persons took part: Vance 


president, 
Mutual Life 
manager, Phoenix Mutual; Francis L 
Monarch Life; Willard K 
Mutual, and B. N. Woodson, 


second vice 


L. Bushnell, 


superintendent of agencies, 


Cie s, 


dent 


Equitable Society; 


of Canada 


director of 


George Dunbar, assistant 


; James A. Giffin, assistant agency 


Merritt, vice-president and manager of agen 


Wise, vice-president in charge of agencies, Provi 


service, Research Bureau 


Bushnell Relates Experience of 
His Company, Drawing Conclusions 


Vance L. Bushnell began his paper, 
“Schools for Agents,” with a review of 
the five previous discussions, summariz 
[ more outstanding con 
manner 


ing some of the 
tributions in this 


“A logical conclusion has been reached 
permanently 


that successful selling de 





VANCE L. BUSHNELL 
pends upon: The development of an ef 
fective sales technique; profitably prac 
ticed through systematically controlled 


work habits, in a dependable market de 


veloped through properly expanding 
prospect methods 
“An agent’s morale would seem con 


siderably influenced by how consistently 
successful he is in ‘cashing in’ on the 
application of these three factors: sales 


technique, work habits, and prospecting. 
Efficient sales management, therefore, is 
largely dependent upon the proper de 
velopment of these three factors. 

“We have now reached a point where 
we should consider training methods and 
educational procedure. There should be 
included in instruction a complete range 
of training processes that experience has 
shown is helpful in the well-rounded de- 
velopment of the agent through the 
proper use ol the three factors referred 
to 

First Hand Data Essential 

Mr. Bushnell explained that his analy- 
sis of schools for agents was a review of 
the Equitable Society’s training program 
were actual 
training and selling work with that com- 
pany’s agency force in the field. He held 
that knowledge used in such a program 
must be obtained at first hand. There 
fore the Equitable has a special staff of 
twelve “instructor-salesmen.” 


His observations based on 


Influence of New Trends 
Taking up conditions that influence 
trends in the training of agents, Mr. 
Bushnell spoke of external conditions 
that might influence the market for the 
services to be rendered and the methods 


to be used in selling them. Life insur- 
ance is playing a more important part 
in the field of financial management. 
Business conditions are uncertain. Estate 
planning has become more important, 
Boon to Old Agents 

The agent today is confronted with a 
better informed buyer who makes more 
extensive use of life insurance protec 


tion. This has had an adverse effect on 
old agents, making it necessary to re 
train them. Mr. Bushnell said that the 


Equitable’s experience demonstrates 
clearly the effectiveness of its new train- 
ing plans in conserving many of the 
better old agents. It has also been 
shown that there is necessity for train 
ing all f agents to sell an in 
creasing percentage of their business on 
a definite economic need basis. 

More primary training has 
necessary because of tightened state re 
quirements for license. Social security 
trends have brought about the need for 
an additional form of specialized train 


classes of 





e 


become 


ing. Elimination of the unfit agents 
necessitates recruiting a higher caliber 
of replacement. The trend toward pro- 


fessional qualifications is being accele- 
rated. 
Training Programs 
Taking up training programs and 
for agents, Mr. Bushnell spoke 
tendency among companies to 


schools 
of the 
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feel their way in relation to adoption 
of new selling, servicing and training 
methods. He said that his company has 
finally reached fairly definite conclusions 


as to what is needed in training its 
agency force. It is believed that it takes 
two years, minimum, to develop a new 


man to be fairly competent. That two 
years development has been divided into 
three logical training periods: the pri- 
mary, the intermediate and the advanced. 


The preliminary training school has 
been divided into two parts, the first 
dealing entirely with fundamentals, the 
second with organization and _ selling 
processes. The second part is segre 
vated into three major training objec 
tives: development of effective selling 


technique, analysis and development of 
efficient prospecting methods, and the 
establishment of systematic work habits 
The subject matter for developing the 
avent’s sales technique has been de 
signed to train agents primarily along 
the lines of need selling, for which spe 
cial demonstration forms have been de- 
signed. The coaching method of in 
struction has been found the most prac 
tical. 
Selling Demonstrations 

Joint work, as a medium for 
demonstrating profitable selling tech 
nique, has proved one of the most effici 
ent training methods. Instructions in 
proper prospecting methods is an essen- 


sales 
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- ies 
tial objective of the second part of 4 
clementary training course. Each a aq 
is provided with a visual system ae" 
guide for agents. . ms 

This system consists of the Equitab) 
Prospector which supplies a defnis 
formula for securing a cycle of co 
prospects trom a ranve of Specifies 
SOUTCES 5 Prospecting Card Record iy 
tem, designed to fit in with a time oy. 
trol system for assured follow-through 
and the VPolicyholders Record System 
which assures returning service calls 4 
old policyholders as a basis for furthe 
sales. ; 

Habits of Work 

To produce sound habits of work the 
equitable Society has developed tyo r 
lated system, continued Mr. Bushnell 
The first is “My Objectives for 1949" ; 
production and objective form: the a. 


ond is “Knowledge in Action,” a qi 
time control system, 
While this marks the conclusion 


the preliminary training course, a ney 
avent is not left to his own devices 
during the remainder of this primar 
training period. A schedule of joint sei. 
ing and additional training activities 
prepared to fit the situation of each ne 
agent. 
Other Courses Furnished 
Mr. Bushnell told of the company’s 
correspondence course for isolated rur; 
(Continued on Page 21) , 


Inability to Prospect Serious 
Handicap to Agent, Says Wise 


Willard Kk. Wise contributed a paper 
on “Improving Prospecting,” saying that 
to mold the agent’s thinking so that he 
accepts the responsibility as well as the 
authority of his part in the scheme of 
things has been the objective of the 
Provident Mutual’s plan of prospecting 
for the last five years. In other words, 
the agent is important. People buy from 
an agent because they know him, be 
cause they have confidence in him. An 
agent cannot work up prestige unless he 
has what it takes to build it. 

The speaker then asked: “If an agent 
gets his best business from prestige 


Giffin Points to Huge Cost of 
Poor Morale, Suggesting Remedies 


Giffin talked on “Morale 


Management.” He ob- 


James A. 
Building and 
served that some managers make money 
their agents 
others go 


for themselves, and their 
company while broke, and 
every agency officer wants to know why. 
He quoted Dr. Rensis Likert, several 
years ago in charge of research for the 
Bureau, who said that the relationship 
between the manager and the salesmen 
was the most important factor in_ the 
success of an agency; that it is absolute 
ly necessary for the men to like and 
respect the manager; that training and 
supervision, to be successful, must be 
carried on in an atmosphere of 
morale. 

Mr. Giffin spoke of the Bureau’s com- 
prehensive morale report and said that 
he has had the opportunity to study 
the advance manuscripts and make sug- 
gestions from the actual agency depart 
ment standpoint. He expressed the opin- 


good 


ion that as others study that report 
they will regard it as one of the out- 
standing contributions the bureau has 
made over its entire history. In_ this 
connection he praised the tireless efforts 
of Dr. Likert and John Willits. Mr. 
Giffin continued. 


“If the officers and directors of com- 
panies were generally aware of the high 
poor morale among their field 
forces, three major changes in company 
operation would soon be made: The 


cost oft 


morale of each person in each agency 
would be measured at regular intervals, 
and the success of each manager or 
supervisor weuld be judged in part by 
the morale of all those under him. 
“The interviews and the ‘ballot’ de 
scribed in the first volume of Morale 
and Agency Management are examples 
of the methods now available for meas 
uring agency morale. And | might add 
that in the appendix to a volume which 
will soon be off the press will be found 
practical suggestions as to [ 


methods of 
measuring morale by the so-called bal 
lot system, 





“In the selection of managers and su 
pervisors, steps would be taken to secure 
men whose point of view toward others 
makes them suitable for training in the 
principles and methods of morale build- 
ing. 

“Continuous training in the process 
of morale building would be given to all 
those in any way responsible for direct- 
ing the activity of others in the com- 
pany.” 

It was noted by the speaker that three 
quite serious problems are faced in 
getting managers to profit by the prin- 
ciples of morale building as set forth in 
Morale and Agency Management; that 
is, to get managers to understand the 
meaning of the principles, to accept 
them and to follow them. These three 
problems are primarily the responsibility 
of the home office officials, ; 


sources, is it not reasonable for him t 
concentrate on prestige prospeéts.” |; 
as held reasonable for the agent t 
sclect each month the names of ten pros- 
pects, list them on cards and give the 
cards to the manager for filing and a 
check at the end of the month. Th 
Provident Mutual has what it calls its 
Ten-a-Month Plan. Mr. Wise presente 
an imaginary conservation between an 
agent and his manager in reviewing at 
the end of the month the work done « 
these ten Grade A prestige prospects 

The speaker noted that some persons 
might say there’s nothing new in this 
plan. He admitted that it isn’t new an 
that who the prospects are is not in- 
portant but that what they are is. The 
must be prestige prospects or the plar 
caves in. The plan is meant to do pri- 
cipally one thing: to point out a prol 


lem and the philosophy of answering 
that problem. If the agent does not 
have the inherent ability to prospect 


neither this plan nor any other plan wil 
mnmake a success of him. It is the agents 
business to meet new people in additior 
to working on prestige prospects. | 
Mr. Wise held that this plan, if fol- 
lowed systematically, enables the get- 
eral agent an opportunity to put his 
finger unerringly on the weaknesses‘! 
every man in his organization. Th 
speaker explained: ; 
“Suppose an agent fails to submit his 
ten names each month. Suppose he cat 
only produce five or even three. Ther 
his general agent knows that one of tw 
things are true: that the agent can nol 
prospect at all, or that he has not butlt 
sufficient prestige to enable him to ge 
favorable interviews. A review of th 
results of his names submitted will tre 
quently show which of these two defects 
is apparent, for if the interviews ar 
reasonably successful you can_ be sutt 
the prestige factor is not lacking am 
that sufficient prospecting for names 
at fault. If the agent fails to get his 
interviews, then he has been kidding 
himself on the basic elements of prestig 
building. ; 
“In the last analysis this prospect 
plan is merely an attempt to perform 
the obvious, and to put into effect thos 
things which we have always known Wt 
should do, but have never seemed to ™ 
able to systematize. When this plan 
effective, it not only answers the pre* 
pecting problem but the problem o! 


’ 


pervision as well.” 
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Woodson Summarizes Forum Papers 


Trends are not always readily appar- 
ent in our business, said B. N. Woodson 
» his paper on “Trends in Training and 
aaraiaing,” which was the last of the 
jorum addresses and was presented in 
the nature of a summary of the preced- 
ing papers. He said that one of the no- 
table trends is toward increased activity 
in training and retraining, particularly 
the latter. The for continuous 


and retraining is more and more 


need 
training 
apparent. Several 
bine to create a pronounced increase in 


casual factors com- 


the activities of continuous training and 
retraining. The this 
‘eld are as attractive as the needs are 
Turnover in forces 1S 
arly Many of 
who sur- 


Mr. 


opportunities in 
apparent. sales 
oreatest in the 
the terminations among those 
vive three years are preventable. 

Woodson then said in his summary : 


years. 


Training Reaching Maturity 

seem warranted: 
is a trend toward 
training, 


“Seven conclusions 
Fundamentally, there 
more training — 
more formal activities directed toward 


more initial 
retraining in specific areas, more activi- 
ties directed toward continuous training 
during the agent’s entire career or at 
least during his formative 
“There is an increasing recognition of 
the tremendous importance of good 
morale as a necessary prerequisite to 
traning. Morale has long been _recog- 
nized as a factor in success, but its true 
go is only now being fully real- 
ized. Because morale determines the ex- 
tent of the agent’s acceptance of train- 
ing, even the best of training is virtu- 
ally worthless without favorable morale ; 
hence, building morale is today consid- 
ered a part of the training job. 
‘Training (in its broad sense, includ- 
ing retraining) is achieving the stature 
of maturity, is being done on a more 
formal basis, is receiving the considera- 
tion and the abilities of the ablest men 
in the companies. In short, training and 
retraining are more highly regarded to- 
day than ever before, and are being bet- 
ter done. 


years. 


Activity Significant 


“Far more emphasis is being given to 
‘retraining’ and ‘continuous training.’ Mr. 
Dunbar told how his company’s activi- 
ties for improving work habits are di- 
rected at men of all years of experience, 
and hence constitutes a program of re- 
training in that field. The program which 
Mr. Wise reports is a plan for continu- 
ous training (and motivation) in pros- 
pecting. Mr, Merritt’s company is en- 
gaged in continuous training and re- 
training in the field of sales techniques; 
Mr. Bushnell reported a program of 
continuous training carried forward in- 


tensively during the agent’s first two 
years, and regularly thereafter. Initial 
training is influenced, of course, by the 


trend toward more and better training— 
but of even greater significance is this 
mereased activity in retraining and con- 
tinuous training. 

“There emerges clearly evidence of 
an increased acceptance of home office 
responsibility for training. It seems 
clear that the ‘training trend’ includes a 
definite shift of certain existing activi- 
ties toward the home office, and the ad- 
ministration | by the home office of most 
of the newly created training activities. 
‘ach speaker, however, implied or stated 
the fact that his company is exercising 
xtreme care not to lessen the manager’s 
responsibility and not to ‘short-circuit’ 
the manager. 


More Standardization 


“A natural result of increased centrali- 
zation of tr aining is a trend toward in- 
creased ‘standardization’—i.e., the more 


Widespread use by members of a given 


agency force of identical or similar tech- 
niques and procedures of prospecting, of 
planning and time control, and of sell- 
ing. In some instances this increasing 
standardization seems to be the inten- 
tional result of company policy: in 
others, it appears to be an _ incidental 
consequence of centralizing certain 
training functions—but it seems to be 
increasingly in existence, whether by de- 
sign or by accident. 

“Today’s training concerns itself with 
developing habits and skills and tech- 
niques, as well as with imparting knowl- 
edge. Today the trend is toward train- 
ing as distinguished from teaching—and 
for that reason is a new trend, and not 
merely a revival of the widespread in- 
terest in “agency education” which pre- 
vailed in the late twenties. 


Seven Perceptible Trends 


“So this discussion of trends in train- 
ing and retraining comes to the conclu- 
sion that the perceptible trends are seven 
in number—(1) more attention to morale, 
(2) more training and retraining, (3) 
training more formalized and_ better 
done, (4) an important increase in re- 
training, (5) more home office activity, 
without lessening the manager’s respon- 
sibility, (6) more standardization, and 
(7) not less teaching, but more training.” 


Dunbar Describes Plan Effective in 
Improving Agents’ Work Habits 


George Dunbar’s subject was “Improv- 
ing Work Habits.” He presented this 
question: “Why do men who come up 
to our standards of selection fail?” He 
made the point that the successful man, 
whether manager or agent, must have a 
plan and work it systematically; hence 
the very definite trend toward adoption 
of work plans that will help men to be- 
come conscious of the necessity for im- 
proving their work habits. Mr. Dunbar 
held that office men must produce the 
basic plan and see that it is carried out 
successfully, and he maintained that they 
can do that. 

Agency Plan Book 

“First of all,” he continued, 
must set a good example. In my com- 
pany we have a plan for them, Each 
manager has an agency plan book. It 
gives him a very clear picture of the 
agency, for in this book, which is sent 
to him at the beginning of each year 
and which he keeps up to date, is a 
graph of his allotment by month, on 
which is shown the monthly paid-for 
production ; the production of each agent 
by month for the current and previous 
year; facts about the agency lapse rate 
and that of each agent, the largest pro- 


“managers 


Holgar Johnson Advocates Increased 
Human Relations Research and Study 


Chicago, Oct. 29—‘“Changing times, 
shifting thought, varying conditions de- 
mand that we keep ahead of public need 
and public thought,” Holgar J. Johnson, 
president of the Institute of Life Insur- 
ance, today told the annual meeting of 
the Life Agency Officers and the Sales 
Research Bureau. He emphasized the 
imiportance of research in human rela- 


tions, benefiting both the institution 
conducting the study and the general 
public. 


Favorable public attitude is necessary 
for the survival of any business, and 
the analysis of public attitude is possi- 
ble only by nanan and investigation. 
By such research, he said, a business 
can anticipate public desires and needs 
before they become public demands, and 
the very fact that the business is seek- 
ing to uncover such things for the pub- 
will go a long way towards 
a friendly public attitude. 

Research Cost Justified 

Some 2,000 individual companies in 
the United States expended nearly 
$215,000,000 last year supporting product 
and other industrial research. The re- 
sults of industrial research have amply 
justified the money spent, Mr. Johnson 
stated, declaring that fifteen of the ma- 
jor industries of this country today 
have developed since 1879 and it is esti- 
mated that these fifteen industries have 
created directly or indirectly fifteen mil- 
lion new jobs. 

“While the sum spent on human rela- 
tions research is small as yet in com- 
parison with that spent for product re- 
search, the realization of the importance 
of this kind of investigation and study 
is rapidly growing among enlightened 
business and industrial leaders,” Mr. 
Johnson said. 

“‘Product’ research by the life insur- 
ance business over the years has created 
new benefits for policyholders amount- 
ing to many millions of dollars through 
liberalization of policy provisions, ex- 
tension of coverage to persons who not 
sO many years ago would not be eligible 
for such protection, providing protection 
to workers through group policies, and 
in many other ways. But to assure 
maximum satisfaction to the public in 
every contact between companies, agents 
and policyholders, the next great step 
should be human relations research and 


lic good 
creating 


a beginning has already been made in 
this direction. 

“The life insurance companies have 
just established the Dr. S. S. Huebner 
Foundation, named in honor of the pio- 
neer professor of life insurance educa- 
tion at the University of Pennsylvania, 
not only to provide qualified teachers of 
life insurance subjects for American col- 
leges, universities and schools, but to 
encourage original research projects 
which should open up new avenues of 
service on the part of the life insurance 
business to the American public.” 

By such means, Mr. Johnson believes, 
can the life insurance institution ad- 
vance the present public acceptance, evi- 
denced by the wide distribution of in- 
surance holdings in this country, into 
universal public approval of the institu- 
tion and the means of distribution which 
will be vital in the uncertain years that 
lie ahead. 


duction year of each agent, his age, date 
of contract, and his business in force. 
Information on the individual agents is 
listed in three sections: those appointed 
this year, last year, and old organiza- 
tion; a statement of the agent’s ad- 
vances and, very important, a complete 
picture showing the trend in the agency 
of the business in force throughout the 
year, with the amount of terminations 
lapses, claims, policies transferred in and 
out, etc., and, finally, his plans for re- 
cruiting.” 

It was explained how the agency de- 
partment keeps a duplicate plan book 
and goes over it with each manager on 
each visit to his agency. Each month 
each manager sends a report to the head 
office. An effort is made to keep the 
manager sales conscious so that he shall 
not become solely of the office manager 
type. 

“Mutual Prospector” 

Mr. Dunbar’s company also 
each agent what it calls its “Mutual 
Prospector.” Each agent has the key 
book which includes a section recording 
his work in detail. It is a system where- 
by managers can analyze each agent’s 
work from time to time and help him 
detect weaknesses and correct them. It 


gives to 


is held that the agent must have five 
times the amount in prospect that he 
could reasonably expect to sell each 
month and it is important for the agent 
to know the amount of business he has 
in prospect. 

The company supplies a weekly plan 


book that has a double page for each 


day, one to list the names of the people 
the agent expects to see and the other 
page to list the actual results. The agent 
then turns in to the manager a per- 
forated section of the latter page each 
day if a city agent, each week if a rural 
agent, on which are the total calls, sales, 
new prospects, etc. Then it is the man 
ager’s job to discuss the results with 
each agent and make a monthly report 


to the head office. 

So that managers and agents can com 
pare their results with others in_ the 
company, it publishes in its Agents’ Bul 
letin every three months a company 
average of calls, interviews, etc., of the 
group, and also lists the results of the 
ten leading agents. The general plan has 
been in operation for three years and 
40% of the full-time agents are using it 
It furnishes a plan or track to run on 
as a guide. The agency department be- 
lieves that the results attained are well 
worthwhile. 


Merritt on Selected Group Method 


Francis L. Merritt’s talk was on “Im- 
proving Selling Techniques.” As to how 
such techniques can be made better, he 
related the main principles followed by 


his own company, saying: 
“Our first move was to go into the 
ficld with many of our most effective 


salesmen, observing at first hand and 
taking notes of the most common situa- 
tions met by each salesman in his in- 
terviews. We also observed the selling 
procedure that he instinctively used to 
meet these situations. We adopted this 
method, because we believed that the 
best in sales techniques do not originate 
in the home office, but rather from what 
is actually said in the selling interview. 

“Selecting those situations which from 
practical experienec we knew arose most 
often, we recorded enough of the vari- 
ous situations to enable us later in the 
day to sit down with the salesman and 
recall the common problems of sales- 
manship. Giving him a hint of what he 
had said would immediately recall to 
him his whole habitual response. At 
this point, we again set up each situa- 
tion, and he became the salesman in 


action, going naturally into the habitual 
expressions he had developed from long 
practice. 


Actual Records Boiled Down 


“The whole selling range from pros 
pecting to closing, including the prob 
lems of the application, getting the 


money, delivery of the policy, etc., wer« 
included in our study. Next, in develo; 
ing our sales techniques, we took the 
situations and responses that were finally 
from a large number of actual 
and boiled each down t 


selected 
recorded data, 
its smallest acceptable form 

“The third and most important 
which we took was to commence 
ing this organized material to our — 
men, in small regional groups of fri 
five to eight selected men.” 

As to what is good training, Mr. Mer 
ritt said that his company believes it 
to be thorough drilling of well selected 
men in the basic technique of selling by 


ste] 


teach- 


sales leaders who are well qualified in 
knowledge, experience, teaching power 
in an environment conducive to stud 


with plenty of time in which to do the 
job. 










UNDER 


AL 
THE EASTERN == 
WRITER 2 









November 1, 1949 








Poll Shows Successful Men Approve 
Agency System and Selling Methods 


Albert W. Atwood, Financial Writer, Reports Results of 
Questionnaire to Opening Session of Sales Research 
Bureau Convention Monday 


Chicago, Oct. 28.— Results of an in- 
formal one-man poll show that the suc- 


cessful men of the country approve of 


the present methods of selling life in- 
surance through agents and appreciate 
the service that goes 
Albert W. Atwood, business writer and 
editor, said today in a talk before the 
opening session of the three-day annual 


with the selling, 


meeting of the Association of Life Agen- 
cy Officers and Life 
Research Bureau. 

Mr. Atwood based his talk on the an- 
swers to three questions on life insur- 
ance that he had put to 
They ranged in age from 32 to 60, but 
most were in the 40’s; about half were 
in business and the other half profes- 
sional men or government employes. A 
few have large salaries and a few small 
salaries or incomes, mostly they were 
relatively comfortable. All talked freely, 
knowing that their names and identities 
would be secret. 

The questions covered the agents and 
the service they render, reasons for pur- 
chase of life insurance, and the safety 
of the institution, 

“My layman friends,” Mr. Atwood said, 
“were far more interested in the first 
question than the others. Their interest 
in whether the agent had approached 
them in a way which they liked and 
whether he had performed a service for 
them was personal and intense in the 
highest degree. Beside this question the 
others seemed to strike them as rather 
abstract, vague and remote. 

“The one point which a large majority 
of those whom I interviewed wanted to 
register, the one point in which they 
were most vitally interested, is their lik- 
ing for, their satisfaction in, and their 
approval of the present method of sell- 
ing and the service to them that goes 
with this selling. 

“Nearly every man I interviewed start- 
ed out by saying that the technique of 
life insurance selling had improved great- 
ly in the past five or ten years, Even 
allowing for the fact that the men inter- 
viewed are naturally ten years older than 
ten years ago and therefore more con- 
scious of the benefits of life insurance, 
their tribute to the improvement of sell- 
ing was sincere and impressive. The day 
of the annoying, high pressure type of 
underwriter has largely disappeared, they 
told me.” 

What men like, the speaker said, is 
the programming approach, the analysis 
of their needs and the planning to meet 
those needs. Several men told him with 
evident conviction, that the idea of life 
insurance is to be of service to the cus- 
tomer instead of merely selling him. In 
general, the men questioned seemed to 
be glad to see any insurance agent who 
wanted to look over their policies and 
programs and make constructive sugges- 
tions After some years of miscellane- 
ous solicitation the policyholder settles 
down to one agent, from whom he does 
his buying and to whom he entrusts 
the arrangement of his program. 

“Now as to my third and last ques- 
tion, namely, what do you think of the 
safety of life insurance, of the danger 
of inflation or of the government taking 
over the business?” he continued, “Gen- 
erally speaking I found practically no 
doubt as to the soundness and integrity 
of management of the companies, Only 
a few took any interest in or seemed at 
all disturbed about any revelations con- 
cerning life insurance by the TNEC. 
Two men expressed resentment at the 


Insurance Sales 


thirty men. 


attitude of the TNEC, but there was 
no great interest in the subject. ; 
“‘Life insurance is one of the safest 


investments, as long as the capitalistic 
system endures’ said a bank official. An 
automobile distributor and a junior of- 
ficial of a research foundation said that 
life insurance will last as long as any 
other investment and perhaps a little 
longer. 

“It seems to me,” Mr Atwood said, 
“that there has been too little coopera- 
tion on the part of the companies and 
too extreme a type of competition. In 
the past there has been too much look- 
ing down their noses at each other by 
the life insurance companies, and as a 
result the companies are not geared to 
complete cooperation for the protection 
of insurance as an institution. 

“I believe in life insurance salesman- 
ship and in the competitive spirit which 
it breeds, it has been a wonderful thing 
for the country, But it must not be 
allowed to run wild, It must not so 
influence the thinking of the modes of 
action of the companies, or the agents, 
as to make cooperation against a com- 
mon enemy impossible. 

“The life insurance companies in Can- 
ada and the United States have done a 
wonderful job in protecting the aged and 
helpless, and the voluntary purchase of 
this protection has been a very real fac- 
tor in preserving free enterprise in both 
countries and also such standards of 
morality as we still enjoy. People who 
buy life insurance are better citizens 
thereby and their moral fibre is strength- 
ened. These values are even greater 
than financial security. It is no wonder 
that life insurance is a peculiarly per- 
sonal thing.” 





Proposed Commission Scale 


Discussed by E.M.McConney 


Chicago, Oct. 29—E. M. McConney, 
vice-president and actuary, Bankers Life, 
pointing out the needs for and advantages 
in the scale of commissions presented for 
discussion by the committee on agents’ 
compensation, spoke before the Life Agen- 
cy Officers-Research Bureau annual meet- 
ing here today. 

He outlined the problems that had con- 
fronted the committee, and the numerous 
factors which must be taken into consid- 
eration before any change in agents’ com- 
pensation is advocated. Any change, he 
said, may affect new men, established 
agents, and men near retirement age in 
different ways, there will be an effect on 
the surplus of the company, there may be 
legal restrictions, and the long-standing 
“fifty and nine fives” scale has become a 
sacred cow. 

Among the advantages which Mr. Mc- 
Conney sees in the proposed scale are the 
increased return for more persistent busi- 
ness, less fluctuation in income because a 
higher proportion of income derives from 
renewal commissions, and provision for 
old age for the same reason. 

Chief stumbling-block remaining is the 
problem of the new man, whose immediate 
needs overshadow his true interest. Ob- 
viously a recruit cannot produce as much 
business as an experienced man, so his 
first year commissions are likely to pro- 
vide a low income in the first year or two. 
Most plans in use to overcome this leave 
the man in debt to general agent or com- 
pany, and the psychology of indebtedness 
is very bad. No plan so far proposed is 
good enough for universal application. 
Closing, Mr. McConney stressed his be- 
lief that a well-trained, competent agent 
can make a good living under any fair 
and just system of compensation. 





Companies’ Cooperation in Selection 


Testing Praised by F. Hobert Havilang 


Chicago, Oct. 29—“The life insurance 
business is the only instance I know of 
in which an entire industry has co- 
operated in the development of a selec- 
tion test,” said F, Hobert Haviland, 
vice-president of Connecticut General 
Life, speaking on “Progress in Selec- 
tion” before the Life Agency Officers- 
Research Bureau session here today. 

“Results of our selection process are 
influenced by two factors, the quality of 
men and the quality of management,” 
he said, “and we cannot discuss one 
without the other. The Research Bu- 
reau’s aptitude index is a recent de- 
velopment for measuring the quality of 
the men, supplementing the personal 
judgment of the manager.” 

Improvement of the percentage of 
men retained and raising the average 
production of the men in the business 
are the dual objectives of the tests, he 
said, and the resulting lower turnover 
of agents will be an economy to the 
general agents and raise the prestige of 
the business as a whole. 

Mr. Haviland believes that too many 
agents do too much work on men who 
can never show them a profit and who 
are a negative factor in the atmosphere 
and influence of their agencies. Elimina- 
tion of incompetent men in the field 
and a higher standard of performance 
will pay big dividends in the long run. 

“In our company,” he continued, “we 
have recently announced to the field 
another step in this direction which we 
believe is constructive, and in the long 
run will pay big dividends to us on our 
investment in developing a field or- 
ganization. 

“As of January 1, 1941, we will elimi- 
nate every man working in a metro- 
politan city of 50,000 or more, who has 
had three years with the Connecticut 
General to learn the business and to 
develop a successful clientele, and has 
not produced $3,000 in new premiums 
during this past year. While temporari- 
ly this may adversely affect our total 
production, we are confident in the next 
five years it will not only improve the 
quality of our field force, but give us 
more satisfactory production from a bet- 
ter quality group of select men. 

“With our life, Group and 
departments, this $3,000 in premiums 
represents minimum incomes to those 
men retained of $2,000 to $2,500 and up. 
We do not believe that any man in a 
metropolitan city, earning less than 
$2,000, can adequately represent a life 
insurance company preaching thrift and 
security and counseling with men and 
women on their living budgets. Cer- 
tainly these men who do this job for us 
should have incomes sufficient to pro- 
vide for themselves and their families a 
life insurance estate guaranteeing mini- 
mum objectives so that these men will 
live in reality the kind of an economic 
existence they recommend to their 
prospects.” 

The morale factor, he said, is a para- 
mount one in the progress of new men, 
and we know that an agency with good 
esprit de corps is an ideal place for a 
beginner. No new agent should be sur- 
rounded by men obviously unable to 
earn a decent living in life insurance 
selling. By elimination of the unsuc- 
cessful we make some _ contribution 
toward a greater public service, and 
new men will come into organizations 
of successful men making a good living, 
doing a good day’s work, and confident 
of their ability to do a good job for 
clients. 

“The other requirement of good se- 
lection, namely better management, is 
obvious to all of us. With an agency 
refined down to successful men and new- 
comers, a good manager has the maxi- 
mum opportunity to work a satisfactory 
maturing process. It is very important 
to our consideration of selection be- 
cause to really find out what selection 


accident 


is all about, we have to have good 
managers doing good work. Too many 
men well chosen have leit the life jg. 
surance business through lack of direc. 
tion. 

“The Aptitude Index seems to offer 
an opportunity to make further prog. 
ress in refining the process of maturing 
the right kind of men. At the present 
time there are 85 companies using the 
Aptitude Index. It seems to us that it 
is highly desirable that these companies 
should keep records over the next three 
or four years to determine by factual 
information what contributions these 
measuring rods are making. We knoy 
today certainly that they eliminate yp. 
desirables as one great contribution, and 
save the cost in training and supervision 
of those men who would otherwise haye 
been brought into the agencies, 

“Scientifically we must admit we know 
now very little about selection, We are 
hopeful we can accomplish a_ specific 
improvement if all our statistical de- 
partments keep complete records so that 
the Bureau may compile them. It js 
quite possible that such an action may 
show us how to mature 50% of the men 
we hire five years from today. If we 
can, we can pass this saving along to 
our policyholders and answer criticism 
from any source. 

“It is not difficult, as many of you 
know, to sell your general agents and 
managers on the use of the Aptitude 
Index. It has served in many instances 
as a recruiting tool as well as a selec- 
tion device. It gives prestige to the 
manager who demonstrates by its use 
that he is only interested in quality 
men doing quality work. 

“The entire industry pooling its re- 
sults as a contribution in research to 
find common aptitude is doing more 
than any other industry to refine the 
selection of salesmen. As more and 
more companies adopt these measuring 
rods and add their own contributions to 
those already in operation, we will be 
able to accelerate our statistical infor- 
mation and more quickly find out how 
right the Bureau is or what modifica- 
tions need be made in our present Apti- 
tude Index forms.” 





Research Bureau Studying 
Traits of Good Manag:rs 


Chicago, Oct. 29—The importance of 
the manager is demonstrated by the 
great difference between the successful 
and the unsuccessful agencies of any 
company, Albert K. Kurtz, research 
associate in the Life Insurance Sales 
Research Bureau, told the Life Agency 
Officers-Research Bureau annual meet- 
ing this morning. The manager, being 
responsible for recruiting good men, 
training and supervision, and agency 
morale, determines the success or fall 
ure of the agency. 

Speaking on “The Problem of Select- 
ing Successful Managers,” Mr. Kurtz 
told of the study that the Research 
3ureau is making to determine the 
traits, qualities and characteristics which 
have the most important bearing on 4 
manager’s success or failure. This 1s 
being done by studying groups of suc: 
cessful and mediocre managers to find 
characteristics which differentiate be- 
tween the two groups. , 

The study covers information as_ 0! 
the date when the manager was first 
appointed by the present company. Par! 
is factual, covering his personal history 
and previous life insurance experience. 
The rest deals with personality charac 
teristics, also at the time of appomt 
ment, secured from interviews wit 
home office officials. 

When the study is complete, the Bu- 
reau will be able to pick out the most 
important characteristics for further 
study. Then results will be checked by 
trying them on a group of new men. 
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(Continued from Page 18) 


agents and the short training courses 
in specialized services, saying that “dur- 
ing this primary training period, new 
agents who show particular aptitude are 
iained to present various types of spe- 
alized services, such as various types 
of Group insurance coverage ; salary sav- 
ings or staff insurance, and home pur- 
chase loan plans. 
Intermediate Training 

Progressive developments in the inter- 
mediate training period were explained, 
the speaker saying that this period has 
jeinitely saved many of the nonprogres- 
sve older agents through retraining 
them to meet modern conditions. Equi- 
table extended Income Plans is the first 
school in this intermediate period. The 
school teaches efficient estate planning; 
how to determine sound economic objec- 
tives in an individual’s life. Three dif- 
ferent methods of training are used: the 
classroom, coaching clinics and joint 
work. The correspondence course con- 
tinues as an important method of train- 
ing during the intermediate period, 

Advanced Period of Training 

The advanced training period is much 
like the intermediate. Equitable Assured 
Estates is the first school. Sales and 
coaching clinics are scheduled to pro- 
vide further development during both 
the intermediate and advanced training 
periods, supplemented by the “Certified 
Consultant,” a monthly publication. A 
calendar of Activities and Objectives for 
each quarter of the year has been de- 
vised. 

Mr. Bushnell concluded his paper with 

what he designated as comments and ob- 
servations, in the course of which he 
said: 
“While this discussion indicates an ex- 
tensive training program, it still pos- 
sesses some weak points that will be 
eliminated or corrected in the future. 
However, we believe that it is aiding us 
in accomplishing some of the following 
objectives : 

‘It enables us to recruit a_ higher 
caliber of man into the business. It pro- 
vides more assurance that a new agent 
will stay and succeed in the business be- 
cause of sufficient training, It rehabili- 
tates old agents in the business. 
Larger Average Sales 


“It provides a natural and_ logical 


process for the elimination of unfit 
agents. It has increased our average 
sale and average size policy. It has 


helped to reduce the lapse ratio because 
of the larger volume of business that 
has been directed toward specific needs. 
Furthermore, the fact that a greater 
portion of this business has been applied 
under the optional modes of settlement 
will operate to further conserve this 
business in the future. 

‘While many agents trained in these 
specialized services do not consistently 
use the material supplies with the sys- 
tem, they are still improved underwriters 
and salesmen as a result of the thorough 
training they have received along needed 
selling lines. 

; Some Obstacles Present 

We have also discovered that there 
are definite drawbacks in attempting 
such an extensive training program. 
First, it requires a substantial increase 
in home office training and sales pro- 
motion expense which cannot be sup- 
ported by immediately increased produc- 
ion or immediately increased premium 
income. Logically, this added cost should 
be Partially justified by the advantages 
Previously enumerated and later more 
lully justified by a more substantial and 
dependable premium income. 

Specialized programming services we 
‘ave found to definitely hurt the produc- 
a of certain types of successful agents 
~~ are not geared or inclined or fitted 
rd emperament to render this high or- 

T of service. Possibly, better selection 


+ Rog part of field management of 

— “y are to receive these advanced 

ag training would reduce, or pos- 
DI ninate, this weakness. 


rogramming servi in- 
volye g services naturally in 


a considerable amount of extra 








George E. Lackey Compares Life 


Insurance and Automobile Production 


Chicago, Oct. 29.—Stressing the value 
and importance of planning and long- 
range programming both for agency of- 
ficers and company officials, George FE. 
Lackey, general agent for Massachusetts 
Mutual at Detroit, addressed the annual 
meeting of the Life Agency Officers and 
Research Bureau at the Edgewater 
Beach Hotel this morning. 

Mr. Lackey discussed some of the fac- 
tors used in production and sales by 
the automobile industries in Detroit, and 
drew parallels with comparable phases 
of life insurance. One reason for the 
constant progress of the automobile in- 
dustry has been the constant experimen- 
tation and research sponsored by the 
different companies, and the willingness 
of the manufacturers to radically change 
their production methods, at huge cost, 
to include some new improvement in 
their product, he said. 

Creating Public Acceptance 

“Automobile companies spend millions 
of dollars annually to bring about public 
acceptance,” he said, “both by offering 
better products every year for less 
money, and by effective advertising and 
merchandising methods, They have tre- 
mendously reduced overhead by complete 
public acceptance of their product. Do 
you agree with me that we can reduce 
our overhead, not only in the conserva- 
tion of present business but in the ac- 
quisition of new, if we build better pub- 
lic acceptance? Men in the field would 
save four-fifths of their selling time in 
the presence of prospects if we had this 
public acceptance.” 

Advertising and public relations ef- 
forts, Mr. Lackey believes, must avoid 
extravagant comparatives and superla- 
tives and stick to simple statements. In- 
structions and suggestions for producers 
from home offices, especially on use 
of the new tools of estate analysis, 
taxation matters, etc., should be easily 
understandable and applicable. 

Mr. Lackey, as a general agent, com- 
plimented the agency officers for sup- 
porting the Research Bureau and for 
applying the results of its research. The 
various publications and schools of the 
Bureau are very practical and useful, he 
said, and although the Bureau is busily 
engaged with its present program, nu- 
merous other jobs will appear in the 
future. 

Planning for an Agency 

Discussing planning from the point of 
view of a general agent, he outlined the 
month-by-month schedule and the indi- 
vidual objectives set up by his agency 
for 1941, This includes an analysis of 





work in policy allocations, calculations, 
and beneficiary provisions. Unless the 
agent is well sold that such extra work 
will be compensated by increased pro- 
duction and income, he will not only be 
inclined to discontinue the use of it, but 
will become critical of the services to 
other agents. 
Managers’ Responsibilities 

“The agent’s natural inertia against 
regular, consistent prospecting and ef- 
fective time control often, in itself, de- 
feats even the best of sales promotional 
ideas and programming services. 

“Also, there may be too much of a 
tendency today, with more elaborate 
training programs, to overemphasize the 
home office in the field of sales super- 
vision. While it is undoubtedly the re- 
sponsibility of the home office to pro- 
vide sales literature and educational 
manuals for the foundational training of 
agents, the real job of successfully de- 
veloping the agent depends upon the 
supervision of the agency manager or 
general agent. Logically, it should be 
their final responsibility as they are the 
only continuous direct contact with the 
agent. Managers should fully appreciate 
that they are sales managers and sales 
leaders rather than the administrators of 
selling results and records.” 


all sales methods and aids, means of 
stimulation, and prospective markets. 

An important thing for anyone in the 

life insurance business is knowledge of 
the secret and handling men, he said, 
whether superiors, subordinates, or cli- 
ents. For this, study the methods of 
those you believe are more able and 
successful in their relations than you 
are, get to know those men well, and 
attempt to improve on their methods. 
_ “What do we find of value in review- 
ing the work of an industrial, or weekly 
premium agent? I realize that you in 
this audience represent companies that 
do both Ordinary and Industrial business 
and you who are engaged in the latter 
oftentimes are encouraged that in your 
weekly premium work you find an order- 
ly, capacity day’s work done. I am in- 
clined to believe that if the Ordinary 
men and their general agents will follow 
the daily routine of the Industrial man- 
agers and their agents, insofar as it ap- 
plies to the allocation of residential or 
downtown territory and really become 
acquainted with everyone in that section, 
that we will begin to do capacity busi- 
ness, and instead of spending an average 
of one and a half hours in the presence 
of a prospect, we will spend from four to 
five hours each day.” 

Regarding agency morale and its ef- 
fect on production, Mr, Lackey recom- 
mended a new book, “The Mainspring 
of Management,” published by the Re- 
search Bureau. He says that the spread 
of CLU study courses and other ad- 
vanced studies is greatly adding to the 
dignity and prestige of life insurance in 
the eyes of the public. Life insurance 
education must reach not only fieldmen 
and home office officials, but the general 
public, which will thereby be more intelli- 
gent buyers, and more sympathetic to 
the institution. 

“You may say our job is different from 
selling a glittering new automobile,” he 
concluded. “Maybe so. Our job is to 
impress on people the pleasure and im- 
portance of saving rather than spending. 
Depositing money yearly into life insur- 
ance is not the easy way of life, but a 
most practical one. No policyholder has 
ever regretted the money he has saved 
through our great companies. 

“Everything is right with the institu- 
tion of life insurance, the agency off- 
cers, and the field. We have no ills 
that are not within our power to cure.” 


J. M. Holcombe 


(Continued from Page 17) 
come less a problem and more a process 
as the number of successful agents in 
an agency increases and the number of 
unsuccessful agents decreases. 

“Before there can be any real selec- 
tion of agents, two conditions must ex- 
ist: first, recruiting must have produced 
a sufficient number of candidates; sec- 
ond, a measurement of the prospect’s 
aptitude for selling must be made. To- 
day both of those conditions are being 
fulfilled in the better managed agencies.” 

Turning to the subject of training, 
Mr. Holcombe said that while the ulti- 
mate objective of training is establish- 
ment of permanent and _= successful 
agents, the immediate necessity is ordi- 
narily for prompt income. These con- 
flicting objectives are reconciled by: 
“Initial training which imparts sound 
procedures and a suitable minimum of 
technical knowledge, followed by con- 
tinuous and thorough training in both 
the fields of procedures and knowledge. 


Influence of Morale 


“Not until a high state of morale is 
present can management have a rea- 
sonable chance of success. There must 
be balance and continuity in the various 
activities described. Short cuts in agen- 
cy management are a constant tempta- 
tion that frequently capture the unwary 





Donald Mix Announces 
Reports by Committee 


ON PERSISTENCY OF BUSINESS 





Reports Cover Monthly Premium and 
Contest Business and Use of 
Persistency Chart 
29.—Donald G, Mix, 
chairman of the Bureau Committee on 
Persistent Business and manager of 
conservation of the State Mutual, an- 
nounced to the meeting this afternoon 
that members of his committee had com- 
pleted three studies and that reports 
have been mailed to Bureau member 

companies. 

Titles of the three reports are “Con- 
test Business: A Survey of Its Persis- 
tency and Other Characteristics,” “Per- 
sistency of Monthly Premium Business,” 
and “Current Usage of the Persistency 
Rating Chart.” 

The report on contest business was 
compiled by Henry Bossert, Jr., man- 
ager, agency research department, Provi- 
dent Mutual, and Lawrence J. Doolin, 
assistant manager of agencies, Fidelity 
Mutual, with the assistance of other 
members of the committee. The report 
concludes that all such business is not 
persistent, but that a properly organized 
contest based on quality factors pro- 
duces persistent business. This study is 
based on the committees consideration 
of contest business in forty-six com- 
panies. A quality contest has a place in 
the marketing of life insurance, the re- 
port adds, if it is simple, arranged to 
solve one or two definite company prob- 
lems, and promoted intelligently and en- 
thusiastically. 

“Current Usage of the Persistency 
Rating Chart” is a survey of the extent 
to which this device is used by com- 
panies, its manner of introduction and 
use. This report was compiled by Chair- 
man Mix. 

The survey “Persistency of Monthly 
Premium Business” uncovers some high- 
ly useful facts both for companies al- 
ready writing this class of business and 
for those contemplating such action. The 
definite relationship between a com- 
pany’s minimum premium practice and 
its persistency is shown. The rather 
high minimum premium apparently nec- 
essary for the satisfactory writing of 
this business eliminates many of the 
type of buyers who most need a monthly 
plan. The solution of this anomalous 
situation, the report says, leads to the 
question of whether monthly premium 
business for such buyers could not be 
more satisfactorily conducted on a month- 
ly debit basis. P. C, Irwin, associate 
actuary, Equitable of Iowa, compiled this 
report. 

Chairman Mix reports that the com- 
mittee has been very active in the past 
year and several meetings have been 
held for the purpose of considering, an- 
alyzing, and discussing the material 
which appears in the reports. In addi- 
tion, the chairman has had frequent con- 
sultations with individual members of 
the committee. 

Committee Members Listed : 

The complete Committee consists of— 

Donald G. Mix, chairman, manager of con- 
servation, State Mutual Life; Lawrence J. Doo- 
lin, vice-chairman, assistant manager of agencies, 
Fidelity Mutual; Albert G. Borden, second vice- 
president, Equitable Society; Henry Bossert, Jr., 
manager, agency research department, Provident 
Mutual; Eustace Brock, secretary, The Great- 
West Life, Winnipeg; Richard N. Ford, con 
sultant, Life Insurance Sales Research Bureau; 
J. Leslie Harries, associate superintendent of 
agencies, Sun Life of Canada; J. A. Hawkins, 
vice-president and manager of agencies, Midland 
Mutual; P. C. Irwin, associate actuary, Equitable 
Life of Iowa; Eugene C. Kelly, Jr., assistant 
superintendent of agencies, Home Life of New 
York; Karl Ljung, Jr., superintendent of 
agencies, Jefferson Standard Life; Francis L. 
Merritt, vice-president and manager of agencies, 
Monarch Life of Springfield, and John Marshall 
Holcombe, Jr. (ex-officio), manager, Life Insur- 
ance Sales Research Bureau. 


Chicago, Oct. 





or the inexperienced. The process can- 
not be hurried. A principle in the ab- 
stract is nothing but a principle. It 
becomes vital through specific proced- 
ures. It is those procedures which the 
agency officer will assist his agency 
builders to understand and use.” 
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STOCK AND MUTUAL PARTICIPA 
TION IN FIRE PREMIUMS 
AND LOSSES 
Interesting figures on fire and allied line 
premiums written during the last five years 
are presented by the Business Develop- 
ment Office in a tabulation just completed. 
Despite the complaints of many insurance 
men about the inroads of mutual fire com- 
pany competition, the B. D. O. says that 
1935-1939 
tatio of fire premiums received by stock 
85.1 to 
Which is not a dangerous decline. 


during the years inclusive the 


companies dropped cnly from 
84.2%. 
To what extent the vigorous campaigning 
of stock fire companies and agents to 
meet non-stock competition has prevented 
a further decline in stock company premi- 


ums is difficult to say, But it is reasonable 


to assume that such efforts have borne 
fruit. In 1932 stock companies wrote 
86.5% of the business and the mutuals 
11%. 


During this same five year period mu- 
tual companies increased their fire busi- 
11.9% of the total to 12.8%, 
reciprocal exchanges found their partici- 


ness from 
pation practically unchanged at 02.9% and 
Lloyd's organizations ended last year with 
only 00.1% of the premiums, a drop from 
00.2%. 
mutual carriers was established in the sin 


1938. 


Figures of the 


All of the gain registered by the 


gle year of 
B. D. O. 


companies 


also show that 


while mutual have increased 
slightly their percentage of total premiums 
written by all types of carriers, the pro- 
portion of losses which they paid in 1939 
It was 10.3% in 1935 


During the same 


has also increased 
1939, 


period there was a corresponding reduction 


and 11.7% in 


in the percentage of losses paid by capital 
from 86.4% to 85.2%. In 
1932 stock companies paid 89.3% of the 
losses and the mutuals 08.4%. 


stock carriers 


In eight years fire mutuals have in 
creased their percentage of the total pre 
11% 13%. 


company were 


mium income from 
In 1939 stock 
$810,108,054, according to the Business De- 
Office, and mutual 
$122,710,554. In 1932 the 
$660,584,334 


to nearly 
premiums 
velopment premiums 
stock carriers 


received and the mutuals 


$84,080,221 


SAWYER ON COMPREHENSIVE 
LIABILITY FROM AGENTS’ 
VIEWPOINT 
Dozens of speeches and articles have 
been written in the past year or so on the 


general subject of comprehensive liability 


insurance but little or no attention has 
been given to the effect of this innovation 
in casualty insurance upon the business of 
the agent. For this reason the address 


L, by E. W. 


Sawyer, attorney, National Bureau of Cas- 


last week in Providence, R. 


ualty & Surety Underwriters, was partic- 
helpful. His 
Island Association of 


was the 
Insurance 


ularly audience 
Rhode 
Agents, and he urged upon them a pains- 
taking and thorough study of the subject 
with emphasis on survey forms, the con- 
manual rules and 
rating methods, and the principles which 
individual companies will establish in the 
writing of comprehensive liability. 


tracts, endorsements, 


One of his pertinent suggestions was 
that the agent who is unwilling to under- 
take should rely 


upon a_ representative of his 


heavily 
company 
qualified to explain the new coverage. 


such a_ study 


All liability companies will be writing 
liability 
the first of the year, according to Mr. 
Sawyer, and in view of this he laid stress 
on the steps which must be taken before 


comprehensive insurance before 


an agent undertakes to apply comprehen- 
First, 
a complete survey of the insured’s busi- 


sive coverage to his clients’ risks. 


made to bring to light all 
that The 


premium for the policy when written will 


ness must be 


hazards which exist at time. 
be the aggregate of the premiums for the 
hazards disclosed by this survey. 

In the beginning many companies will 
make and audits 
through their own representatives or su 
pervise the work of the agent along these 
Eventually, the speaker 
many companies will depend largely upon 
those agents who have shown ability to 
For this 


cither these surveys 


lines. believed, 


make proper surveys and audits. 
reason he stressed the background infor- 
mation which the should have in 


order to make an intelligent survey. 


agent 


Significantly Mr. Sawyer pointed to the 


relationship which would 


inevitably develop between the agent and 


unsatisfactory 


his company if the latter should be com- 
mitted to the issuance of a comprehensive 
liability policy on the basis of an inade- 
juate survey. One of his chief points was: 

You must make your client understand 
that the covers all his 
that the 


upon hazards then existing, and that at 


policy liability ; 


initial premium is based only 
the end of his policy he must pay the 
premium required because of changes in 
the hazards of his business. If the policy 
1s not sold on that basis you are headed 


toward trouble. 








Chester O. Fischer and his daughter, 
Mrs. George Mason Parker 


Chester O. Fischer, vice-president 
Massachusetts Mutual, and his daughter, 
Catherine, were photographed in Peoria, 
Ill, on October 19, just before the in- 
surance man’s daughter was married to 
Dr. George Mason Parker at the First 
Baptist Church in that city. The cere- 
mony was performed by Dr. Joseph 
Hazen of Summit, N. J., former pastor 
of the church. Following the ceremony 
a buffet dinner and reception was given 
by Mr. and Mrs. Fischer at the Peoria 
Country Club, 200 guests attending. The 
bride is a graduate of Smith College, 
class of 1938, and last year did graduate 


work at Columbia University. The 
bridegroom was graduated from the 
University of Wisconsin and received 


his medical education at Northwestern 
University. The couple will make their 
home in Peoria. 

x * * 

Alonzo Gore Oakley, vice - president, 
United States F. & G., New York, has 
many activities and among them is his 
interest in the affairs of the Grand Jury 
Association of New York County. Mr. 
Oakley 1s the only casualty insurance 
executive serving on the directorate of 
this organization and he is also chair- 
man of its Committee on Establishing 
Grand Jury Associations. 





Kk MPLOYERS’ IN AIRCRAFT FIELD 

After months of preparation the United 
States branch of the Employers’ Liability 
recently cntered the aviation field and is 
now actively soliciting all classes of air- 
craft Special interest is 
attached to this move by reason of the 
fact that the Employers’ will operate in- 
depcndently of the 


casualty lines. 


three aviation pools 


through a general agency arrangement 
with Newhouse & Sayre, New York or- 
ganization with facilities. 
Doing the spade work for the Employers’ 
debut, W. L. Jack Nelson has spent the 
past year making field contacts and pre- 
paring policy forms. He is aviation man- 
ager of Newhouse & Sayre. 


country-wide 


Interestingly, the Employers’ has adopt- 
ed a conservative underwriting policy in 
cntering the aircraft field. There is no 
desire on the part of its management to 
roll up a large volume. Profit is the chief 
Spread of risks will be ob- 
tained through arrangements with profes- 


objective, 


sional reinsurance companies. 
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Thomas W Ozlin, member of the Vir. 
ginia State Corporation Commission, oj 
which the Virginia insurance bureay js 
a unit, will be a candidate for the nomi- 
nation for governor of Virginia in ney, 
year’s Democratic primary. He ig ex. 
pected to make formal announcement oj 
his candidacy after the presidential elec. 
tion in November. Mr. Ozlin enjoys , 
wide acquaintance among insurance men 
of the state, particularly those in the 
fire line. On several occasions in recep; 
years he has delivered addresses before 
conventions of the fire agents, As q 
member of the corporation commission 
he has supervision over insurance mat- 
ters. 

* * x 

J. P. Gibson, Jr., president of Excess 
Underwriters, Inc., has returned to Ney 
York City from the Maine woods where 
he spent last week hunting deer, He 
and his companion, J. M. Dodge of Rye. 

Y., each shot a deer, got their limit 
of partridges and brought home ducks 
and teal which Mr. Gibson regards as 
the fastest flying bird in this country 
They found four inches of snow at Long 
Pond, near Jackman, Me., where they 
spent the week. 

4 * * 

M. S. Smith, local agent of Dluefield. 
W. Va., visited recently his old friend 
H. V. Godbold, of the H. V. Godbold 
Co., Richmond agency, while en route 
to Lexington, Va., to participate in 
home-coming week activities at Wash- 
ington and Lee University of which he 


is an alumnus. Mr. Smith used to 
supervise Virginia years ago for the 
London Accident & Guarantee as spe- 


cial agent under Colonel Godbold when 
the latter was general agent at Rich- 
mond for this company. 

x * x 


Miss Corinne V. Loomis, CLU, presi- 
dent John Hancock Chapter, CLU, and 
past president (two terms) Boston Chap- 
ter, CLU, was presiding officer, as 
Governor of First District of Interna- 
tional Altrusa in New York over the 
October 12 week-end, when Mrs. Dessa- 
lee Dudley of Battle Creek, Mich., presi- 
dent of International Altrusa, was honor 
guest. 

* * + 

L. I. Baker, general agent of Okla 
homa City, is recovering from a black 
eye but not obtained in the usual way. 
He was struck by a golf ball while on 
the course. His golfing companion hooked 
a ball seventy feet to the left in the 
rough where Baker stood to keep a 
eye on the ball, so it wouldn't be lost 

* * * 

Dr. William R. Ward, medical Diree- 
tor of the Mutual Benefit of Newark, 
who is president of the Newark Com- 
munity Chest, announces that a flaming 
torch has been adopted as the perma 
nent insignia of the Chest by the Wel- 
fare Council. 

* * * 

James S. Bayless, Baltimore branch 
manager, Standard Accident, observed 
his fifteenth milestone with the cm 
pany on October 15. He received 4 
fifteen-year service pin as a member 
of the company’s “Ten Year Club. 

* * * 

John L. Schuff, former president 0 
the National Association of Life Under- 
writers, and for many years with the 
Union Central Life in Cincinnati, under- 


went an operation recently at Christ 
Mospital, Cincinnati. His condition § 
reported as favorable. 

* * * 


Harry F. Ogden, president of the Fi 
delity & Guaranty Fire at Baltimore, has 
heen elected a director of the Unite 
States Fidelity & Guaranty, with whic 
company the fire insurer is affiliated. 
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The Late George W. Lillard 
George W. Lillard, who in 1921 found- 
ed the H artford College of 
with his wife, died in Hartford 
week, He lived to see this college and 
its running mate, the Hartford College 


Law 
last 


of Insurance, installed in its new home, 
the ceremonies taking place only a few 
weeks ago, 

Lillard got the idea of the law college 
because he knew that there were many 
young men in Hartford insurance com- 
panies who would welcome the idea of 
studying law at night and could do so 
if there were a law school in the city. 
He sold the idea to the late William 
3roSmith who was general counsel of 
the Travelers Insurance Companies. 


Lillard was secretary of the faculty 
and librarian. From 1919 to 1935 he was 
in the life claims department of the 


Travelers. He was born in Washington, 
Va, and in his early life was a farm 
boy, a mattress factory worker and a 
tapestry weaver. After attending Ran- 
dolph Macon Academy he went to Wash- 
ington, D. C., and at first was a street 
car conductor and then an investigator 
for a chattel mortgage company. He 
became a graduate of Georgetown Law 
School and after selling insurance for 
two years joined the Department of Jus- 
tice and was given charge of important 
investigations in District of Columbia and 
Virginia. 

In 1918 he was transferred to Connecti- 
cut and investigated war activities. He 
leaves a widow, a son, a sister and two 
brothers. Discussing him, Dean E,. G. 
Baird of the Hartford College of Law 
said: 

“Our friend, adviser, inspiring leader, 
George Lillard, is gone. He has stood 
a symbol of what heart and character 
can accomplish. Loved by his students 
and colleagues, a kindly courageous 
fighter, who, in never conceding defeat, 
won our hearts and attained victory. 
May the school he founded and _ the 
students who pass through its portals 
make these qualities their own.” 

x * * 


London Institute to Conduct 


Correspondence Courses 

The Insurance Institute of London, 
which has continued to carry on a num- 
ber of activities during the past 
twelve months, has no intention of aban- 
doning its educational work however se- 
vere the war may become. As attend- 
ance by students at the classes and lec- 
tures will not be so easy to arrange 
during the coming Winter as in normal 
umes, the Institute has decided to inau- 
gurate a series of correspondence courses 
through agreement with the Chartered 
Insurance Institute, which is to hold ex- 
amination in April, 1941. 

As the result of an arrangement with 
the Advisory Council for Adult Educa- 
tion in his Majesty’s forces, the Char- 
tered Institute has undertaken to pro- 
vide facilities for those serving who wish 
‘0 pursue an insurance The 


its 


course, 




















emergency education committee of the 
Insurance Institute of London has been 
anpointed, together with members desig- 
nated by the parent body, as a com- 
mittee of the Chartered Institute to give 
effect to these plans. 

Undoubtedly, the success of British 
insurance in its work at home and abroad 
is dependent on the care exercised with 
underwriting, and this, in turn, depends 
on the qualities of the practitioners. 
Consequently it is recognized that there 
would be a serious gap in equipping 
the younger generation for its special- 
ized tasks if the educational facilities 
were suspended for the duration of the 
war. Hence the decision to conduct cor- 
respondence courses is welcomed. 

x ok Ox 


Letter From Edinburgh 
Insurance Man 


Letters of most human interest being 
received nowadays by insurance men are 
those which come from countries at war. 
One I saw recently was from Edinburgh, 
written to E. A. G, Manton, vice-presi- 
dent American International Underwrit- 
ers, by D. H. Young, foreign fire super- 
intendent, Caledonian Insurance Co. It 
follows in part: 

“Dear Manton: In the ‘Battle of Brit- 
ain’ I have had one or two personal ex- 
neriences arising from it which I thought 
that you might like to know as indicat- 
ing the spirit of the people here. I am 
a member of the Mobile Section of the 
Home Guard and, consequently, move 
about a fairly wide radius near Edin- 
burgh, At one base the whole of the 
men on duty were miners giving up their 
night’s rest and going straight off duty 
with the Guard down into the mine. At 
four o’clock in the morning some young 
lads, and very tough, too, looked at me 
and said: ‘Were you in the last war?’ 
and when I replied in the affirmative they 
begged me to give them some additional 
rifle drill with which request I was 
promptly able to comply. 

“At another station a raid warning was 
given upon which additional men _ not 
actually on duty turned out. One of 
them, quite a type, arrived four minutes 
after the siren commenced and anolo- 
gized for being so long, but explained 
that in addition to having to dress he 
had to fit on an artificial leg. He has 
a white beard and understated his age 
in order to be able to serve. 

“During the raid I asked him some- 
thing about his history. He informed me 
that he had wanted to be a soldier and 
it was curious that he had only been 
able to accomplish his desire at his age 
and during the third major war in which 
Great Britain had been involved during 
his life. He had been rejected for a 
slight foot deformity during the Boer 
War: had one foot severed in Canada 
by a compound fracture, and worked 
through the last war in an aeroplane 
works, but this time he is doing some- 
thing very near military duty and which 
is thought most useful by the govern- 
ment, and I am sure he will do it very 
well. 

“IT came down to London to visit my 


. 


in-laws who live in one of the south- 
western suburbs which have had atten- 
tion of the raiders. The following inci- 
dent struck me as typifying the spirit 
of the people: 

“In the garden of a house which had 
been damaged (all windows being blown 
out along with an adjacent railroad sta- 
tion), was encamped the family. The 
weather was pleasant. A large tempo- 
rary flagpole had been erected and the 
Union Jack was at its head. 

“Shops in London which have been 
damaged frequently clean up and carry 
on business, and the newspaper vendors’ 
handwritten bills are often a scream. 
One I saw recently read: ‘Fifty-seven 
Raiders Down; Rain Stopped Play.’ 

“The Germans, particularly Ribbentrop, 
have been hopelessly off in their study 
of British psychology, It was a blow 
they couldn’t understand when the peo- 
ple did not curl up when the might of 
the German Air Force was launched. 

“D. H. Young.” 


* * * 


Death of Dr. W. R. Vance, Author 
of Insurance Law Books 

Dr. William R. Vance, professor emeri- 
tus at Yale University, who died at the 
age of 70 at his home in New Haven last 
week, was author of Vance on Insurance 
Law, Early History of Insurance Law 
and Cases on Insurance. He served on 
the Yale faculty for twenty years, holding 


the Lines, Sterling, Foster and Garver 
professorships at the Yale Law School 
before retiring in 1938. At other times 


he was dean of the law departments at 
Washington and Lee University and at 
George Washington University. 

A native of Kentucky, he was educated 
at Washington and Lee, where until 1897 
he was an instructor in English. He 
went to George Washington University 
in 1903 and to Yale in 1910. 

Dr. Vance was formerly president of 
the Association of American Law Schools. 
He also headed the commission which 
planned the city charter for Minneapolis. 
In 1912 he went to Minnesota, but re- 
turned to Yale in 1920. 

* * x 
Arnold Denies Government Is Trying 
to Control Advertising 

Thurman W. Arnold, Assistant 
ney General of the United States, who 
has figured prominently in recent anti- 
trust law enforcement proceedings, gave 
his views on the relation of advertising to 
big business practices in a talk which he 
delivered last week in Chicago before the 
Chicago Federated Advertising Club. Hold- 
ing that he favors distribution of goods 
in a free competitive market as thorough- 
Iv as he opposes a restricted system of 
distribution, Mr. Arnold denounced charges 
that the Anti-trust Division of the Depart- 
ment of Justice is opposed to advertising 
and desires to control it. 


Attor- 


In view of Mr. Arnold’s support of vig- 
orous anti-trust enforcement, even during 
the current period of national defense, his 
statements on advertising in his Chicago 
address are of interest and are given here- 
with in part: 

“The Anti-trust Division is not em- 
powered by law to exercise any control 
whatever over advertising, Out of the 
3,000 persons and firms involved in anti- 
trust proceedings there is not, so far as I 
know, a single advertising concern. Nor 
does the Anti-trust Division have any de- 
sire to amend the law so that it could 
control advertising. Of course, there is 
wasteful advertising and efficient adver- 
tising. Some advertising contributes to 
consumer consumption; other advertising 
does not. However, IT am not concerned 
with whether advertising is efficient or in- 
efficient because I know of no test by 
which that can be determined except re- 
sults. Control over advertising would not 
eliminate waste; it would suppress orig- 
inality. I do not have that control under 
the law, but if I had it I would try to 
get rid of it. 

“What the Anti-trust Division attacks is 
the coercive use of organized power. 
Power may be built up in many ways. 
It may be built up by the use of contracts, 
or corporate franchises, or patents, or 
farm cooperatives, or by the use of the 


organized force of labor unions. When 
that power is built up, it is the duty of 
the Anti-trust Division to see that it is 
legitimately used and that it does not be- 
come an instrument for the illegal restraint 
of trade. 

“The commonest example of the use 
of advertising as a weapon to destroy 
competition is found in what is called full- 
line-forcing. It works this way: Suppose 
you are a liquor manufacturer. You spend 
millions advertising White Smoke whis- 
ky until the nation-wide demand is so 
great that every retailer must carry White 
Smoke whisky or lose his customers. There 
is no possible illegality about building up 
a nation-wide demand through advertis- 
ing. On the contrary, that sort of ad- 
vertising may create demand for products 
and thus distribute more goods. This is 
so obvious that it hardly needs to be 
stated. 

“But suppose that after you have creat- 
ed this nation-wide demand you go to the 
retailer and say, ‘You cannot have my 
White Smoke whisky if you carry any 
competitor’s whisky.’ Or suppose you say, 
“You cannot have my White Smoke whis- 
ky unless you carry all my other unad- 
vertised whiskies because I want to hin- 
der my competitor from building up a 
stock in your store.’ This the Anti-trust 
Division calls an unreasonable use of a 
power which has been acquired by a legi- 
timate method. It is this unreasonable 
use that is illegal. 

“Advertising is just one of the means 
of compelling full-line-forcing. In _ the 
movies, block booking is a similar kind 
of thing, but the power is not acquired 
by advertising. In the Pullman case, we 
have attacked contracts which prevent rail- 


roads from buying competing sleeping 
cars. Here the power is built up through 
contract. 


“In the tobacco suit, the Department 
charges that a demand built up by adver- 
tising has been used to coerce competitors, 
jobbers and retailers, to eliminate compe- 
tition, and to deprive the consumer of a 
free market. There is no attack whatever 
upon the advertising of cigarettes or any 
attempt to stop such advertising. 

“I do not believe that the rank and file 
of labor desires to see labor’s collective 
bargaining used to fix prices or to destroy 
ccmpetitors. I do not believe that the 
rank and file of farmers desire to see 
farm cooperatives used for purposes for 
which that power was never granted. Nor 
de I believe that advertisers want to see 
the demand which they built up by their 
originality and their hard work utilized 
iu such a way that it destroys the very 
sources from which advertising comes. 
And therefore I denounce the current rep 
resentations that the Anti-trust Division 
is trying to control advertising as mali- 
cious and unfounded representations which 
strike equally at the objectives of the 
Anti-trust Division and the objectives of 
advertisers themselves. 

“There is no question in my mind that 
inexorable economic law finally breaks a 
socicty so shot through with restraints of 
trade that it cannot distribute the products 
of its energy to consumers. France and 
England have had a lesson in the need 
for enforcement of competition which has 
caused untold suffering by millions. Our 
problem is to stop the disease before it 
gets that far. We have the object lessons 
of these countries before us, and it is my 
belief that with the help of a consumers’ 
movement in which the advertisers of 
America and the Anti-trust Division are 
both interested we can profit by those 
lessons 

“In approaching that task it is essential 
that the enforcement of the anti-trust laws 
be fair and impartial; that it leave out no 
group, whether it be large industry, wheth- 
er it be labor, whether it be a learned 
society of physicians, or whether it be 
farmers. It must have always as its clos- 
est concern that the efficiency of distri- 
bution be passed on to consumers. It must 
concentrate its efforts first upon the dis 
tribution of the necessities of life, such 
as food and housing and fuel and medical 
supplies. It must clean up these situa 
tions one at a time, because practical ac- 
tion can only be taken one thing at a 
time. You can’t get anywhere by taking 
up everything at once.” 













—- 





m= THE EASTERN 











November 1, 1949 








Connecticut Reports 
On Fire Experience 


STATE, NATION-WIDE RESULTS 


Country-Wide Loss Ratio in 1939 Was 
42% While Underwriting Expense 
Ratio Increased to Nearly 51% 


Underwriting experience on the total 
business transacted by all licensed fire 
insurance companies in 1939 did not dif 
fer much from the returns of the pre 
vious year, but investment results dif- 
fered widely, according to figures con 
tained in the annual fire and marine in- 
surance report of the Connecticut In- 
surance Department, a summary of which 
was issued this week by Insurance Com 
missioner John C, Blackall. Three hun- 
dred and one fire and marine companies 
reported to the Connecticut Department 
as of December 31, 1939, four more than 
the number operating in the state and 
reporting for 1938 

Net claims incurred by all licensed 
companies on their total country-wide 
business in 1939 were $342,093,957, com 
pared with $339,608,728 in 1938. Premi- 
ums earned totaled $812,118,894, compared 
with $806,258,707 in 1938. The loss ratio 
of all reporting companies on their total 
business in 1939 was 42.12%, which was 
the identical percentage developed in 
1938. Their underwriting expense ratio 
increased from 49.01% in 1938 to 50.73% 
in 1939. The underwriting profit of all 
companies on their total business was 
$60,381,848 in 1939, compared with $71,- 
289,074 in 1938. 

Interests and Rents Earned 

Gross interest and rents earned by all 
the companies totaled $89,813,651 in 1939, 
compared with $86,022,545 in 1938. Divi 
dends declared by the compaines in 1939 
amounted to $103,982,541, compared with 
$118,417,246 in 1938. These latter figures 
represent dividends paid to policyholders 
as well as stockholders and net remit- 
tances to their home offices by United 
States branches of foreign companies 
The investment gain in surplus in 1939 
was $99,529,052, compared with a gain 
in 1938 of $168,087,257. 

Net claims incurred by the Connecti- 
cut stock fire insurance companies 
throughout the country increased slightly 
from $52,347,178 in 1938 to $52,447,568 in 
1939, while their premiums earned rose 
from $124,837,509 to $125,748,586. Their 
loss ratio on country-wide business in 
1939 was 41.71% compared with 41.93% 
in 1938. Their underwriting expense ra- 
tio in 1939 was 54.21%, compared with 
52.57% in 1938. They made an under- 
writing profit of $4,748,454 in 1939 as 
compared with $6,938,720 in 1938 

Gross interest and rents earned by the 
Connecticut stock fire insurance compa- 
nies amounted to $12,465,895, compared 
with $11,605,431 in 1938, Stockholders’ 
dividends declared by them totaled $9,- 
420,000, compared with $8,300,000 in 1938. 
Their investment gain in surplus was 
$20,522,629 compared with a correspond- 
ing gain of $24,107,684 in 1938. 

Connecticut Claim Ratio 36% 

Net fire insurance claims paid in Con 
necticut in 1939 declined sharply from 
$5,001,617 in 1938 to $3,816,308 in 1939. 
Net premiums written on the same busi- 
ness declined slightly, being $10,814,039 
in 1938 and $10,433,940 in 1939. The per- 
centage of net fire claims paid to net 
premiums written in Connecticut was 
46.25 in 1938 and 36.58 in 1939. These 
percentages do not include any allow- 
ance for acquisition or administrative ex- 
penses. 

Total net claims paid in Connecticut 
in 1939, including fire and allied lines 
written by all licensed companies, were 
5 compared with $8,553,222 in 


$5,761,790, 
1938. Total net premium income in 


| National Board To 
Aid Navy Department 


The National Board of Fire Un- 
derwriters yesterday announced that 
it is establishing an advisory bureau 
on fire protection in the Bureau of 
Yards and Docks of the Navy De- 
partment at Washington. This will 
do work similar to the fire protection 
bureau of the National Board now 
cooperating with the War Depart- 
ment. Heading the new Navy De- 
partment fire protection bureau are 
R. C. Stange and A. F. Ballou, en- 
gineers connected with the New York 
City headquarters of the National 
' Board. 











NEW HAMPSHIRE AGENTS MEET 

Robert S. Perkins of 
was re-elected president of the New 
Hampshire Association of Insurance 
Agents at the annual meeting at Man- 
chester on Wednesday. Other officers 
elected were vice-presidents, Robert M. 
Clarke, Keene; Everett Webster, Peter- 
borough; Von J. McPherson, Claremont; 
national councilor, Robert N. Davis, 
North Conway; secretary - treasurer, 
Stewart Nelson, Concord. The executive 
committee includes George E. Clark, Lis- 
bon, chairman; H. J. Curtis, Derry; A. 
W. Frost, Franklin; Herman H. Davis, 
Nashua; Howard W. Byse, Laconia; 
Kenneth R. Kendall, Rochester; Nor- 
man Jacobs, Berlin. 


Manchester 


1939 from all lines was $14,728,914, com- 
pared with $14,237,929 in 1938 


Shotwell Assistant 
Manager Pacific Dep’t 


PROMOTIONS BY NORTH BRITISH 
Lehman Becomes Secretary Automobile 
Division; Miller Goes to Chicago, 
Nolen to Detroit 
Samuel T, Shotwell, secretary for some 
years in charge of the automobile de- 
partment country-wide, North British & 
Mercantile group, has been appointed 
assistant to A. T. Bailey, manager Pa- 
cific department, effective November 15. 
Through this change Mr. Shotwell is 
advanced to the position of assistant 
manager of the Pacific department for 
the North British & Mercantile and at 
the same time is appointed vice-presi- 
dent of the four associated companies ; 
namely, the Pennsylvania Fire, Common- 
wealth Insurance, Mercantile Insurance 
and the Homeland Insurance Co. He 
will make his headquarters with Mr. 
Bailey in the San Francisco branch of- 
fice at 315 Montgomery Street. Asso- 
ciated with them will be H. H. Osborn, 
assistant manager of the Pacific depart- 

ment for the last several years. 

Mr. Shotwell has had a well rounded 
experience in all phases of automobile, 
fire and inland marine, and this promo- 
tion rounds out twenty-five years of de- 
votion to insurance matters. Through 
extensive travel and attendance at asso- 
ciation meetings in the various states, 
he is well known to and popular among 
local agents the country over. 

Lehman Succeeds Shotwell 

Albert E. Lehman has been called into 
the New York home office and, effective 
November 15, is promoted to secretary 
of the automobile department for the 
entire United States, succeeding Mr. 
Shotwell. Since 1927 he has been con- 
nected with the Chicago office, latterly 
traveling western and central states, with 
the title of superintendent, Chicago au- 
tomobile department, FE. J. Meiners, 
general agent automobile department for 
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SAMUEL T,. 


many years, continues in that capacity 
as right hand man to Mr. Lehman. ~ 

The new superintendent of the Chi- 
cago automobile department is Edgar H. 
Miller, Jr., who was transferred there 
from the New York home office where 
he was connected with the automobile 
department for more than ten years 
He is well fitted through knowledge and 
experience to assume his new duties and 
be of worthwhile assistance to agents in 
solving their automobile problems. 

As of November 1 W. L. Nolen, who 
has been Tennessee state agent for ten 
years, is transferred to the Detroit met- 
ropolitan department as assistant man- 
ager, associated with Manager P. J. 
Moriarty and also with E. F. Cunning- 
ham, who has been assistant manager 
there for many years, Mr. Nolen has 
for fifteen years been engaged in field 
work. During 1940 he served as vice- 
president of the Fire Prevention Asso- 
ciation and Most Loyal Gander of the 
Tennessee Pond, Blue Goose. About a 
week ago he was given a farewell party 
by those organizations and the Fire 
Underwriters Association. 


Appeal Lodged in British 
Scuttled Cargo Cases 


Three test actions which raised the 
question whether insurance offices and 
underwriters are liable to pay on the 
policies of British cargoes seized in em 
emy ports will shortly have a sequel be- 
fore three Lords Justices in the British 
High Court of Apneal. 

These actions were originally heard in 
August by Justice Hilbery, who gave 
judgment for Lloyd’s underwriters 
against the cargo owners and W. W. 
Howard Bros. & Co., timber merchants, 
Forestal Land Timber & Railways ©, 
and Middaws, export merchants. These 
companies had claimed against three 
Lloyd’s underwriters for losses under 
policies of insurance entered into before 
the war. 

Although comparatively small amounts 
were claimed in the action, many other 
similar cases are affected by the judg- 
ment. It has been estimated that about 
£10,000,000 in all is involved. In view 
of the importance of the questions raised, 
the hearing of the appeal has been ex 
pedited. It is probable that the ques 
tions will be carried from the High Court 
of Appeal to the House of Lords for 
final decision, 


NATIONAL ELECTRICAL CODE 

The 1940 National Electrical Code 
(N.B.F.U. Pamphlet No. 70), issued a 
of November, 1940, supersedes the 1937 
edition. The word “standards” has been 
substituted in this new edition for the 
words “regulations” or “requirements 
to avoid confusion of terms and the title 
page bears the imprint “American Stan 
ard, approved August 7, 1940, by Ameri 
can Standards Association.” 
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STERLING OFFICES IN CANADA 
Branch Opened in Toronto With Verner 
R. Willemson in Charge; Arrangement 
Does Not Affect N. Y. Office 
After an absence of several years from 
the Canadian insurance field the London, 
England, insurance firm of Sterling Of- 

fces, Ltd., has returned to Canada. 

The company has just opened up a 
Canadian branch in the Metropolitan 
Building, Toronto. Verner R, Willem- 
son, foreign manager at the head office 
in London, has taken temporary charge 


in Toronto. Concomitant with the an- 


nouncement of the establishment of this 
frm in Toronto is the announcement 
that Sterling Offices of Canada, Ltd., has 
been granted Letters Patent and will 
operate from the same address. 
Re-establishment of this company’s of- 
fces in Canada is for the purpose of 
furthering company services to clients 
in the Dominion, The branch in New 
York City is not affected by this ar- 
rangement. Mr. Willemson is a brother 
of Paul R. Willemson, who is in charge 
at New York, 


SULLIVAN ON FREE ENTERPRISE 


General Brokers’ President Gives Sup- 
port to It in Contrast to Public Owner- 
ship; Incentive Need Stressed 
Free enterprise was supported vigor- 
ously by George F. Sullivan, president, 
General Brokers Association of the Met- 
ropolitan District, New York, in his ad- 
dress at the fifteenth anniversary din- 
ner of that organization October 23. On 

that topic he said 

“Perhaps the most important problem 
with which we are confronted today, 
with the single exception of national 
preparedness, is the controversy which 
can be briefly labelled ‘free private en- 
terprise versus public ownership.’ Much 
has been written and spoken on this 
subject. I do think it important that we 
briefly discuss the fundamentals. Every 
successful movement in the history of 
the world whether spiritual or material- 
istic has as its foundation the hope and 
desire for improvement. This hope and 
desire is known to all of us as incentive. 
Incentive is the motivating force which 
produces sacrifices, arduous labor, as- 
sumption of responsibility and in many 
stances martyrdom. Without it prog- 
ress would be impossible and civilization 
as we know it would deteriorate.” 


Menn Says Commissions of 


Average Agent Are Reasonable 


Disagreement with those who believe 
commissions to agents and brokers are 
too high was expressed by William H. 
Menn of Los Angeles, past-president of 
the National Association of Insurance 
Agents, when speaking before the an- 
nual meeting of the California Associa- 
tion at Los Angeles this week. 

_ ‘The return to the average local agent 
is only a fair and reasonable compensa- 
tion for his efforts,” he said. “In those 
mstances where this condition does not 
obtain, the producers and the companies 
should have sufficient foresight to bring 
about a solution of this problem without 
discussing publicly those things which 
rightly should be discussed between 
those in interest. It behooves every 
agent and every company interested in 
the welfare of this industry to bring 
about a condition wherein the insurance- 
buying public is pleased with the con- 
tracts which it is able to secure, and 
also 1s satisfied with the premium it has 
, Pay and with the services rendered 

y the producers. It is to this end that 

the national body is working.” 


z GEORGE W. BLOCK DIES 
George W. Block, for forty-five years 
an insurance broker in New York City, 





wed = Monday at his home in Brook- 
vived te was 64 years old and is sur- 
ed by his widow. Funeral services 


Were held last €vening at his late resi- 


Paul J. Kennedy Named 
Manager for Halifax 


WILL DIRECT U. S. OPERATIONS 


Company to Write Marine Lines for 
Present and Fire Risks Later; In 
U. S. for Several Years 


Paul J. Kennedy, head of the Paul J. 
Kennedy Agency, Inc., 10 Gold Street, 
New York City and long a well known 
producer, was this appointed 
United States manager of the Halifax 
Insurance Co. For the present the com- 


week 





Photo by Pirie MacDonald 
KENNEDY 


PAUL J. 


pany will practically confine its writings 
to ocean and inland insurance 
but fire and allied lines will be written 
as the company reestablishes its agency 
plant throughout the country. 

Earlier this year the United States 
business of the Halifax was reinsured by 
the Home of New York when United 
States management of the company by 
Chairman Wilfred Kurth and President 
Harold V. Smith of the Home was ter- 
minated. The company then was oper- 
ating in thirty-three states. The rein- 
surance arrangement is not affected by 
Mr. Kennedy’s appointment, 

The Halifax is one of the oldest fire 
insurance companies in North America 
and the oldest in Canada. It has oper- 
ated as a board company in this country 
but has been non-board in Canada. From 
1928 until this year it was represented 
in this country by interests connected 
with the Home. 

Mr. Kennedy, who enjoys an excellent 
reputation as an underwriter, will con- 
tinue his fire insurance agency, which is 
a binding office for the Sun Insurance 
Office, Piedmont Fire and the Insurance 
Co. of the State of Pennsylvania. He 
organized this agency in 1934 after a 
career spent entirely in insurance, al- 
though he was trained as a lawyer. He 
was with Marsh & McLennan for ten 
years, two of which were spent as branch 
office manager at Richmond, Va. 

He was vice-president and secretary 
of the old Public Fire and later was 
manager of the business development de- 
partment of the Continental for two 
years. Mr. Kennedy is a native of St. 
Paul, Minn., where he attended St. 
Thomas College. He also attended the 
University of Minnesota and Catholic 
University at Washington, D. C 


marine 





dence and burial will take place this 
morning at 10:30 o’clock at the Lutheran 
Cemetery, Brooklyn. Mr. Block was 
associated with Clarence E,. Cooper & 
Co., 80 Maiden Lane, and before that 
was connected with Willcox, Peck & 
Hughes and also for some years had his 
own insurance firm. 
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Baltimore Fire Insurance 
Course Starts Next Week 


Registrations are about completed for 
the annual insurance course to be given 
by the Insurance Society of Baltimore, 
of which Frank M. Fossett, of Henry M. 
Warfield-Roloson Co., Inc., is president. 
The registrants will gather on November 
4 in the classroom in the Garrett Build- 
ing for an organization meeting. Formal 
classes will start on November 6 and 
will be held every Wednesday up until 
April. The course is to be known as 
N-1 and replaces parts 1 and 2 of the 
old fire insurance course as provided in 
the syllabus of the Insurance Institute 
of America. In order to take the course 
for a certificate the students must have 
completed the Baltimore society’s course 
in general principles of insurance and 
suretyship, given last year. 

The first of the lectures will be given 
by S. Ralph Warnken and Paul E. 
Keedy. The course will deal with a de- 
scription of the contract, clauses, forms 
and warranties by which the contract 
may be amended, a discussion of col- 
lateral lines and an analysis of loss ad- 
justment. J. Rutledge Clark of the At- 
lantic Mutual, chairman of the general 
educational committee of the society, has 
supervision of the course. The society’s 
fire committee consists of Michael O. 
Dakin, of Henry M. Warfield-Roloson 
Co., Inc.; J. P. Hlavin, of Poor, Bowen, 
3artlett & Kennedy, and W. S. Schenk, 
of Tongue, Brooks & Zimmerman. 


© efe ole 
Civilian Auxiliary 

(Continued from Page 1) 
tees, and other civic and fraternal or- 
ganizations. These men will be quali- 
fied to take care of their own premises 
in case a fire breaks out and an imme- 
diate response is not received to an 
alarm. 

This is classified as public education 
and effective fire prevention work by 
providing an informed group of men in 
every community who can be contacted 
and organized in an emergency to take 
the place of younger men not available 
because of military service or other ac- 
tivity. 

A third group in the civilian auxiliary 
fire system calls for the formation of 
fire brigades in various commercial and 
industrial plants. Certain types of in- 
dustry already have fire fighting organi- 
zations among the employes, but some 
of them could stand improvement in 
training and organization. A letter was 
sent to the major concerns of the city 
and the assistance of the Chamber of 
Commerce was requested in getting con- 
sent to permit officers of the fire de- 
partment to go into various business con- 
cerns and suggest regulations that will 
help to prevent fire, the provision of ex- 
tinguishing agents in convenient places, 
the conducting of fire drills, and in larger 
plants the training of employes in the 
fundamentals of fire fighting on a regu- 
lar program. 

Another step in this plan, made pos- 
sible through assistance of public schools, 
was formation of a teacher-councillor in 
every school building in Boston. The 
teacher-councillor was given a simple in- 
struction at an assembly at the school 
committee headquarters, by means of a 
motion picture and a series of talks. 
Each teacher in turn returned to his 
school building and appointed a student 
fire marshal in each class room to dis- 
tribute and collect literature to have a 
definite place in the fire drills and to 
assist in fire prevention work in the 
building and at home. 

Amateur Radio Cooperation 

Signal systems are being worked out 
with the assistance of amateur radio sta- 
tions. If the fire alarm system should 
break down and communications be cut 
off in Boston, radio operators in sur- 
rounding cities would be utilized so that 
by a prearranged system, communica- 
tions could be established. 

This program is not divorced from the 
local defense program because Fire Com- 
missioner Reilly has been designated by 


Robt. H. Chapman Joins 
American Foreign Ass’n 


SOUTH AMERICAN SUPERVISOR 


Muldoon of Asiatic Division Now in 
U. S.; de Wahrtreu Arrives in 


New York From France 





The American Foreign Insurance As- 
sociation announces the appointment of 


Robert H, Chapman, Jr., as supervisor 
of its 
America. 
foreign 


South 
Mr. Chapman is well known 
having 


operations in northern 


in the insurance field, 





ROBERT H. CHAPMAN, JR. 


spent eighteen years in the insurance 
business in China and the United States. 
He was for a number of years with the 
American’ International Underwriters 
and resigned as vice-president of Amer- 
ican International in September, 1937, to 
actively enter the brokerage business as 
a member of the Commodity Exchange, 
Inc., New York, Mr. Chapman will leave 
for Bogota, Colombia, where he will be 
stationed, toward the end of this month 

Baron Z. M. de Wahrtreu, who for 
many years was marine underwriter of 
the American Foreign Insurance Asso- 
ciation for the Far East and Europe, 
and who since his retirement several 
years ago has continued in an advisory 
capacity, arrived in New York on the 
S.S. Exochorda. Since his retirement 
the baron has resided in Cap d’Antibes, 
France. 3eing a British subject, he 
deemed it advisable to return to the 
United States until the situation in un- 
occupied France is clarified. 

A. G. Muldoon, who has been with 
the A.F.I.A. for eighten years and lately 
was manager of its office in Tientsin, 
China, is now in the United States on 
his vacation. He intends to go to Manila 
to spend some time in assisting E. E 
Elser, Inc., general agents of the A.F.I.A 
for the Philippine Islands, in expanding 
the agency organization of the member 
companies of the association 





PERCY CHUBB FATHER OF SON 

A son was born last week to Mr. and 
Mrs. Percy Chubb of Chester, N. J., at 
the Leroy Sanatorium, New York City 
Mr. Chubb is a partner and marine un- 
derwriter in Chubb & Son of New York 
and is a son of Hendon Chubb, head of 
the organization. 


the mayor as chief of staff of the local 
defense organization. 

The fire department has given atten 
tion to the problem of incendiary bombs, 
having had representatives present at 
tests of explosives actually brought to 
this country from Europe. Consultation 
with National Guard officials worked out 
a plan whereby the fire department 
might be able to render assistance in 
the transportation of anti-aircraft guns 
to certain suburban communities in case 
of need from fire houses in those lo 
calities. The fire department itself has 
been strengthened by the promotion of 
over thirty officers and the appointment 
of fifty men during the past three 


months and more promotions and ap- 
pointments will be made. 
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N. Y. City Pond Holds 
First Fall Meeting 


NEW MEMBERS ARE INDUCTED 


McKeel, Head of Blue Goose Grand 
Nest, Calls for Greater Activity; 
1945 Convention in New York 


The model ritual team of the New 
York City Pond, Blue Goose, which per 
formed so creditably at the recent grand 
nest convention in Philadelphia, induct- 
ed six members into the pond at 
the dinner meeting held last week 
Wednesday at the Newark Athletic Club, 
Newark, N. J. About seventy members 
and guests attended, including four 
grand nest officers and Joseph R. Know- 
lan of Philadelphia, immediate past most 
loyal grand gander. 

Grand nest officers in attendance in- 
cluded Ben S. McKeel of New York, 
most loyal grand gander; Philip M. 
Winchester of Newark, grand keeper of 
the golden goose erg, and Fred L 
sross and S. R. Howard of Newark, 
deputy most loyal grand ganders. New 


new 


members of the pond inducted by the 
ritual team were as follows: 

William F. McLaughlin, appraiser, 
New York City; E. Leonard Sheehey, 


appraiser, Brooklyn; Earl F. Leech, Fire 
Companies’ Adjustment Bureau, New- 
ark; Fred C. Ramm, Jr., Home, New 
York City; Howard A. Slayback, O’Han- 
lon Reports, New York City, and Ru 
dolph A. Blau, Home, Newark. By pe 
tition of flight from the Empire State 
Pond H. L. Woodruffe, Jamaica, L. L., 
was transferred to New York City Pond 

Members of the ritual team included 
Most Loyal Gander Herbert W. Puschel, 
Arthur C. Bachman, William T. Mur 
phy, Charles A. Ross, S. H. Morrison, 
Richard Williams, William F. Ohl, Jr., 
Robert F Moore, Albert Monsanto, 
Fred Hoops, William Rogers and 
Messrs. Winchester and Bross. 


Hear Most Loyal Grand Gander 


Mr. McKeel, making his first appear 
ance at a pond meeting since his elec- 
tion to head of the Blue Goose, urged 
further activity in behalf of the order by 
all members. He called upon ponds to 
sponsor worthwhile and in all 
ways possible to increase their useful- 
He said the grand nest had plans 
for further development of the Blue 
Goose in Eastern states. 

The grand nest meeting of Blue Goose 
in 1945 will be held in New York City, 
at which time Gander Winchester will 
be head of the order. This will be the 
first time a national Blue Goose con- 
vention has come to New York and the 


projects 


ness. 


local pond is starting now to prepare 
in a big way for this gathering. Most 
Loval Gander Puschel announced ap- 


pointment of the following general con- 
vention committee for the 1945 meeting: 
E. C. Niver, New York Board of Fire 


Underwriters; Robert F. Moore, Bos- 
ton; William T. Murphy, Fire Com- 
panies’ Adjustment Bureau; Fred L. 
3ross, Loyalty Group; S. R. Howard, 
North British & Mercantile; David Raf- 
ner, appraiser; R. C. Williams, North 


sritish & Mercantile, and George Sey- 


fried, Marsh & McLennan. This com- 
mittee will select its chairman at an 
meeting. 


early 

E. L. Lewis, Underwriters Salvage Co., 
was presented with his past most loyal 
wanders’ emblem by Grand Keeper Win- 
chester. 


R. E. Cadigan Loss Bureau 
Manager at Pittsburgh 


The Fire Companies’ Adjustment 
Bureau has appointed Robert E. Cadigan 
as manager of the Pittsburgh office and 
district supervisor of western Pennsyl- 
vania, succeeding the late John J. Mc- 
Govern. Mr. Cadigan has been with the 
bureau for twenty-five years and since 
December 1, 1925, has been assistant 
manager at Pittsburgh. He is favorably 
known throughout the territory he will 
supervise. 





Percentage of Fire Losses Paid by 
Mutual Carriers Shows an Increase 


The Business Development Office pre- 
sents figures dealing with the distribu- 
tion of premium income and losses by 
types of carriers for fire and allied lines 
of insurance. Upon reviewing the statis- 
tics, says the B.D.O., it will be observed 
that in 1939 there was no change from 
1938 in the proportion of total premiums 
written by the various types of carriers. 
In spite of the fact that mutual compa- 
nies wrote 12.8% of the total premiums 
during 1939, as they did in 1938, the 
percentage of total which these 
companies paid increased from 10.9% to 
11.7% which is the highest percentage 
of total losses paid by mutual compa- 
nies in any of these five years. 

“Capital stock companies which wrote 
84.2% of total premiums written in 1939,” 
according to the B.D.O. report, “as they 
did in 1938, experienced a decrease in 
the percentage of total losses which they 
paid from 86.1% in 1938 to 85.2% in 1939. 
Capital stock fire insurance companies 
showed an actual increase in premiums 
written in 1939 as compared with 1938 


losses 


JAY S. GLIDDEN DIES 
Manager of Chicago Board of Under- 
writers Was 60 Years Old; Suc- 
ceeded Ernest Palmer in 1933 
Funeral services were held Tuesday 
afternoon in Chicago for Jay Spencer 
Glidden, manager of the Chicago Board 
of Underwriters since 1933, who passed 
away on Sunday at the Presbyterian 
Hospital following an operation which 
he had undergone a week before. Fu- 
neral was in the Graceland Chapel, with 

burial in Graceland Cemetery. 

News of Mr. Glidden’s death came as 
a shock to insurance circles everywhere. 
Few of his most intimate friends knew 
of his illness. 

Mr. Glidden was born at Springfield, 
Ill., September 8, 1880. His father was 
an outstanding fire insurance man in the 
Middle West, serving as manager of the 
Chicago Board from 1894 to 1922, when 
he retired with the title of Manager 
Emeritus. Henry H. Glidden passed 
away in 1929. Jay Glidden attended Ar- 
mour Academy of Sciences, which later 
became known as the Armour Institute 
of Technology, and the Chicago Business 
Law College. He entered the insurance 
business in 1900. From 1904 to 1906 he 
was Chicago special agent for the Citi- 
zens of Missouri. From 1906 to 1908 he 
was manager of the Fort Wayne, Ind., 
branch office of the Indiana Inspection 
Bureau. 

In 1908 he became associated with the 
Chicago Board of Underwriters in its 
rating department. Subsequently he held 
various posts until 1912 when he was 
named assistant manager, serving under 
his father. In 1922, when his father re- 
tired and Ernest Palmer was made man- 
ager, he was reappointed. When Mr. 
Palmer was appointed Illinois State Di- 
rector of Insurance in 1933, Mr. Glid- 
den was made manager, and held that 
office until his death. 

Mr. Glidden lived at Highland Park, 
Ill. He was a lifelong Republican, and 
belonged to the Union League Club and 
the Exmoor Country Club. He is sur- 
vived by his widow, Lola, and a 
Richard Spencer. 


son, 


CINCINNATI SERVICE OFFICE 

Announcement was made at Chicago 
on October 16 by E. D. Lawson, West- 
ern department manager for Fireman’s 
Fund, of the opening of a service office 
at Cincinnati, to be in charge of John 
T. Even, engineer special agent. The 
office is to be in the Frederick Schmidt 
3uilding and will augment the services 
of Special Agent K. J. Hoag, who will 
continue to handle the territory from 
headquarters in Columbus. Mr, Even 
is a graduate of Armour Institute of 
Technology. 


. 


amounting to $49,453,092, or a percent 
age increase from 1938 of 6.5%. Mutual 
companies wrote $6,982,418 more in pre- 
miums in 1939 than they did in 1938, 
or a percentage increase of 6%. 

“The trend of the burning ratio con 
tinued upward during 1939. The rela 
tively slight premium gains by the gen 
eral writing mutuals over the past few 
years were accomplished only at a sac- 
rifice in the mutual loss experience. This 
is clearly indicated by the upward trend 
in the mutual loss ratio during the past 
five years. Further evidence of a sacri 
fice in the mutual loss experience is 
found by a comparison of the mutual 
companies’ position in 1939 and in 1932. 

“One table reveals that while mutual 
companies have increased their percent- 
age of total premiums written by all 
types of carriers by 1.8 percentage points 
in 1939 as compared with 1932, the por- 
tion of total losses which they were 
obliged to pay in 1939 has increased by 
3.3 percentage points in 1939 as compared 
with the percentage of total losses paid 
in 1932, which was 8.4%.” 


WILLIAM L. STEELE DIES AT 81 


Retired Vice-President of Niagara Fire 
Was Long Well Known in Middle 
Western Field 
Funeral services were held last Sun 
day at Grand View, N. Y., for William 
Lowe Steele, retired vice-president of 
the Niagara Fire, who died in a New 
York hospital on October 23 following 
an operation. He was 81 years old and 
had been retired since 1929. Interment 

was at Rose Hill Cemetery, Chicago. 

3orn in Peterboro, N. H., in 1858, Mr. 
Steele, while a boy, moved with his 
parents to Madison, Wis. Educated in 
the public schools and Hinckley Military 
Academy, he became a teacher and an 
accountant. In 1890 he became state 
agent of the Niagara in Wisconsin and 
from 1894 to 1897 was also general agent 
of the Caledonian, which at that time 
was closely affiliated in management 
with the Niagara. 

In 1897 he was appointed assistant 
manager of the Western department of 
the Niagara at Chicago and in 1908 be- 
came manager, succeeding I. S, Black- 
welder. About 1917 the Western depart- 
ment was moved to the home office in 
New York and Mr. Steele was elected a 
vice-president, still retaining supervision 
of the Middle Western territory. He re- 
tired from active service shortly before 
the Niagara became a member of the 
America Fore Group in 1929 and since 
then lived in retirement at Grand View, 
spending much of his time in gardening. 

He served as president of the Union 
for a time, having been elected vice- 
president and succeeding the elected 
president. He was a member of the old 
Fire Underwriters Association of the 
Northwest for many years. After his 
retirement he attended annual meetings 
of the National Board. 





FIELD CLUB TO HEAR GOETZ 

John G. Goetz, managing director of 
the Risk Research Institute, will be the 
guest speaker at the November luncheon 
meeting of the Suburban New York 
Field Club to be held next Monday at 
Block Hall on South William Street, 
New York City. He will speak on “In- 
surance from the Buyers’ Standpoint.” 
Reports will be made at this meeting by 
Committee Chairmen Fred Mersinger, 
Frank Vaughan and Fred Axt. 


UTTER JOINS AMERICAN OF N. J. 


James T. Utter has been added to the 
staff of fieldmen operating out of the 
Rockford, Ill, office of the American 
Group of Newark. He will work with 
G. A. Strasen, state agent in the Wis- 
consin field, and office with him at 20 
Algoma Boulevard, Oshkosh, Wis. 


November 1, 1949 


———_— 


DEFENDS TRUST ACCOUNT LAW 


Canadian Supt. McNairn Says Stricter 
Law for Agents Is Necessary to 
Cut Misuse of Company Funds 
Apparent misuse of company funds 
by agents in Ontario has resulted jn the 
cancellation of some fire and Casualty 
licenses in the province of late. This 
was revealed by Hartley D, McNairn 
K.C., Superintendent of Insurance of 
the Province of Ontario, at the recent 
annual meeting of the Ontario Fire and 
Casualty Insurance Agents’ Association 
which was held in Toronto. Mr, Me. 
Nairn cited this in rebuttal to some 
opposition which has cropped up regard- 
ing recent laws which went into effect 
and which means that in 1941 fire and 
casualty insurance agents in the proy- 
ince must have separate trust accounts 

for all company monies. 

He stressed to the agents the fact 
that Section 293 of the Ontario Ingyr- 
ance Act deems it an offense if no 
trust account is opened by the agent 
next year, this account to be Separate 
from other personal and business ae- 
counts. Part of the act referred to by 
Mr. MeNairn reads that the agent 
or agency is “to hold in trust. such 
premium for the insurer, and if he fails 
to pay the same over to the insurer 
within fifteen days of written demand, 
less his commissions, such failure shall 
be prima facie evidence that he has 
used or applied the said premiums for 
a purpose other than paying the same 
over to the insurer, and that he has been 
guilty of an offense.” 

Considerable opposition to the new 
law was evident at the Ontario agents’ 
convention, especially inasmuch as many 
are of the opinion that added bank 
charges, bookkeeping costs, ete., are apt 
to eat into personal profits. 


British Army Releases 
Firemen to Fight Fires 

sritish soldiers who before the war 
were professional firemen or trained 
members of the Auxiliary Fire Service 
have been granted permission to return 
to civil life to fight air-raid fires. Vol- 
unteers must not be above the rank of 
corporal or in an army fire brigade. 
Men wishing to rejoin fire-fighting serv- 
ices may be drafted to any brigade that 
needs them, and will remain on the 
army reserve, If they leave fire-fighting 
they will be recalled to the army. 

Firemen in the navy or Royal Air 
Force are not allowed to volunteer for 
this work. This decision to release sol- 
diers with fire brigade experience is the 
response of the War Office to the recent 
appeal of the London County Council to 
allow men between 25 and 30 to remain 
in the fire service. Since the raids on 
London intensified. firemen from outside 
have been sent to the metropolitan area 
to get experience and to help the over- 
worked London brigades. 





Bowling League Results 


Last Friday night’s competition in the 
New York Insurance Bowling League 
brought about a three way tie for first 
place when the Travelers came up (0 
share first honors with the Insurance 
Co. of North America and the Aetna 
Life teams, The results of bowling 0 
October 25 are as follows: : 

Northern Assurance won two_ from 
Hanover Fire, Phoenix-Norwich Union 
won two from Chubb & Son, General 
Reinsurance won two from Corroon & 
Reynolds, North America won three 
from Aetna Fire, London & Lancashire 
won two from Appleton & Cox, Travel 
ers won three from Great American, 
Aetna Life won two from Royal-Liver- 
pool Marine and Pearl Assurance wo" 
three from General Accident. | 

High team game, General Reinsurance, 
949; high individual game, Thomas M - 
honey, Aetna Life, 244; high team series, 
North America, 2,698; high  individua 
series, Thomas Mahoney, Aetna Lilt, 


607. 
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N. Y. Department Needs 
Help on Brokers Exams 


HASN’T ENOUGH FUNDS OR STAFF 


Superintendent Pink Tells Marquand 
School Insurance Faculty 
of Problems 


The present situation in the New York 
Insurance Department relative to exami- 
nation of brokers for State licenses was 
discussed at a luncheon given in con- 
with the Marquand School at 
the Central Branch, Y.M.C.A., 55 Han- 
son Place, Brooklyn, on Thursday of 
last week. From the Insurance Depart- 
came Superintendent Louis H. 
Pink, Deputy Superintendent George H. 
Jamison, Joseph L. Lawler, principal ex- 
aminer brokers’ bureau, New York; and 
Carl Typermass of the complaint bureau 
of the department. Messrs. Lawler and 
Typermass are among the associate in- 
structors of the Marquand School. 

Among others present were W. W. 
Ellis, executive secretary of the National 
Association of Insurance Brokers, and 
Arthur C. Goerlich, director of educa- 
tion, Insurance Society of New York, 
who are also associate instructors of 
the Marquand School. The following 
other associate instructors attended: Ar- 
thur F. Greer, secretary, United States 
branch Commercial Union; Morris B. 
Kessler, attorney; Bernard J. McKen- 
na, assistant manager life insurance de- 
partment, Travelers; Paul J. Molnar, 
examiner, New York Insurance Depart- 
ment; Mortimer L. Nathanson, chairman 
legislative committee; Brooklyn Brok- 
ers’ Association; P. George Palmer, su- 
pervising underwriter engineering de- 
partment, Globe Indemnity; Charles A. 
Sanford, underwriter, Aero Insurance 
Underwriters, and Cameron S. Toole, 
assistant manager, Travelers Fire. 

The chief instructor in charge is Her- 
bert J. Pohs, who is an insurance broker 
in the Empire State Building and at 
times has led the Travelers in accident 
and health production. The toastmaster 
of the luncheon was Leonard Calvert, 
director of education, Central Branch, 
Y.M.C.A., 

The Insurance Department is not ade- 
quately staffed for satisfactory conduct 
of the examinations for brokers and 
agents. The job is entirely too big for 
the existing organization. Deputy Su- 
perintendent Jamison is in charge of 
the licenses. Having considerable to do 
with preparation of examination papers 
is Louella Goodrich, and she has four 
women assistants to help mark papers. 
There has been cooperation among com- 
pany representatives and brokers rep- 
resentatives in the digging up of ques- 
tions. 

Superintendent Pink, at the Mar- 
quand School luncheon, said the De- 
partment could not for the time being 
get a sufficient appropriation to handle 
the examination situation adequately; 
furthermore, there is great difficulty in 
finding places to hold classes. He fa- 
vored advisory committees in the in- 
surance business as aids to the Depart- 
ment if the committees will work. He 
told of the difficulty in preparing such 
questions for examinations in so many 
different lines of insurance. The Albany 
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staff found difficulty in getting out to 


visit the various institutions in the in- 
surance business. What the Depart- 
ment wants to do is to be as useful as 
it can to the business. It favors hav- 
ing the New York State Board of Re- 
gents conduct the examinations. “We 
are trying to get an advisory committee 
for each of the four main branches of 


our work—fire, casualty, marine and 
life,” he said. “Each committee should 
be represented and have a chairman 


who will actively cooperate with the 
Department in everything pertaining to 
the examinations.” ; 

Deputy Jamison told of the assistance 
which can be given by the Insurance 
Society and other colleges, schools and 
institutions which give insurance courses. 
He said that brokers and others living 
in New York had an advantage in living 
in this city where there are so many 
insurance experts and so many schools. 
He did hope, however, that some provi- 
sion could be made for instruction of 
residents of other parts of New York 
State where such courses are not at 
present available. 

Herbert J. Pohs, instructor in charge 
of the Marquand School, told of the 
growth of the school. He said it now 
has instructions by fourteen outstanding 
insurance specialists. Classes are held 
at night. The insurance school opened 
in the Fall of 1937 with thirty students. 
All of them wanted to qualify for brok- 
ers’ examinations. In the 1938-39 term 
there were seventy-eight students, and 
for the Fall of 1939-40 there were nine- 
ty-five. The present class contains 110 
students. The students in the present 
class are not only those who want to 
take brokerage examinations, but con- 
sist of representatives of companies, 
agencies and a number were sent over 
by banks to take the course. The stu- 
dents are encouraged to study in groups 
and an interesting development has been 
that some of these groups have been 
meeting in houses of members, follow- 
ing up the instruction they received in 
the classrooms. He also announced a 
new course in risk analysis. 





MALONEY JOINS CURRY AGENCY 

Thomas F. Maloney has joined the 
Tohn F. Curry Agency, Inc., of New 
York City as assistant manager of the 
marine department, effective today. He 
will have charge of settlements. 
Mr. Maloney was formerly secretary of 
the American & Foreign and of the 
United States branch of the British & 
Foreign. A graduate of St. John’s Uni- 
versity School of Law he has been in 
marine insurance since 1918. 


loss 
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WOULD AID DRAFTED BROKERS 


Insurance Brokers’ Ass’n of N. Y. Sug- 
gests Cooperation on Business of 
Those in Service 
The Insurance Brokers’ Association of 
New York, Inc., through its committee 
on professional standards, has issued a 
bulletin to its members concerning brok- 
ers within the draft age answering in- 
quiries with respect to disposition of 
business during the time they may be 
in military service. The Bulletin, simned 
by the committee of which R. FE. Kipp 

is chairman, follows: 

“Brokers within the age limits of 21 
to 35 years have made inquiries regard- 
ing the disposition of their business 
should they be inducted into the military 
or naval services of the United States. 
The Insurance Department has advised 
those who have asked that if they main- 
tain their licenses in force during the 
period they are in service, they may per- 
mit an authorized employe to carry 
on routine matters in their office for the 
purpose of servicing the business which 
they have in force. This would involve 
the issuance and delivery of rene al 
policies, collection of outstanding pre- 
miums and premiums on renewals but 
would not permit the unlicensed employe 
to solicit new business or effectuate con- 
tracts covering new risks. 

“The association has pointed out to the 
Insurance Department that an employe— 
possibly a stenographer—could not give 
proper service, even in the limited way 
outlined, without a rather complete 
knowledge. Insurance brokerage is a 
profession and requires not anly training 
and experience, but a thorough education 
in insurance matters. 

“It would help the whole professionali- 
zation movement if our member-offices 
would make an effort to take care of as 
many of these cases as possible on a 
liberal terms as possible in order that 
the public may be properly served during 
the emergency and thereby stop the 
impression from going abroad that un- 
qualified persons can care for the de- 
tails of insurance for a whole year.” 


NEW JERSEY WOMEN MEET 





Invited to Attend Friendship Dinner in 
New York; R. H. Tillotson Speaks 
on Liability Hazards 

Insurance Women of New Jersey held 
their regular monthly meeting in New- 
ark October 17. President Ada V. Doyle 
introduced Miss Julia Russell, National 
Soard of Fire Underwriters and im- 
mediate past president Insurance Women 
of New York, who extended a personal 
invitation to the New Jersey group to 
attend the New York organization’s an- 
nual friendship dinner November 18 at 
the American Woman’s Club. That 
dinner is sponsored by forty-five pro- 
fessional women’s clubs of New York 
and it is their custom at the affair to 
make an award to the most outstanding 
woman of the year and also give a 
scholarship to some worthy student. 

The guest speaker of the evening was 
R. H. Tillotson, assistant manager com- 
pensation and_ liability department, 
American Surety, who talked on com- 
prehensive liability and the unknown 
hazard. The New Jersey women are 
planning a super-dance at Essex House, 
Newark, December 13. 
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RHODE ISLAND AGENT 


MEET 


Henry E. Davis Re-elected President. 
Regional Vice-Presidents ang ' 
Committee Chairmen 

Henry E. Davis of Providence was re. 
elected president of the Rhode Island 
Association at the annual Meeting last 
week. Officers re-elected, in addition to 
President Davis, were Walter R. John. 
son, vice-president; Earle B. Dane 
treasurer; William A. Lester, secretary: 
Paul A. Colwell, national councillor, aj 
of Providence. 

President Davis reappointed  foy 
regional vice-presidents and appointed 
one new one. Those reappointed were 
John B. Butler of Pawtucket for Po. 
vidence county; Bertram W. Wall oj 
Bristol for Bristol county, Roger Pp. 
Braman of Newport for Newport county; 
Frank E. Nichols of Hope Valley for 
Washington county. The new appointee 
is Howard F. Wheelock of Apponaug for 
Kent county. 

Committee chairmen for the coming 
year are Lawrence F. Vories of Proyi- 
dence, finance; Kip I. Chace of Proyj- 
dence, membership; Joseph G. Henshaw 
of Providence, conference; Walter R. 
Johnson of Providence, legislative ; Carle. 
ton I. Fisher of Providence, education: 
David L. Tuttle of Woonsocket, fire pre- 
vention; John F. Kirby of Woonsocket, 
accident prevention; Rogers E. Trainer 
of Westerly, local boards. 





Three Pennsylvania Local 


Boards Hold Elections 


The Midwest- Pennsylvania Agents 
Association (comprising counties of 
Armstrong, Butler, Clarion, Indiana and 


Jefferson) has re-elected President 
James H. Abrams and Secretary Harri- 
son M. Fines, both of Bulter, and all 
other officers and directors. 
Westmoreland County Association of 
Insurance Agents has re-elected Presi- 
dent Paul H. Hugus of Latrobe and 
Secretary Tom H. Brown of Greens- 
burg and all other officers and directors. 
Harrisburg Association has _ elected 
Fred Bryan president and Harry J. 
Finerfrock, secretary-treasurer to suc- 
ceed Fred R. Leib, 2nd, and Clarence 
M. Thumma, retiring president and sec- 
retary-treasurer respectively. 


Chartered in New York 


Netherlands Agency, Inc., New York 
City, has been chartered by the N. Y. 
Secretary of State with capital of $25, 
000 to engage in the general insurance 
business. Gerard Van Dam, David Van 
Dam, 39 Broadway, William C. Arm 
tage, 110 John Street, New York City, 
are the directors. : 

Segal Baum, Inc., New York City, 
has been chartered at Albany with cap- 
ital of 100 shares non par value stock 
to engage in the general insurance busi- 
ness. Samuel Baum, Mildred Baum, 
728 Hinsdale, Brooklyn, Leopold Segal, 
60 E. 96th St., New York City, are the 
incorporators. : ’ 

Group Associates, Inc., New York 
City, has been chartered at Albany with 
capital of 200 shares non par value stock 
to engage in the general insurance busi- 
ness. Myron J. Kleban, Sidney I. Gar- 
dy, Ida Panzer, 50 East 42nd Street, 
New York City, are directors and sub- 
scribers. 


BOSWELL HEADS LOCAL BOARD 


Robert I. Boswell is the new president 
of the Insurance Exchange of Rich- 
mond, Va., succeeding Frank D. Epps 
who was named vice-president at its an 
nual meeting. Archer L. Richardson 
succeeds himself as secretary-treasuret. 
Fergus A. Goodridge was renamed 
chairman of the membership committee. 
Reports showed that the exchange close 
the year with a total membership ° 
fifty-eight, the highest in the history © 
the organization. Ernest W. Minson 
was chosen chairman of the publicity 
committee. The following new directors 
were chosen: William H. Branch, Rob- 
ert W. Cole, Ralph W. Howe, Theo. 
Kelley and Ernest W. Minson. 
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Warfield President 
Of Maryland Agents 


ANNUAL CONVENTION IS HELD 
Mayor Jackson, of Baltimore, Insurance 
Agent, Scores Excessive Spend- 

ing of U. S. Government 


How national insurance organizations 
erate and assist agents and others in 
their work was told at the fourth an- 
nual convention of the Maryland Asso- 
cation of Insurance Agents, held in 
Raltimore on October 24. The addresses 
dealing with the activities of the na- 
tional bodies were delivered by men 
prominently identified with these asso- 
cations. The election of new officers 
was another feature of the convention. 
Guy T. Warfield, Jr., of the Warfield- 
Dorsey Co., Baltimore, was elected 
president. : ; 

Seven vice-presidents, representing 
their respective regions in the state, were 
elected. Mrs. Laura Baker, Salisbury, 
was named from the first district; J. V. 
Coblentz, Frederick, second district: 
Lawrason Riggs, of J, Baltimore, third 
district; George I. Gardiner, LaPlata, 
fourth district; William B. Dukes, Ken- 
nedyville, fifth district; J. H. Holzshu, 
Cumberland, sixth district, and Charles 
T. Oliver, Aberdeen, seventh district. 


Secretary Scott Re-elected 

William M. Scott, Balti- 
more, was re-elected. However, a new 
treasurer was named. He is Leeds K. 
Billinglea, Westminster. Truman B. 
Cash, Westminster, former treasurer, 
was elected chairman of the board of 
directors. Other directors elected were 
William Belt Townshend Chestertown; 

Ralph G. Bittle, Baltimore; Howard N. 
German, Easton; Presley D. Bowen, 
Baltimore, and S. Denmead Kolb, Salis- 
bury. 

Officials of the Maryland organization 
were elated with the success of the 
convention, which was said to have been 
the largest since the association was 
formed. 

Representatives of national associa- 
tions who had a part in the business 
sessions included F. S. Dauwalter, as- 
sistant general manager of the National 
Board of Fire Underwriters; Harold K. 
Philips, director of publicity, Associa- 
tion of Casualty and Surety Executives; 
Charles J. Haugh, actuary, National 
Bureau of Casualty and Surety Under- 
writers, and David A. North, member 
of the executive committee, National 
Association of Insurance Agents. 
_ Mr. Dauwalter spoke on “A Pioneer 
in Public Service,” Mr. Philips on “Pub- 
lic Service and Public Relations in the 
Casualty and Surety Fields,” Mr. Haugh 
on “What Is the National Bureau ?” and 
Mr. North on “The Spotlight of Public 
Opinion.” 


Hear Jackson and Duffus 


Other speakers on the program were 
Roy A. Duffus, Rochester, N. Y., agent, 
Whose talks have scored heavily and 
whose address at the Baltimore conven- 
tion was no exception, and Mayor How- 
ard W. Jackson, of Baltimore. Mr. 
Duffus spoke on “1941 Streamline Sell- 
ing.” Joseph D. Lazenby, president of 
the association during the last year; 
presided at the convention sessions. 

Mayor Jackson’s talk was of such im- 
Portance that it was given large space 
in the local newspapers. He took a 
definite Stand against the government 
spending more money than it takes in 
and said that this situation, if con- 
tinued, could result only in bankruptcy. 
€ expressed concern as to the trend 
of the times and warned that if social- 
‘sm comes it will be a blow to the in- 
surance business as well as to other 
lines of endeavor, The Mavor said this 
pe mah is tending toward socialism. Mr. 
men ne hiensell a prominent insurance 
hed -unecee membership in the Mary- 
oy \ssociation of Insurance. Agents 
ose spoke to the organization as a 
f 'W-Insurance man and not as the 
“ayor of Baltimore. He said that he 
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did not want his remarks to be con- 
strued as of a political nature, as had 
been the case at another large meeting 
held in Baltimore a few months ago. 

The banquet was the largest in the 
history of the association. Although no 
speeches were made the distinguished 
guests, including John B. Gontrum, 
Maryland Insurance Commissioner, were 
introduced. 


HENRY & ROCKEY MOVE 
The agency conducted in Harrisburg, 
Pa., by Henry & Rockey in Chestnut 
Street has been removed to the firm’s 
ows building at Green and Herr Streets. 


RAILROAD FIRE LOSSES DROP 
Property loss by fire on railroads in 
the United States in the last fifteen 
years has been reduced from a high of 
more than $12,000,000 to about $4,000,- 
000, William F. Hickey of New Haven, 
Conn., chairman of the fire protection 
and insurance section of the association 
of American Railroads, told a group at 
a meeting in Chicago last week. He 
said this reduction has been possible 
through organized activities of the rail- 
roads in combating fires and in con- 


trolling hazards. 


EMPLOYES ASSOCIATION ELECTS 


Chris Schnier, representing the West- 
ern underwriting department, has been 
re-elected chairman of the executive 
committee of the London Assurance Em- 
ployes Association. Other committee 
members include Florence Schultheis, 
Edward Hart, Walter Fackner, Arthur 
Oberglock, Archie Nutt and Edward J 
Moran. 


The Hamilton Fire has been admitted 
to Florida and E. C. Thrall of the Na- 


tional Fire & Marine, Coral Gables, 
Miami, will be general agent for the 
state. 





In any concern whose products or ser- 
vices are vital to our national defense program, 
sabotage is today a very real and serious threat. 
This threat cannot be met effectively unless pro- 
tection measures include appropriate types of 
automatic protection systems. Every establishment 
faced with a sabotage hazard will find A.D.T. Au- 
tomatic Protection Services an effective weapon 
for discouraging and defeating sabotage attempts. 


Aero Automatic Fire Alarm: Detects fire automati- 
cally when it starts, and summons the fire department 


automatically. 


Sprinkler Supervisory and Waterflow Alarm: Elec- 
trically supervises vital parts of the sprinkler system— 
thus, attempts to disable the sprinkler by closing 
valves, etc., are instantly and automatically detected. 


investigation by A 


Also makes the sprinkler an automatic fire alarm, auto- 
matically summoning the fire department the instant 
a sprinkler head opens, or in case of a serious leak. 


Burglar Alarms, including new and improved types 
of Invisible Ray devices, which make it possible to 
“rope off” from intrusion any area, large or small, in- 
side or out, by means of beams of invisible light. 


Watchman’s Central Station Reporting Service: \n- 
sures continuous, orderly and adequate patrols. Failure 
of the watchman to signal on time results in immediate 
.D.T. Central Station guards. Also 
provides the watchman with means for summoning 


appropriate help in any emergency. 


¢ ¢ ¢ 


Descriptive booklets and further information about A.D.T. Ser- 
vices are available upon your request. We shall also be glad to co- 
operate with you, in confidence, and without obligation, in prepar- 
ing specific “sabotage protection recommendations 
clients. Please address A.D.T., 155 Sixth Avenue, Neu 


jor any of your 


York. 


A.D.T. ELECTRIC PROTECTION SERVICES 
Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO. 155 Sixth Avenue, New York, N.Y. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


Vice-President A. C. Wallace of the 
Agricultural was delving into past his- 
tory when I called on him recently. He 
has a searching and penetrating mind 
He presented me with the following fig 
ures on United States fire insurance 
premium production in 1881, taken from 
the Spectator Chart. The figures show 
vividly the growth of volume since that 


time, The figures follow: 

American Companies 
Insurance Co. of N. A.........$3,459,000 
OS ae eae ee eee 2,455,000 
EO eTe ert re 

*Phenix (Brooklyn).... 2,069,000 
Continental 2,041,000 
Hartford 1,792,000 
ee ere nee 1,700,000 
Fire Association... .....ccccerss 1,400,000 
Great American............... 1,159000 
FWatertown Fire............... 1,119,000 


pe ten one 1,033,000 
996,000 


Springfield 
Hanover 


Niagara 737,000 
MTICUNUTAL .occccecscces 657,000 
Providence Washington. 605 000 
Fireman's Fund......... 601,000 

be awlaae 596,000 


Connecticut 


ACCOUNTANTS HEAR HACKETT 


Notes Prevention Trend in Insurance; 
Sees American Companies Eventually 
Outstripping Lloyd's 
Robert G. Hackett said in an address 
to the Delaware Accountants Associa- 
tion that the trend in insurance today is 
prevention of loss rather than adjust- 
ment of compensation. He is vice-presi- 


dent of J. A. Montgomery, Inc., insur- 
ance agents, Wilmington, and has charge 
of casualty matters. His subject was 
“History of Insurance and Its Current 
Trends.” 

Mr. Hackett spoke of the growth of 
casualty insurance in comparison with 


that of other classes. He told of his 
visits to Lloyd’s, London, and explained 
its method of operation, emphasizing that 
the United States is holding $70,000,000, 
of Lloyd’s money in New York to satisfy 
claims in this country if Lloyd’s should 
collapse. Despite these measures Amer- 
ican companies may soon outstrip Lloyd's 
in handling special insurance, notably the 
unusual risk policies that have made 
J lovd’s coverages famous, Mr. Hackett 
declared. 


CHICAGO BOARD DIRECTORS 

Two directors of the Chicago Board of 
Underwriters were elected to fill vacan- 
cies in addition to the regular panel of 
three at the quarterly meeting held last 
week. Elected to fill vacancies were 
Frank J. Huelsman of Sevick & Huels- 
man, agents for the Pearl, who takes the 
place of John Gardner who recently en 
tered the military service, and Charles 
H. Tillman of L. A. Rose & Co, who 
was elected to succeed Abran O. Stekoll 
of the same office. The regular panel of 
three who were elected were Merlin C. 
Aleshire of Parker-Aleshire & Co.;: C 
W. Weise of A. W. Shaw & Co., and 
C. Claussen of C. Claussen & Co. 


SEEK BASKETBALL OPPONENTS 


The London Assurance basketball 
team, now making plans for its third 
campaign, is anxious to book games with 
teams having a home court. George 
Bayer is acting manager of the London 
quintet. Headquarters are at 99 John 
Street, New York City. 

















Boston Se eek ee 580,000 
Westchester aerate orers 559,000 
EP tay ca wayne ce acre 195,000 
National a 341,000 
Se MIN. inno .ns canceoe eon 325,000 
New Hampshire............ 259,000 
Security 250,000 
American 211,000 
* Phenix—now Fidelity-Phenix. 

+ Watertown Fire—boucht by Sun In- 


surance Co. 
Foreign Companies 
- $1,885,000 
1,829 000 
1,359,000 


Royal 
EAVEEPOO! 2.50 ccescs 
Commercial Union.. 


Queen ren ree 1,252,000 
North British 1,067,000 
Lancaster sSunacein date 971,000 
London & Lancashire 853,000 
a Pee rene 798,000 
London Assurance... 756,000 
Phoenix as a 708,000 
Hamburg- Bremen 594 000 
Northern ee $95,000 
Norwich Union.... $41,000 


North British Group Field 
Changes in Tenn. and Kv. 
In a short time W. L. Nolen, North 

British & Mercantile state agent for 

Tennessee for the past ten years, will 

be transferred to a responsible position 

in another field. To succeed him, ef- 
fective October 1, M. Egbert is 
appointed as state agent for the group 
with headquarters in the Stahlman 

Building, Nashville. A further announce- 

ment concerning Mr. Nolen will be made 

at a later date. 
Ir. Egbert has had a broad insurance 


Scottish 327 00) 


George 


experience in company office and field 
work and is thoroughly familiar with 
the Tennessee field, in which he has 


traveled during the past years. 

Effective the same date Curtis R. Bris- 
tol was appointed as inspector in Ken- 
tucky to assist State Agent J. C. Gallo- 
way. His headquarters will be with Mr. 
Galloway in the Starks Building, Louis- 
ville. Mr. Bristol’s experience, especially 
that with the actuarial bureau, will en- 
able him to be of considerable help to 
the agents of the group in developing 
business. 


ONTARIO ARSON LOSSES DROP 

Frequency of incendiary fires shows 
a large decline in Ontario as compared 
with last year and preceding years. So 
far in 1940 there have been only about 
two-thirds the number of cases of arson 
and allied fire crimes compared with the 
average year. 


EACESS COVERS 







“Nearest Everything: 
oTeL ADELPHI 


CHESTNUT AT THIRTEENTH STREET 
PHILADELPHIA 
ROOMS NOW $3.50 UP 


4 Four air-conditioned restaurants 
Ad Banquet facilities-Sample rooms 
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A. K. PHILLIPS RESIGNS 


Retires as Secretary of Potomac After 
Long Service; Succeeded by His 
Son, Douglas R. Phillips 

Alexander K. Phillips, who has been 
secretary of the Potomac since 1904, has 
retired and been succeeded by his son, 
Douglas R. Phillips. In 1897 the elder 
Mr. Phillips became assistant secretary 
of the Lincoln Fire of Wash‘ngton and 
two years later took a similar position 
with the Potomac when the two com 
panies were merged. He will continue 
as a director of the company and 
continue to serve as president of the firm 
of Alexander Kk. Phillips, Ine., estab 
lished in 1888. 

Douglas R. Phillips gained his early 
insurance experience with Crum & For- 
ster in New York and was later with 
the Southern office at Atlanta. Return- 
ing to Washington he joined the Poto- 
mac, which is affiliated with the General 
Accident. In 1937 and 1938 he was 
chairman of the board of governors of 
the Underwriters’ Association of the Dis- 
trict of Columbia and is now president 
of the Insurance Club of Washington. 


also 


DELAWARE STATE INSURANCE 
All state propertv insurance should 
be under the jurisdiction of the State 
Insurance Commissioner, it was the con 
sensus of representatives of state agen- 
cies at a conference on insurance prob- 
lems with Desmond A. Lyons, account- 
ant for the Permanent Budget Commis- 
sion, at Dover, Del., recently. The 
conference was attended by thirty-three 
representatives of twenty-three state de- 
partments, institutions and snecial school 
districts. Mr. Lyons pointed out that 
at the present time the State Insurance 
Commissioner does not exercise control 
over all fire and windstorm insurance, 
the exceptions beine the State Highway 
Denartment, the State Board of Edu- 
cation and the special school districts. 
PORT ORANGE AGENT RETIRES 
J. B. Case of Port Orange, Fla., re- 
tired this month at the age of 83 after 
being a fire insurance agent for twenty- 


seven years. A native of Flemington 
N. J., he has been a resident of Port 
Orange since 1885. His insurance busi- 


ness has been taken over by the Free- 
man Insurance Agency, one of the old- 
est in Daytona Beach. For many years 
Mr. Case was enraged in raising bees 
and honey and shipped bees to man 
—_ of the world, including the Far 
cast. 


REINSURANCE 





EXCESS UNDERWRITERS, Inc. 


JOSEPH P. GIBSON, Jr. 
PRESIDENT 


MORTIMER D. PIER 
SECRETARY 


Telephone: BEekman 3-1170 


90 John Street 


New York, N. Y. 








Joins New York Branch 
Of Rhode Island Ins. Co, 





~ 


EDWARD T. 


GLATZMAYER 


Kdward T. Glatzmayer joined the 


Khode Island Insurance Co. on Novem- 


ber 1 as brokerage representative in its 


New York branch office at 80 John 
Street. Previously Mr. Glatzmayer has 
been connected with the Globe & Rut- 


gers and the Travelers Fire and his en- 
tire insurance career, which dates back 
to 1919, has been spent in the William 
Street He has a good follow- 


ing in the agency and brokerage circles 


district. 


of Greater New York. 

Mr. Glatzmayer is now rounding out 
a successful year as commander of In- 
surance Post No. 1081 of the American 
Legion and will be chief host at its an- 
nual Armistice Ball next Monday eve- 


rh 
ning. He has been actively identified 
with this post’s affairs since its organ 
zation eight years ago. 


Fire Rate Reductions in 
Two Canadian Provinces 


According to a bulletin issued by Ass0- 
ciated Underwriters, there has been 
adopted a new schedule for rating apatt- 
ment houses in specifically rated locali- 
ties in the province of Quebec. It 1s 
further stated that all rates in force 
prior to May, 1940, have been cancelled. 
The bulletin requests agents to get m 
touch with the Canadian Underwriters 
Association before placing or renewing 
policies on apartment houses in_ these 
places as the application of the schedule 
means a reduction of rates, although 
all may not be affected thusly. | 

The association at the same time fe 
veals a substantial lowering in rates for 
residential stores in the province of On- 
trio. Agents are being advised to make 
application to the association for a new 


rate before renewing any policy in o 
case of places having specifi -— 
where the rates are published for eae 


risk. 
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Agents C: 2 Benefit by 
Writing Farm Risks 


wALINDER SEES GOOD FUTURE 


Finds Important Link Between Rural 
and City Business; Agents Help- 
ing to Improve Experience 
p. R. Walinder believes that the farm 
writing agent does have a bright future 
nd that there are direct as well as in- 
jirect benefits to be derived from devot- 
ing careful attention to that class. Mr. 
Walinder is assistant manager, farm and 
ail department, America Fore com- 
yanies. In an address to the Ohio 
Association of Insurance Agents in 


Cleveland recently he said that all 
agents, except those in large cities, 
should write farms. The indirect bene- 


fits referred to come about through real- 
vation that there is a close relationship 
between the farmer and town business. 
Much future business is tied up with 
the writing of farms. 

Mr. Walinder demonstrated that the 
farmer who retires and settles in some 
town often is placed on a school board 
or town council and has something to 
say about the placing of insurance. If 
he has been in the habit of buying 
mutual insurance, and likes it, he is 
likely to advocate it for town property. 
That is one reason why, as has been 
said by others, stock companies must 
write farms whether they wish to or 


not. 
Another argument advanced by Mr. 
Walinder was that many farm boys 


eventually get into business in cities and 
towns and become buyers of insurance 


there. Cultivating those boys through 
their fathers should bring worthwhile 
rewards. 


Agents Are Helping 
The companies and the agents are 
supposed to work together and not 
against each other. Many of the com- 
panies have given up the farm battle be- 


cause Of high loss ratios. But, said 
Mr. Walinder, “some companies stayed 
in the battle, consolidated their posi- 


tion, and are slowly but surely turning 
the tide in their favor. 

“In carrying on the struggle the com- 
panies have given the agents certain 
instructions and the agents have been 
carrying them out faithfully, as is at- 
tested by the improved experience. Of 
all the instructions given the one re- 
wiring that conservative underwriting 
practices be followed is perhaps the 
most important. The utility value as 
well as the replacement value of a farm 
uilding must be considered. The com- 
pames cannot afford to have each risk 
inspected by a fieldman. The companies 
lave no maps to go by, only the appli- 
‘ation, and consequently they must have 
confidence in their agents. 

“Nowadays both companies and agents 
must guard against sabotage and fifth 
cllumn activities. We are convinced 
that the agents today are more fire pre- 
vention minded than they have been in 
the past. It is more important that an 
agent be fire conscious to a higher de- 
tee when writing a farm risk than 
vhen Writing a town risk. 

‘Agents are now less timid about mak- 
ng recommendations and suggestions 
0a farmer for improvement of his risk 
and are more inclined to consider that as 
part of the service they are expected to 
turnish, _As a result the farm business 
‘48 profited and untold good is being 
done for the farmers. We hope that you 
‘gents can educate the farmers to do less 
‘their threshing in and about the barns. 

Farm rates are based on an average 
risk including personal property as well 
® buildings. The proper spread re- 
quires that personal property be insured 
Swell. The practice of writing amounts 
“" personal property lower than those 
lstified by the value and also. the 
‘mount written on live stock if not suf- 
‘dent to cover the amount required by 
ood underwriting standards, even to 
roche tition, weakens the farm 
the — ged penalty is exacted from 
A er who is willing to have his 

ance written as it should be written. 





Failure to write the proper amounts of 
cover is just another form of sabotage. 

“With you agents seeking new sources 
of commission and the companies seek- 
ing new sources of income, it is but 
natural that the farm business should 
be further developed and that more and 
more of the companies will be willing to 
write the class even though they may 
be slow in actually secking it. We are 
confident that as time goes on the agents 
will place more value upon the worth 
of the farm business as a whole than 
they will upon the commission involved 
m some accommodation line. 

“To complete the picture it is neces- 
sary to consider hail insurance on grow- 
ing crops. In many of the central West- 


ern states almost every farmer carries 
hail insurance. Hail insurance is on the 
increase. It is a matter of educating 


the farmer and the job belongs to the 
local agents. We expect the day is not 
far distant when hail insurance will be 
carried just as generally as windstorm 
insurance.” 
TO HANDLE SUN ADVERTISING 
Harry A. Berk, Inc., has been ap- 
pointed to direct the advertising of the 
Sun Insurance Office and its sub- 
sidiaries, the Sun Indemnity of New 
York, Patriotic of America and the Sun 
Underwriters. 





HURRICANE SUIT D 


ECIDED 


Home Not Liable, Court Upholding Ex- 
clusion Clause Contained in Extended 
Cover Form No. 3 


\ jury in the Supreme Court of New 
York held that the 
Lily Tulip Cup Corp. was not entitled to 


County last week 


a verdict against the Home of New York 
for damaye of $316,249 arising from the 
hurricane of September 21, 1938. The 
plaintiffs plant at College Point, N. Y., 
was damaged by flood waters. The com- 
pany carried cyclone, tornado and hurri- 


cane insurance under the provisions of 
the extended cover form No. 3. This 
form excluded “loss or damage caused 


directly or indirectly by cloudburst, tidal 
wave, high water or overflow whether 
driven by rain or not.” 

The Home contended that the loss had 
been sustained as a result of a tidal wave 
in the wake of a hurricane, and that this 
was directly within the exclusion clause 
and that therefore there was no liability. 
The plaintiff contended that the body of 
water which had risen out of the bay at 
the time was a storm wave and not a 
tidal wave, and that therefore the plain- 
tiff was covered by the policy because 
the hurricane had been the proximate 
cause of the storm wave. 

The defendant established the fact that 
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the term “tidal wave” had, since 1927 at 
least, been accepted as a term describing 
the sudden elevation of sea level rising 
as the result of a hurricane traveling 
with the hurricane, and inundating shore 
lands, It was pointed out that while in 
this respect it might be regarded as a 
misnomer, it has become so embedded 
in the English language as to be definite- 
ly identified with the sudden rise of the 
sea due to meteorological and not gravi- 
tational cause. Thus the contention that 
a tidal wave had occurred was upheld. 


MEETING FIREBUG SABOTAGE 
Fire chiefs of Indiana have asked the 
defense com- 
operate under the state fire 
marshal. Such a committee would work 
against firebug sabotage. Because of 
rapidly expanding national defense man- 
ufacturing there are greater fire hazards. 
It would be the duty of this committee 
to establish more rigid inspection of 
danger spots. More than 2,000 firemen 
of the state have just concluded a course 
at Purdue University sponsored by the 
university, the Indiana Inspection 
Bureau and the state fire marshal, in 
which the men were instructed con- 
cerning sabotage and industrial pro- 
tection. 


establishment of a state 


mittee to 
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JOSEPH A. REID DIES 





Assistant Secretary of New York Un- 
derwriters Was in Charge of Auto 
and Inland Marine Depts. 

Joseph A. Reid assistant secretary of 
the New York Underwriters Insurance 
Co., died Monday in Memorial Hospital, 
New York City, after a long illness. 
He had been away from the office for 
about fifteen months and over a year 
ago underwent an operation for cancer 
of the throat. Mr. Reid is survived by 
his widow, and a son Joseph A. Reid, Jr., 
who is connected with the Home of 
New York. 

Mr. Reid was born in Philadelphia in 
November, 1888, and as a young man 
went with the Philadelphia office of the 
Royal. Later he served with the In- 
surance Co. of the State of Pennsylvania 
for over eight years. In 1918 he joined 
the New York Underwriters and organ- 
ized the automobile insurance depart- 
ment, which he managed. He also was 
head of the inland marine department. 
In February, 1936, he was elected an 
assistant secretary of the company. Mr. 
Reid had many friends in insurance and 
was a frequent attendant at insurance 
agents’ conventions. 


ILLINOIS AGENTS RE-ELECT GIFT 





Jennings Continues As Chairman of 
Board; Directors and Regional 
Vice-Presidents Elected 
Lyle H. Gift, of Peoria, Ill., was re- 
elected president of the Illinois Associa- 
tion of Insurance Agents at the forty- 
first annual convention held at Rock- 
ford last week. Other officers re-elected 
were William H. Jennings, Jr., of Rock- 
ford, chairman of the board; Mrs. 
Lillian L. Herring, Chicago, executive 
secretary; D. V. Moody, Elgin, treas- 
urer, and Alvin S. Keyes, Springfield, 

national councillor. 

Dudley F. Giberson of Alton declined 
re-election as executive vice-president 
because of pressure of business matters. 
The convention gave authority to the 
board of directors to fill that office. 

Directors and the committees which 
they will head during the ensuing year are 
Ray A. Bastian, Hinckley, rural agents; 
Robert A. Ayers, Hinsdale, casualty and 
surety; W. P. Brown, Peoria, fire pre- 
vention; Wade Fetzer Jr., Chicago, pub- 
licity and education; P. P. Monier, 
Champaign, grievances; J. B. Oakleaf, 
Moline, automobile; Frank Smith, Ur- 
bana, legislative, and Max G. Ziebold, 
East St. Louis, forms. 

Regional vice-presidents were elected 
to conform to the new zoning of the 
state. They are Samuel A. Rothermel, 
Chicago; Merle A. Read, Joliet; James 
Zz Jeattie, Rockford; Mongomery 
Nicholson, Decatur; Glenn E. Menden- 
hall, Peoria; N. M. Winters, Quincy; 
L. E. Morris, Collinsville, and J. Will 
Howell, West Frankfort. 

Registration of more than 650 brought 
attendance to one of the largest in asso- 
ciation history. 


VIRGINIA AGENTS MEET 

The second educational meeting staged 
by the Virginia Association of Insurance 
Agents this Fall was held this week in 
Lynchburg with more than 100 agents 
in attendance from the Lynchburg area. 
H. W. Melville, marine department, 
American of Newark, made a talk on 
“Where Do We Find Inland Marine 
Business?” Other speakers were Ralph 
W. Bugli, advertising manager, London 
Assurance, New York; Courtenay W. 
Harris, fire rate clerk, Virginia Depart- 
ment; Oscar H. West, manager of the 
Virginia association. 








DOUGLAS WHERRY DIES 

Douglas Wherry, well known in Rich- 
mond, Va., local agency circles, died last 
week following an extended illness. For 
some years he had been associated with 
the Davenport Insurance Corporation. 
Previously he was with the local de- 
partment of the Virginia Fire & Marine. 
His father, the late B. C. Wherry, oper- 
ated a local agency in Richmond for 
many years. 




















“Move that frame addition and 


you'll reduce your insurance costs~ 


is the headline of this month’s North America 
national advertising, based on the case history 


of a brick building having a small frame addi- 


tion. 


The advertisement points out that, “because 


the two buildings were communicating, the 


otherwise greater safety of the brick building 


was impaired by the greater fire hazard pres- 


ent in the frame building.” Moving the frame 
structure, on the White Fireman’s advice, 


brought the owner a lower insurance rating. 


Each North 


America message reminds the 


reader that helpful service of the White Fire- 
man is available through North America 


Agents. 


See our full-page advertisement in 
the November 4th issue of Life. 


Insurance Company of 


North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 


Capital 
$12,000,000 


Founded 1792 


Losses paid since organization 
over $447,000,000 
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PITTSBURGH CLUB ELEcTs 





Frank A. Meisel of North British 
President; Schmidt and Zwinggi 
Vice-Presidents 

New officers of the Insurance Club 
of Pittsburgh elected October 28 jn th 
Keystone Hotel are Krank <A, Meise 
North British Group, president; H W 
Schmidt, H. W. Schmidt Co., and Wi. 
liam J. Zwinggi, Logue Brothers, Vice. 
presidents; Earl E. Gangewere, Amer. 
ican Casualty, secretary, and J. F, Q'Cop, 
nor, kkmployers’ Liability, treasurer. 

The following were elected directors. 
C. H. Alexander, McCandless, Colling. 
wood & Alexander; H. B. Ellis, Hooye 
& Diggs Co.; W. Kaye Estep, Alleghan; 
Division, Middle Department Reatiny 
Association; J. W. Hubbard, Keyston 
Adjustnent: Corp.; R. H. Ladiey, (op. 
tinental Casualty; T. P. Lowry, Tene. 
Lowry Co.; KE. W. Murphy, A, L, Py. 
terson Agency; Jet Parker, America, 
Automobile an-l P.M. Simmicrman, Ney 
Amsterdam. 

Mr. Meisel, who is president also of 
the Smoke & Cinder Club of Wester 
Pennsylvania came to Pittsburgh in 19% 
with the Middle Department Rating As. 
sociation, then known as_ the Under. 
writers Association. Before that he Was 
with the association in the DuBois (Pa) 
district. He became associated with the 
rating association in 1923, and prior t 
that was with the Standard Oil Co, of 
Pennsylvania and later with the Pennsy- 
vania Railroad. He left the Middle De. 
partment Rating Association in 1930 
become special agent for the North 
British Group, which position he still 
holds. 


Pittsburgh School Opens 

The insurance school sponsored by 
the Insurance Club of Pittsburgh and 
other insurance organizations will begin 
this month at a downtown location t 
be designated later, it was announced 
by Henry S. Bepler, chairman of the 
joint committee in charge. Registration 
will be held at the Insurance Club 
Headquarters November 12, 13 and 15 
from 10 a.m. to 4 p.m. and November 
14 from 10 a.m. to 9 p.m. — Classes will 
be held Monday and Thursday evenings. 
All lines except life will be taught 
This will be the first time in five years 
the school will be held without the co- 
operation of the Board of Public Edu 
cation. 
BLUE GOOSE TO AID RED CROSS 

The Blue Goose is going to help the 
Canadian Red Cross. It is expected that 
Canadian members of the Blue Goose 
will contribute through their local ponds 
Every gander in the Ontario pond wil 
be asked to donate to the Red Cross 
ambulance fund, and it is being sug 
gested one day’s pay be the minimum 
Grand Supervisor Cliff Malcolm pro 
posed this idea and will have a_com- 
mittee appointed to put it into effect. 
FIRE MEN HEAR SURETY TALK 

Superintendent of Bonding LE 
Hed, Los Angeles office, Fidelity & Cas- 
ualty, was guest speaker at meeting 0! 
the Southern California Fire Under- 
writers Association at Santa Monica 0M 
October 14. He gave the fire men som 
interesting facts on surety matters. 
Assistant Secretary Roy O. Elmore 0! 
the Pacific National Fire and Vincent 5 
Kerans of Corroon & Reynolds wert 
the other speakers, talking largely ™ 
B. D. O. activities. 


AT FORT LEWIS FOR YEAR 

Col. Perrin C. Cothran, vice-president 
of Phoenix of Hartford Group, 4" 
Frank Beazley of the Pacific Coast De 
partment, last week visited Lieut. ol. 
George C. Dutton, special agent for the 
group in Oregon, who has been calle 
to Fort Lewis. He has been granted @ 
year’s leave of absence. 


John C. Litt & Co. Inc., New York 
insurance brokers, have elected Frederick 
A. Marsh as a vice-president. He has 
been connected with various brokerag 
houses in New York. 
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Bugli Says Public Relations Moves 
Must Combat Destructive Thinking 


The time has come when free indus- 
tries as well as free nations must con- 
script the best that is in them in order 
and self- 
advertising 


to preserve their integrity 
' 

respect, Ralph W. 

manager London Assurance Group, told 


Bugli, 


northern Virginia agents: attending a 
one-day “baby convention” at Winches- 
ter, Va., last week. ; 

Discussing the need for a_ soundly 
conceived public relations program in the 
capital stock imsurance industry, Mr. 
jugli declared that agents and company 
men alike were faced with the necessity 
for combating “three distinct types of 
destructive thinking.” 

“First,” he said, “there’s the type of 
thinking which, more through ignorance 
than through sheer malice, broadcasts 
the suggestion that company men do not 
render enough service to justify their 
salaries and that local agents do not 
serve well enough to justify their com- 
missions, 

“Second is the type of thinking which 
insinuates, without substantial proof, that 
the best economic society is the society 
without profits, a society in which the 
elimination of all middlemen, local in 
surance retailers included, would be not 
only desirable but imperative. 

“Third, there’s the type of thinking, 
gaining broad acceptance in certain quar- 
ters, which suggests that the insurance 
needs of the nation can best be served 
by putting the entire industry under 
rigid Federal control, 

“By improving our service, by telling 
our story to the millions of Mr. John 
Q. Publics throughout the nation and by 
streamlining many of our old-fashioned 
unprofitable ways of doing business, we 
shall be able to win the complete, un- 
grudging respect of those who trust us 
with their premium dollars.” 

Justifying the criticisms which he said 
company officials occasionally make con- 
cerning the American Agency System, 
Mr. Bugli reminded his hearers that lo- 
cal agents “have infinitely more frequent 
—and more important—opportunities to 
make good or bad impressions on the 
public. In a very large measure,” he 
pointed out, “the public judges the en- 
tire property insurance industry by what 
it knows of the American Agency Sys- 
tem. It’s an inspiring thought but one 
that requires the assumption of definite 
responsibilities.” 

Young Men Large Potential Premium 

Markets 

The average American agent is neg- 
lecting one of his greatest potential pre- 
mum markets when he fails to solicit 
the business of clients in the lower age 
brackets, Mr. Bugli told agents and field- 
men attending a one-day meeting of 
central Virginia insurance men at Lynch- 
burg this week, He was one of several 
featured speakers at the second regional 
baby convention” staged this Fall by the 
Virginia Association of Insurance Agents. 
His topic was “Business Begins With 
Responsibility.” 

“Insurance producers may be making a 
serious mistake when they concentrate 
too seriously on today’s prospects instead 
of giving some consideration to the pros- 
pect of tomorrow,” Bugli declared. “We 
must not forget that, in most American 
communities, the best chance for success 
lies in having a good spread of business 
‘rom a large number of clients. If we 
fevote too much attention to our elderly 
Prospects, forgetting the young men who 
are getting a start in life as property 
Owners and who show promise of being 
our best prospects ten years from now, 
Wwe may be neglecting the very people 
who can be the financial and economic 
salvation of the American Agency Sys- 

n. 


47% of People Under 25 Years of Age 
@ Based on the latest complete census, 
/% of the American people lie in the 
age bracket below 25 and we can gener- 


ally disregard them as prospects for in- 
surance. The group we are most likely 
to consider our best prospects lie in the 
bracket between 25 and 55; they com- 
prise 39% of the population. But of this 
group totaling approximately 50,000,000 
persons, nearly 40% are under 35 years 


of age. And yet it’s a safe bet that 
very, very few local agents can claim 
that 40% of the clients on their books 


are under 35 years old, A numerically 
substantial portion of the market for in- 
creased premium income is being neg- 
lected. 

“This suggests two unpleasant condi- 
tions. First, that inadequate efforts are 
being made to replace clients who yield 
to the inevitability of mortality tables 
or whose property holdings decrease 
when they no longer take an active part 
in business affairs; second, that by fail- 
ing to acquaint young men with the 
functions and purposes of insurance, we 
are neglecting the business and _ political 
leaders of tomorrow who may well be 
able to decide the fate of the capital 
stock insurance industry as buyers of 


MIDYETTE ASKS FOR UNITY 


Companies and Agents Must Unite to 
Provide Sound and Economical 
Service He Says -in Illinois 
When insurance goes before the public 
to sell its product it must do so as a 
unit, with companies and agents uniting 
to provide the soundest and most eco- 
nomical service of which the industry 
is capable, said President Payne H. 
Midyette of the National Association 
of Insurance Agents when addressing 
the Illinois agents’ convention at Rock- 
ford, Ill., this week. To achieve that 
unity, he said, agents and companies 
must work consistently together, with 
mutual cordiality, respect and confidence. 
“When I say now that there are too 
many agents in this country I say so 
with the hope that I be not misunder- 
stood,” said Mr. Midyette. “I say so in 
the sense that I, and I know you, would 


insurance or as creators of state and 
national legislation. 

“The young business men of today may 
not represent much premium income to 
you in 1940 but ten years hence he may 
not only be a major prospect for pro- 
tection but also a group leader whose 
attitudes toward the American Agency 
System can determine whether or not it 
is to survive in its present form.” 


much prefer to compete with capable, 
efficient and qualified agents than with 
those whose qualifications and abilities 
do not bring honor to our calling. 

“The question of the multiplicity of 
agents and of indiscriminate appoint- 
ments is an important one and is be- 
coming increasingly more _ so, The 
totally unnecessary number of men and 
women holding agency appointments in 
every city of any size throughout the 
country is definitely an economic loss 
so far as the public is concerned— 
certainly there is represented a consid- 
erable economic loss to our business. 
There is no longer any doubt in my mind 
that the incompetent agent eventually 
will fall by the wayside.” 


MUTUALS PICK LOS ANGELES 

The combined conventions of the Na- 
tional Association of Mutual Insurance 
Companies, Federation of Mutual Fire 
Insurance Companies and the Mutual 
Advertising Sales Conference will be 
held at Los Angeles in 1941. 

L. H. Baker, first vice-president of 
the Michigan Millers Mutual Fire of 
Lansing, Mich., will serve the second 
year of his term as president. A. V. 
Gruhn, general manager of the Ameri- 
can Mutual Alliance, Chicago, was re- 
elected secretary-treasurer of the fed- 
eration, 
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Careers of Four New Members on 
Agents’ Ass’n Executive Committee 


Midyette of 


When President Payne H. 
the National 
Agents recently announced appointment of 


Association of Insurance 
the new executive committee he practically 
set a record for speed, as the annual con- 
vention had been held at Buffalo just the 
previous week. The selections were made 
with the aid and concurrence of 
elected Vice-President R. W. 


Anita, Iowa, and immediate Past President 


newly- 
Forshay of 


Sidney O. Smith of Gainesville, Ga., wha 


under the constitution automatically be- 


comes chairman of the new executive com- 
mittee. 


re 


Goerge W. Haerle of Portland, Ore.; 
Terrell Woosley of Lake Charles, Te 
Thomas G. Redden of Greensboro, N. C., 
and Chris Zoercher of Tell City, Ind., are 
the four new members appointed to the 
committee. David A. North of New 
Haven, Conn.; Wade Fetzer, Jr., of Chi- 
cago; Lorren W. Garlichs of St. Joseph, 
Mo., and Fred A. Moreton of Salt Lake 
City, members of the committee which con- 
cluded its year’s service in Buffalo, have 
been reappointed. Mr. Midyette, Mr. For- 
shay and Mr. Smith as president, vice- 
president and chairman respectively of the 
National Association, also serve on the ex- 
ecutive committee, filling its full comple 
ment of eleven members. 

In connection with the announcement of 
the new executive committee, it should be 
noted that A. J. Smith had informed the 
incoming administration in advance that he 
would not be available for reappointment 
because of the increasing pressure and ex- 
tent of his other activities. 

Chairman Smith will be serving for the 


eighth time on the executive committee, 
the top record of such service in National 
Association history Mr. Smith served 


years on the executive 
appointment in 


from the commit- 


four consecutive 
committee following his 
1932. After an absenc« 
tee of year, Mr. Smith was reap 
pointed in the Fall of 1937, at the con- 
clusion of which term he was elected chair- 
man of the executive committee for the 
1938-1939 term, moving on to the presi- 
dency of the association for the past year. 

President Midyette will be serving his 
fifth consecutive year and Vice-President 
Forshay his fourth. Mr, North becomes 
the senior non-officer member of the 
mittee with two full years of service on it 
behind him Mr. Moreton, Mr. Garlichs 
and Mr. Fetzer will all be serving their 
second terms 

Brief biographical 
members of the executive committee fol- 
low 


one 


com 


sketches of the new 


George W. Haerle 

Mr. Haerle is a native Minnesotan, hav- 
ing been born in Duluth, March 30, 1898. 
He attended public schools at Saulte Ste. 
Marie, Mich., and during the World War 
served aboard the U. S. S. South Dakota 
in convoy In 1920 he entered in- 
surance as office boy in the Portland Aetna 
general agency of McCargar, Bates and 
Lively, now Bates, Lively and Pearson 
He became a casualty underwriter in 1921, 
and left that work in 1923 to join the 
Portland office of Charles W. Sexton Co., 
which firm is also established in Minne- 
apolis. He was named a director of the 
agency in 1939, 

Mr. Haerle has been on the executive 
committee of the Oregon Association con 
tinuously since 1935, serving as chairman 
in 1936-1937. He was elected president 
of the Oregon Association in 1939. 


service 


A charter member and director of the 
Portland Junior Chamber of Commerce, 
he was selected as the “First Junior Citi 


zen” to receive the United States Junior 
Chamber of Commerce Distinguished Ser 
vice Award in 1932. He has been treas- 


urer and a director of the Portland Cham- 
ber of Commerce since 1935. 

Mr. Haerle’s hobbies, outside of his busi- 
ness, are gardening at his home at Dun- 
thorpe, Ore., counting the perforations on 


stamps, and kecping up with his three sons, 
David, 11, Paul, 8, and Peter, 5. 
Thomas G. Redden 

Thomas Gresham Redden of Greensboro, 
N. C., was born in Girdletree, Maryland, 
on October 27, 1889, the descendant of a 
Huguenot family which settled on the 
Eastern Shore of Maryland in 1732. His 
formal schooling ended at the sixth grade, 
and in 1906 he went to Baltimore to enter 
the employ of a large department store. 

Although Mr, Redden appears to be one 
of the healthiest of men, he has been 
downed twice by overwork. He was 
forced to give up his career in the depart- 
ment store because of loss of health due to 
overwork. In 1912 he joined the H. W. 
Johns-Manville Co. and became general 
salesman for the firm’s entire line. He 
entered business for himself at Durham, 
N. C., in 1919, and in 1923 was forced 
again to stop because of overwork, this 
time for five years. 

During his convalescence Mr. Redden 
meditated about applying his general busi- 
ness training to fire and casualty insurance 
and purchased an agency in Greensboro, 
N. C., in 1927. His success since that time 
has been outstanding. 

Mr. Redden has been especially active in 
his local board and in state association en- 
deavors. He was twice president of the 
Greensboro Insurance Exchange, and has 
been a director, vice-president, president 
and national councillor of the North Caro- 
lina Association. He still retains his post 
as national councillor, and this past year 
vas again elected a director. 

Photography is a hobby Mr. Redden 
shares with his family. His son, Gresham 
P. Redden, 21, is now majoring in insur- 
ance at the Wharton School of Finance. 

Terrell Woosley 

Terrell Woosley of Lake Charles, La., 
received his early education in schools in 
Kentucky, Wisconsin and North Carolina 
and, following service both here and abroad 
with the American Expeditionary Forces, 
entered business at Lexington, Kentucky 
with a local bank, 

In 1919 he moved to Lake Charles and 


became Boy Scout executive for Calcasieu 
Parish, having been interested in Scout 
work for many years. After three years 
he purchased a general insurance agency, 
now considered the largest in southwest 
Louisiana, which he has operated persona‘ly 
ince. 

Mr. Woosley takes an interest in the 
civic affairs of his community. He is past 
president and director of the Lake Charles 
\ssociation of Commerce, and past presi- 
dent of the Lake Charles Insurance Ex- 
change, the Boy Scout council, the Louisi- 
ana Association of Insurance Agents, the 
Rotarv Club, and is past commander of the 
Lake Charles Post American Legion. He 
was appointed chairman of the National 
Association’s fire prevention committee in 
1939, 

Chris Zoercher 

Chris Zoercher of Tell City, Ind., was 
born there on November 15, 1878. He at 
tended school through the eighth grade 
and became a printer’s devil for the Tell 
City News at fourteen. When he was 
twenty years of age he was appointed dep- 
uty county auditor and after eight years 
refused the higher post of auditor to enter 
private business with the Tell City Chair 
Co. as cashier. 

Mr. Zoercher became a local agent in 
1913 and has been active in association 
work for many years. He has served as 
president of the Indiana Association, is still 
a member of its board of directors, and 
in 1937 was chairman of the legislative 
committee. 

Mr. Zoercher joined his local Chamber 
of Commerce when he was twenty-one and 
served as secretary for sixteen years, and 
after that as president. ‘He assisted in 
organizing the city’s first Red Cross Chap- 
ter at the outbreak of the World War, 
and was chairman and organized relief 
forces during the disastrous Ohio River 
flood of 1937. The flood wall now being 
built on the Tell City levee at a cost of 
$1,000,000 was obtained principally through 
Mr. Zoercher’s interest and intervention. 

Mr. Zoercher is also interested in Boy 
Scout work, having served for the past 
two years as president of the Southern 
Indiana Council. In 1938 he was awarded 
the Silver Beaver badge of merit. He isa 
member of the Masonic Lodge, Odd Fellows 
and the Order of the Moose, is superin- 
tendent of his Sunday School, and was for 
three years president of the board of his 
church. 





New Industrial Processes Bring 
Additional Hazards Fleming Warns 


Within the last few years there have 


been a large number of fundamental 
scientific discoveries in industrial proc- 
esses and these have introduced new 


hazards to life and property, T. Alfred 
Fleming, director of conservation, Na- 
tional Board .of Fire Underwriters, de- 


clared when speaking before the Na- 
tional Safety Congress meeting in 
Chicago recently. These new discov- 
eries have been introduced into fac- 


tories, occasionally without sufficient 
investigation of their chemical reactions 
under different circumstances. This 
subjects employs and firemen to ex- 
treme danger from conditions which are 
beyond their control. 

There should be, 
careful investigation, 
and complete cooperation of all asso- 
ciated in the act of fire fighting and 
those dependent upon this fire control 
service for protection, 

“Before introducing any new processes 
which may in any way involve a chemi- 
cal reaction, every business man should 
investigate thoroughly from every angle 
all possible chemical changes which may 


said Mr. Fleming, 
constant training 


be anticipated,” Mr. Fleming - said. 
“Workmen should be thoroughly ac- 
quainted with new elements, their use 


and the dangers possible, and such in- 
formation should be conveyed to the 
fire chief of the city so that he may 
have time to investigate the fire haz- 
ards, inform his men how to proceed in 
case of fire and give advice as to the 


safe use or storage of material 
involved. 
Problem for Fire Chief 

“Very large concerns comprising the 
chemical industry rank foremost in in- 
dustrial research not only in developing 
new materials but in safeguarding their 
processes. The fire chief is concerned 
chiefly with the smaller manufacturer 
or the converter who has never ac- 
quainted himself with the hazards 
involved. 

“A few weeks ago in an Eastern hos- 
pital a woman who had entered for a 
minor operation was killed by an ex- 
plosion in the rubber containers of a 
cyclopropane anesthetizer. This prod- 
uct is widely used in hospitals through- 
out the country and is considered one 
of the best anesthetics. It is extreme- 
ly important that in its use every pre- 
caution be taken to eliminate the pos- 
sibility of static electricity. Unques- 
tionably the incident referred to above 
was caused by static electricity outside 
of the anesthetizer, creating a spark 
that ignited the gas inside of the rub- 
ber container, which ruptured the wind- 
pipe and the tubes leading to the lungs: 
This is the third fatal explosion from 
this product in one city. Similar tragic 
results have been found in different 
sections of the country. 

“One of the recent alloys which is 
being used in industry, particularly in 
modern airplane and automobile con- 
struction, is a product called dowmetal, 


any 


—_—=_= 
containing from 90 to 98% Magnesium 
a metal which weighs only about two. 
thirds as much as aluminum. The a, 
other ingredient in the alloy js alums 
num. In the form of lathe turnip : 
thin sheets, grinding or polishing in 
this metal is readily combustible, Ordi- 
nary hand _ extinguishers employing 
water, carbon tetrachloride, carbon a. 
oxide and foam, should never be used 
on fires in this material. Applications 
of such extinguishing agents wil] in- 
tensify the fire and may cause an ex. 
plosion. Sand, tale or powdered stone 
should be kept near these products a 
the best extinguishing agent which cap 
be used immediately by the operator 

“Modern industry is making use of 
new fluids besides water and steam {or 
transferring heat. One of these is mer- 


cury where controlled temperatures 
above 750 deg. F. are desired. Certain 
mineral oils and other organic com. 


pounds are used for temperatures be. 
tween 450 deg. F. and 750 deg. F. With 
these substances, temperatures above 
450 deg. F. can be produced at atmos. 
pheric pressure, whereas with steam 
this temperature would require a pres. 
sure of about 400 pounds. These sy}. 
stances are combustible and unless their 
use is carefully safeguarded, serious re. 
sults may follow. 

“Four fires in furniture plants in the 
past year, the last one with a loss of 
$450,000, called for an investigation of 
processes used therein. Due to the 
recent popularity of bleached wood fin- 
ishes, it was found that the industry 


had introduced a product known as 
hydrogen peroxide. The _ hazards in- 
volved in the process arise from the 


oxidizing property of hydrogen peroxide 
and the effect it has in promoting spon- 
taneous heating of lacquer and other 
finishers. This product is usually ap- 
plied in a spray booth, or other en- 
closure reserved for such use only. It 
is important that in any booth used for 
this purpose, all ducts and apparatus 
connected thereto should be thoroughly 
clean, for the slightest material of a 
combustible nature left in the area may 
cause spontaneous ignition. 

“A recent development in the auto- 
mobile industry has introduced the in- 
fra-red light rays for drying and bak- 
ing lacquers in place of the oven sys- 
tem. This method employs a bank of 
electric lamps equipped with special re- 
flectors. These lights are played di- 
rectly on the newly painted section, thus 
drying and baking the finish. The num- 
ber and arrangement of these lamps 
vary with the kind and _ size of the 
operation, from a portable bank of ten 
250 watt lamps for touch-up and patch- 
work, to a regular unit of eight hundred 
or more. It is important that all such 
installations be made in strict accord 
ance with National Electrical Code 
standards and that flammable vapor i- 
dicator test be made so that they will 
never reach the flammable range of the 
solvent mixtures employed.” 





Insurance Square Club 


Dance To Be Held Dec. 6 


The Insurance Square Club of New 
York has completed arrangements for 
its eighteenth annual entertainment and 
dance to be held in the Hotel St 
George, Brooklyn, on Friday evening, 
December 6. Jay L. Hawthorne, North 
British & Mercantile and _ first vice 
president of the club, has been named 
chairman of the affair. To date the 
chairman has appointed the following 
sub-committee chairmen: 


Tickets, John W. Hueman, Pacific 
Fire; box seats, Claude E. Stearns, 
Mosenthal & Co., New York City: 


boosters, Arthur B. Boers, 50 Washing- 
ton Street, Brooklyn. 


ALFRED RODGERS RETIRES \ 

Alfred Rodgers, assistant manager 
London Assurance at home office in Lot- 
don, has retired. He began his caretf 
with Royal; then was with British Law 
Fire from where he went to Londoa 
Assurance. He was district manager 
Manchester before going to the head of 
fice in March, 1929, as assistant manager 
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Liability of Mandu in Collision 
Reduced to One-Fifth of Damages 


fifth of the damages may be recovered 


A proceeding for exemption from or 
limitation of liability of the petitioner, 
Companhia De Navegacao Lloyd Bra- 
silero, as owner of the steamship Man- 
du, wherein the Great American Insur- 
ance Co. filed a claim, grew out of a 
collision between the Brazilian steam- 
ship Mandu and the German steamship 
Denderah, in the harbor of Santos, Bra- 
zil, in 1929, 

An interlocutory decree of the Federal 
District Court for Eastern New York 
granted limitation of liability to the own- 
er of the Mandu, but held both vessels 
at fault for the collision and awarded 
recovery of half damages to Great Amer- 
ican, which had filed claim in the limita- 
tion proceeding as an underwriter and 
assignee of underwriters of cargo car- 
ried on the Mandu. 

The district judge wrote an opinion 
(not officially reported) and also made 
extensive findings of fact. The owner 
of the Mandu appealed, contending that 
on the facts as found the Mandu should 
be exonerated from liability, or at least 
should not be held equally culpable with 
the Denderah. 

The Second Circuit Court of Appeals, 
The Mandu, 114 F. 2d 361, in an opinion 
modifying the decree of the lower court, 
said that the latter contention of the 
appellant was material because the Brus- 
sels Convention of 1910 governed recov- 
ery in this case and Article 4 thereof 
provides that if two vessels are at fault, 
the liability of each shall be “in propor- 
tion to the degree of the faults respec- 
tively committed”— with a proviso that 
if it is impossible to establish the degree 
of the respective faults, the liability 
shall be apportioned equally. 

The court reviewed at length the facts 
of the collision as found by the trial 
court and the faults committed by the 
two steamships. It held that the court’s 
conclusion that the Mandu was negligent 
in proceeding at all after the exchange 
of one blast whistles and that she should 
immediately have stopped and backed 
could not be supported. As to whether 
she proceeded at excessive speed, the 
trial court found the Mandu at fault 
for excessive speed. The Circuit Court 
of Appeals held that, in view of the 
extent of the injury she inflicted, the 
finding was not unsupported by evi- 
dence. 

“We cannot agree, however,” the court 
concluded, “that her fault was equal in 
degree to the faults of the Denderah. 
Article 4 of the Brussels Convention 
requires the liability of each vessel to 
be apportioned according to the degree 
of their respective faults, unless this 
cannot be established. Having regard 
to all the circumstances we believe that 
the faults of the Denderah were four 
times as serious in degree as those of 
the Mandu. The decree will therefore 
be modified to provide that only one- 


RETIREMENT LAW UPHELD 


The Minnesota law requiring compul- 
sory retirement of firemen at age 65 in 
case they are eligible for pension has 
been upheld by the Ramsey County 
Court. The law affects a considerable 
number of firemen in St. Paul and Min- 
neapolis. 





GANDY’S DAUGHTER MARRIES 
C. C. Chandler, prominent insurance 
agent of Montgomery, Ala., and Miss 


Sarah Helen Gandy were married re- 
cently, Mrs. Chandler is the daughter 
of C. C. Gandy, former president of 


the National Association of Agents. 


from the Mandu. Full appellate costs 
are awarded the appellant.” 

Certain aspects of this litigation were 
before the Second Circuit Court of Ap- 
peals on a prior appeal, reported as The 
Mandu, 102 F. 2d 459. 

It is indicated that this decision will be 
appealed to the United States Supreme 
Court by the Great American, under- 
writers and assignee for certain foreign 
underwriters. The Denderah became a 
total loss at the time of the collision at 
Santos and the owners were never sued. 


Marine Underwriters Ask Brokers 
To Include Premium in Valuation 


The American Institute of Marine Un- 
derwriters, throuh its secretary, Ernest 
G. Driver, has called the attention of 
brokers to the necessity of assureds in- 
cluding war risk premiums in invoices 
in order to be covered properly in case 
of loss. In a letter to President Carlton 
O. Pate of the Insurance Brokers’ Asso- 
ciation of New York Mr. Driver says: 

“Valued, premium included, at amount 
of invoice, including all charges in the 
invoice and including prepaid and/or ad- 
vanced and/or guaranteed freight, if 
any, plus ....%, the currency of invoice 
to be exchanged into United States 
dollars at rate of exchange current in 
New York on the date of invoice.’ 

“Counsel has given the opinion that 
unless the insurance premium is in- 
cluded in the invoice it is not a subject 
matter of the insurance, and consequently 
unless a sufficient percentage is added to 





Automobile Association Trying New 
Finance Plan in Several States 


The National Automobile Underwrit- 
ers Association two weeks ago issued 
to member companies a special bulletin 
containing new rules for rating eligible 
automobile finance accounts. These are 
effective only in states where approval 
of the Insurance Department is not re- 
quired or where approval is given by 
the Department. It is hoped by the 
association that this new rating plan, 
embodying the principles of equity rat- 
ing, will go far toward helping member 
companies to regain accounts which in 
recent years have been taken by insur- 
ers not members of the N.A.U.A. 

This new plan of the N.A.U.A. is be- 
ing tried now in less than ten states and 
probably will be amended before it is 
generally satisfactory. Insurance agents 
and brokers are meanwhile withholding 
official comment upon the new proposal. 
They view it as more acceptable than 
the proposals made earlier this year but 
say they still believe that if acquisition 
costs are to be reduced the companies 
should share equally with producers in 
sacrifices made. Until further details of 
this plan are available they do not know 
what the commission rates will be. 

The rules will not apply in cases of 
local banks financing individual auto- 
mobile purchases and securing insurance 
on such automobiles from local agents 
under individually issued policies, the 
bulletin states. The reason given is that 
such operations require full agency serv- 
ice for which the agent is entitled to 
agency commission, 

Accounts Rated Individually 

Under the new rules permission is 
given for the manager, J. Ross Moore 
of New York, to grant increases or 
reductions on individual finance accounts 
from current manual rates “whenever in 
his sole judgment (a) the loss experi- 
ence, (b) the acquisition cost and (c) 
the cost of administering such finance 
account, justify such increase or reduc- 
tion in rates provided such rates when 
reduced shall produce to the member not 
less than 671%4% of the current manual 
rates after deduction of all commissions 
and allowances (subject only to the ex- 
ception as provided in paragraphs 7 
and 8). 

“2. Any rates made in accordance with 
the foregoing provision, shall be available 
for one year only from the date of prom- 
ulgation of such rates by the manager. 
Whenever the manager shall authorize a 
reduction in rates, in accordance with 
paragraph No. 1 hereof, he shall author- 
ize a percentage reduction in rate and 
a specified rate of commission at which 
such account may be written at such re- 


duced rate; and no different percentage 
of rate or commission shall be allowed, 
even though such different rate and com- 
mission produce the same net result to 
the member. 

“3. A finance account is defined to be 
an account under which the individual, 
firm or corporation finances the retail 
time purchase of at least fifty automo- 
biles per year, and upon which it guar- 
antees the payment of premiums for in- 
surance on such automobiles when all 
insurance for such account is insured 
under a master contract or contracts, 
issued by one or more insurance compa- 
nies members of this association. * * * 

“6. Whenever the manager shall fix 
the rate for a finance account, he shall 
advise the applicant of the rate so fixed 
and the producer commission applicable. 
Thereafter information as to such rate 
and commission shall be furnished by 
the manager to any member applying 
therefore over the signature of a desig- 
nated representative (as defined in para- 
graph No. 4 hereof) when application 
for such rate is accompanied by a letter 
of authority from the assured. 

Companies’ Right of Appeal 

“7. Whenever any member files with 
this association written appeal from the 
decision of the manager under his 
authority in paragraph No. 1 hereof, such 
appeal shall be referred to a consulting 
committee, appointed annually by the 
chairman of the board of directors. Such 
committee shall accord the appealing 
member a hearing within thirty days 
after receipt of such appeal and _ shall 
render its decision on such appeal forth- 
with, and in any event not later than ten 
days thereafter. 

“8. The consulting committee shall 
have authority to revise the manager’s 
decision when, upon presentation of data 
and experience by the appealing mem- 
ber, such consulting committee deter- 
mines a further revision to be justified 
provided such revision by the con- 
sulting committee shall in no instance 
produce a net balance to the company 
member of less than 65% of the current 
manual rates, after deducting all com- 
missions and allowances.” 

It is pointed out in the bulletin “that 
the plan will permit issuing fire, theft, 
collision and comprehensive endorse- 
ment coverages at the lowest rates con- 
sistent with good underwriting practice, 
with payment to the producers of com- 
mission commensurate with the services 
they must perform toward such ac- 
counts; thereby recognizing the reduced 
cost to both the company and producer 
of handling eligible finance accounts.” 


the invoice to include the higher War 
risk premium many of the assured May 
not be properly covered. ’ 

“A number of the principal marine 
insurance brokers have arranged with 
the companies to adjust the policies oj 
the assured so that the insurance pre- 


mium is specifically included. On the 
other hand, there are a great many 
policies outstanding which conta 


clauses as quoted above and perhaps 
your association may deem it desirable 
to circulate this letter, or the substance 
thereof, to the brokers generally, jp 
order that they may make arrangements 
with the underwriters for their assured 
(particularly on import shipments) to 
either increase the percentage to he 
added to the invoice value, or amend 
the terms of the valuation clause, along 
the lines of the following clause, which 
has been approved by counsel: 

“‘Valued at amount of invoice includ. 
ing all charges which form part of the 
invoice price, plus any prepaid and/or 
advanced and/or guaranteed freight not 
included in the invoice price, plus ....%, 
to which shall be added any marine and 
war risk premiums payable by the as. 
sured to this company on the foregoing 
items.’ 

“In the event that the latter clause is 
adopted, it will be very important for 
the brokers to check up with their as- 
sured to see that the premium is actually 
included in making the declarations, in- 
asmuch as the premium being a separate 
charge may easily become lost sight 
of and not be included by the assured 
in making his declarations. 

“The underwriters also request brok- 
ers to go carefully into the question 
with their assured of guaranteed freight 
payable at destination, vessel lost or not 
lost. It has been found that many 
shippers are declaring guaranteed freight 
as freight payable at destination at one- 
third of the merchandise rates, whereas 
the freight is actually guaranteed and 
at risk and should be declared as part 
of the sum insured at full War and 
Marine rates. 

“Failure to declare such freight prop- 
erly over a long period of time would 
probably be taken by underwriters as 
an indication that the assured did not 
intend to insure the freight as part of 
the value and difficulties might arise in 
the event of loss.” 





McBride President Marine 


Underwriters Institute 


Directors of the American Institute ot 
Marine Underwriters late last week 
elected F. B. McBride, Fireman's Funé 
as president, succeeding William D. Wit- 
ter, Atlantic Mutual, who served two 
terms. H,. C. Thorn, Insurance Co. 0! 
North America, was elected vice-pres 
dent, and H. E. Manee, Appleton & 
Cox, Inc., treasurer. Ernest G. Driver 
was re-elected secretary. Members 
standing committees were re-elected % 
follows: 

Committee on Admissions—H._ Jack 
son, J. Whitney Baker, J. W. Morrow, 
F. B. Zeller, Albert Ullmann. 

Committee on Forms and_ Clauses 
W. C. Spelman, J. A. Bogardus, H. 7 
Chester, H. B. DeGray, F. Maccabe, H. 
C. Thorn, F. B. Zeller. 

Committee on Legislation—J. T. Bymé 
J. S. Gilbertson, F. B. McBride, M. W: 
Morron, H. H. Reed, O. C. Torrey, # 
T. Chester. 
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W. D. Dean to Be Coordinator Between 
Surety Assnand Navy and War Dept's. 


Steps to assist the national defense 
program by enabling contractors to se- 
cure promptly performance and payment 
bonds on government contracts have 
been taken in the appointment of W. D. 
Dean, general manager, Bureau of Con- 
tract Information, to act as coordinator 
between members of the Surety Asso- 
ciation of America and the Navy and 
War Departments, according to a state- 
ment issued today by E. Vernon Roth, 
secretary, He explained that Mr. Dean, 
whose bureau has its office in Wash- 
ington, D. C., is expected to implement 
the placing of performance and payment 
bonds and to deal with extraordinary 
matters arising from the sudden accele- 
ration in the defense program within 
the last few months. 

In announcing the appointment Mr. 
Roth said: “The facilities of most major 
industries have been taxed recently to 
meet new emergency situations created 


by the expanded national defense pro- 
gram, and officials of the Surety Asso- 
ciation feel that every effort should be 
made by responsible firms to readjust 
to the new conditions as rapidly as pos- 
sible, and thus assist in expediting the 
defense measures. 

“Furthermore, surety officials believe 
that it is possible to so handle the mat- 
ter of executing contract bonds as to 
avoid any substantial delay, thereby en- 
abling the government to award con- 
tracts promptly and at the same time 
adhere to the long established policy of 
protecting both the government and the 
furnishers of materials by requiring 
surety bonds.” 

W. D. Dean joined the Bureau of 
Contract Information last Spring as gen- 
eral manager having previously been a 
contractor in Richmond, Va., and one- 
time vice-president of a mid-west surety 
company. 





Provisions Made for 
Military Service Men 


ACTION BY INSURANCE ASS’NS 





Plan Adopted for Salary Payment; Group 
Policy Premiums; Seniority Guaran- 
tee; Promised Reemployment 





Employes of the Association of Cas- 
ualty & Surety Executives, the Insur- 
ance Executives Association and the Na- 
tional Bureau of Casualty & Surety 
Underwriters will be benefitted by a 
plan adopted to extend special salary 
and other material considerations to 
them in event they are called into mili- 
tary or navy,service. The plan extends 


equally to the employes of branch offices 
of the Association of Casualty & Surety 
Executives and the National Bureau, and 
to the rating and inspection bureaus and 
other organizations supported by the fire 
insurance companies, 

‘As a result, it extends considerations 
ot pay and reemployment to a large 
majority of employes engaged in the 
service and rating fields under organiza- 
tions supported by most of the capital 
stock casualty insurance and surety com- 
panies, and in the service, rating and 
inspection fields under organizations 
supported by most of the fire companies. 
An employe who is drafted will be 
granted leave of absence for one year 
and special salary allowance as follows: 
Less than two year’s employment, one 
month’s salary; more than two year’s 
employment, two month’s salary. 

Other Benefits 


During his year of service the em- 
ploye will not’ lose seniority, status or 
tate of pay. His Group life insurance 
policy will be continued. 
An employe who, at the termination 
of his period of service, receives a cer- 
tifieate to the effect that he has satis- 
“actorily completed such training and 
service, and who makes application for 
teemployment within a reasonable time, 
will be restored to his position or to a 
Position of like seniority, status and 
ny if he is still qualified to perform 

€ duties of his former position. 
ae the aforementioned benefits and 
a ns are extended also, with- 
me imitation, to employes who volun- 

tly enlist for a one year period of 


ue and service, as provided for by 
Ww. 


€ la 


FALL GET-TOGETHER DINNER 





N. J. Casualty Men Hear About Crime 
and European War Angles; Selsor 
and Singiser Talk 


Members of the Casualty Underwrit- 
ers Association of New Jersey and their 
company guests joined together in good 
fellowship at a Fall get-together dinner 
Tuesday evening at Newark Athletic 
Club and they were treated to two stim- 
ulating talks. Frederick Selsor, attorney 
in the bonding claim department of Fi- 
delity & Casualty, widely known as a 
speaker on the embezzler and his hab- 
its, was the first speaker, giving his re- 
marks the intriguing heading of “Is 


There an Honest Man?” One of his 
sub-titles was “How to Be a Successful 


Thief.” He told many off-the-record 
stories, among them being how four 
cents in stamps led to the discovery 


of a $60,000 embezzlement. 

Frank Singiser, WOR radio commen- 
tator, the other speaker, had plenty to 
say about the European war situation. 
After giving a prepared talk “After the 
War—Communism or Fascism?” he held 
an open forum session during which he 
answered ably all question from the 
floor. J. F. Comerford, Maryland Casu- 
alty, the club’s president, presided and 
the arrangements chairman was Clinton 
L. Templeman, Royal Indemnity. Three 
doors prizes were given out. 





Typical Family’s Car At 


Fair Insured by Broderick 


The D. E. Leathers of Clarendon, Tex., 
are now back home on their ranch with 
happy memories of their stay at the New 
York World’s Fair where they lived for 
a week in one of the low-cost model 
houses on the grounds. Chosen as the 
nation’s typical family, the Leathers 
were presented with a 1941 de luxe For- 
dor by the Ford Motor Co. when they 
stopped off at Dearborn, Mich., en route 
to the fair. They were greeted there 
by Edsel Ford, president, and a day later 
in Washington, D. C., they were received 
by President Roosevelt. 

Insurance angle to their trip is the 
complete liability, collision and P. 
protection placed on their new car by 
D. F. Broderick, Inc. (New York), a 


branch of the well known Detroit office. 
Kenneth E. Black is president of D. F. 
Broderick, Inc. (New York). 


Good Public Relations 
Viewed by H. K. Philips 


ON MARYLAND ASS’N PROGRAM 





Says the Casualty Executives Body Is 
Pledged to Help Agents Solve Prob- 


lems Common to Both Sides 





Harold K. Philips, publicity director, 
Association of Casualty & Surety Execu- 
tives, gave an interesting picture of the 
many-sided activities of this organization 
to Maryland insurance agents in con- 
vention session in Baltimore October 24. 
Mr. Philips featured “Public Relations 
and Public Service in the Casualty and 
Surety Fields.” His purpose was to pre- 
sent this subject in its relation to the 
agent’s work on the production firing 
line, to remove the veil of mystery from 
public relations and to present it in its 
true light. In so doing Mr. Philips said 
good public relations is not merely a 
matter of advertising and publicity—the 
written word; nor of speech-making— 
the oral word. While these are proper 
and necessary elements of any sound 
program they are, in effect, the show 
windows. Backbone of the program, he 
said, is service, and its solid, lasting 
foundation is integrity both of the prod- 
uct offered for use and of the men and 
women who carry it into the market. 


Upholds Private Enterprise 

The speaker made good a point when 
he referred to the private enterprise sys- 
tem, which has survived through good 
and bad times and which is in back 
of our American high standard of liv- 
ing, as a product of good public rela- 
tions. Then he told how alert and in- 
telligent management and salesmanship 
are being called upon today, more than 
ever before, to cooperate in giving the 
public the best that human ingenuity 
can devise—to make the best available 
to all. “That is the very soul of good 
public relations and efficient service.” 

Coming to the meat of his talk the 
speaker outlined what capital stock cas- 
ualty and surety companies are doing 
in this basic field. Taking the position 
that the agent is entitled to know about 
this program, Mr. Philips said: “We 
have pioneered in the field of accident 
prevention; we have set out to stop 
raids upon the policyholders’ premiums 
by criminal elements; we have conduct- 
ed studies in the field of occupational 
diseases, and in many other ways we 
have worked—and continue to work— 
to give the public the soundest insur- 
ance that can be written and to make 
the benefits of insurance available to 
an increasing proportion of the Amer- 
ican people.” 

The speaker said accident prevention 
activity is one of the association’s most 
important activities and he described in 
detail the ever-expanding work of its 
National Conservation Bureau. He spoke 
of the Claims Bureau as “the crime pre- 
vention division of the association” oper- 
ating to accelerate just settlement of 
meritorious claims, and supervising the 
nation-wide Index Bureau System. Mr. 
Philips also dwelt on the work of the 
public and agency relations, law, fidelity- 
surety and casualty departments, ex- 
plaining how each is functioning actively 
in the field of good public relations and 
effective public service. “These and all 
other divisions of the association,” he 
declared, “have their best efforts before, 
not behind, them.” 


Throughout his address Mr. Philips 
indicated the association’s desire for 
warm, friendly relations with the pro- 


ducers on the firing lines and said that 
his organization has pledged itself to 
attempt to solve with agents problems 
that are common to both sides. 





MULTI-SPLIT PLAN ENDORSED 
The Minnesota Compensation Rating 
Bureau has endorsed the multi-split ex- 
perience rating plan with a $300 quali- 
fication and has recommended that it be 
made effective with the next rate revi- 
sion. An average reduction in rates for 
1941 of 4.5% will be acted upon at a 
hearing November 19. 


Retrospective Plan 
Now on Sound Basis 


WORTH FULLY DEMONSTRATED 





John H. Eglof Says There Will Be 
$10,000,000 Standard Premiums on 
That Basis During 1940 





John H. Eglof, supervisor of the Trav- 
elers agency field service, presented the 
status of retrospective rating for work- 
men’s compensation in an address to the 
Indiana Association of Insurance Agents 
in Indianapolis October 30, He asserted 
that four out of five employers who 
have adopted that plan have enjoyed 
substantial savings in premiums. He 
pictured the plan as a “modern insur- 
ance rating program for present day 
economic conditions.” 

As to whether retrospective rating has 
demonstrated its worth he said: “In 
1936 we find that twenty-one risks with 
standard premiums of $442,660 were 
written on the approved plan. Last year 
these totals were 587 and $8,810,407 re- 
spectively, For the first six months of 
this year 360 risks have been written 
with standard premiums of $5,166,991. It 
is estimated that the volume of business 
on a retrospective basis in 1940 will be 
in excess of $10,000,000 standard pre- 
miums evidencing a substantial growth 
in number of risks and volume.” 


Experimental Stage Passed 


The plan is no longer an experiment, 
Mr. Eglof declared. In advising agents 
on selling retrospective rating, the 
speaker said, “It should be kept in mind 
that the plan is definitely related to ac- 
cident prevention work. For each dol- 
lar of reduction in losses the assured 
will save $1.12 (Indiana). No other 
rating plan has gone so far to give the 
policyholder full credit directly and 
promptly for the results of his accident 
prevention work. The primary thought 
is to control accident frequency.” 


Each Risk on Own Feet 


In summarizing the benefits of the 
plan to the assured, Mr. Eglof said: “It 
should be pointed out that it treats the 
risk individually, subject only to the lim- 
itations indicated by the minimum and 
maximum premiums. It provides insur- 
ance for both normal and abnormal 
losses with the prevention of accidents 
through the risk’s cooperation in an ac- 
cident control program. Further, the 
policyholder doesn’t share the risk’s im- 
provement with any other risk. His risk 
stands on its own feet and is benefited by 
reduced insurance costs. 

“One of the great bugaboos of the 
last decade was what to do to preserve 
good business, to attract desirable busi- 
ness and to have a competitive weapon 
against the cut-raters. Again the answer 
to these questions is retrospective 
rating.” 





VINCENT CULLEN HOST 

Following his busy evening last week 
as toastmaster at the General Brokers’ 
Association annual dinner Vincent Cul- 
len, president, National Surety Corp., 
was the host the very next night to 
about 600 insurance brokers at the Wal- 
dorf-Astoria, New York City. A _ beef- 
steak dinner was served in the grand 
ballroom followed by boxing bouts. 
There was no speech-making and good 
fellowship was the evening’s keynote. 


MASS. AUTO RATES ISSUED 

Massachusetts compulsory automobile 
liability rates for 1941 have been promul- 
gated by the Insurance Department of 
that state. There are no changes in the 
classifications for private passenger cars, 
taxicabs or trucks. The companies are 
being notified of slight changes in classi- 
fications on commercial cars, for which 
it will be necessary to provide new data. 
The rates show practically no changes 
from those tentatively promulgated. Car 
owners drafted or enlisting in the armed 
forces of the United States are to be 
allowed to cancel their insurance on a 
pro rata basis instead of the short term. 
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Changing Insurance 
Carrier Troublesome 


CONFLICTING BINDERS ISSUED 


Michigan Agent Fails to Notify Insur- 
ing Company to Cancel Compensation 


Policy; Meanwhile Employe Killed 





A complicated case decided by the 
Michigan Supreme Court involved use 
of that state workmen’s compensation 
administration in protecting employes 
during a period in which an employer 
was changing his compensation insur- 
ance carrier. The action was Michigan 
Mutual Liability v. John Baker, the em- 
ployer, and James F. Shepherd, chair- 
man, and other commissioners, members 
of the Department of Labor and Indus- 
try, who were the defendants and ap- 
pellants. 

The opinion is considered important 
from the standpoint of insurers in that 
it establishes the right of an insurer, 
in a case in which there is confusion 
as to which of two or more insurers 
is liable for a loss because of conflicting 
binders, to seek adjudication of the con- 
flict in a court of equity rather than 
relying solely on the compensation com- 
mission of the labor department. 

The employer, Baker, filed an accept- 
ance of the compensation act in 1937 and 
on October 21 of that year the State 
Accident Fund filed as his insurer. In 
September, 1938, the employer decided 
with the fund and noti- 


not to renew 
fied the fund and the department on 
October 20. The fund notified the de- 


partment on the same day that Baker’s 
coverage would terminate at 12:01 a. m. 
October 31, the department notifying the 
employer of that fact. 

Other Companies Enter : 

Meanwhile the Employers’ Mutual Lia- 
bility solicited the business and issued a 
policy effective October 21, filing notice 
with the department, but this coverage 
was terminated by notice as of November 
2. On October 19 the Michigan Mutual 
Liability solicited the line also and filed 
a certificate of insurance October 24, also 
terminated by notice November 2. The 
employer, intending to give the business 
to the last named company and appar- 
ently with the understanding that the 
Employers’ would cancel, informed the 
Michigan Mutual agent that he wanted 
no coverage until October 31. This agent, 
however, failed to notify the carrier to 
cancel the binder. Eventually the busi- 
ness went to the Employers’ Mutual on 
the flip of a coin, being made effective 
October 31. 

During this competitive skirmish an 
employe was fatally hurt on October 29 
and a claim for compensation was filed. 
The State Accident Fund and the other 
two carriers were made parties to the 
proceedings and a deputy commissioner 
found the Fund was liable. Pending a 
review by the full compensation com- 
mission the Michigan Mutual Liability 
filed a cancellation bill with a circuit 
court on the ground of mistake, asking 
an injunction, which was granted by the 
trial court. The commission appealed to 
determine its powers and status of the 
liability, the issues presented being 
whether the jurisdiction to determine 
validity of the insurer’s certificate is 
vested in the department or in a court 
of equity, and whether the plaintiff had 
adequate remedy without resort to inter- 
vention of the equity court. 

Status of Commission 

The reviewing tribunal decided that 
the question of cancellation of the cer- 
tificate on ground of fraud or mistake 
might well be determined in equity court 
in view of the fact that the labor and 
industry department and its compensa- 
tion commission constitute purely an 
“administrative tribunal and not a court 
possessing general equitable and legal 
powers.” The plaintiff thus was found 
to have no other adequate remedy except 
resort to the court. The tribunal em- 
phasized the necessity that some insurer 
be maintained on a risk in all such cases 
in order that workmen “may not be left 
unprotected.” The lower court’s decree 
was affirmed, 


N. Y¥. BOARD OF TRADE LUNCHEON 


Compulsory Auto Ins. To Be Discussed 
at November 13 Affair; C. F. J. Har- 
rington Chief Speaker 
The New York Board of Trade will 
stage a luncheon meeting on November 
13 at the Hotel Astor at which the sub- 
ject of compulsory automobile liability 
insurance will be thoroughly discussed. 
Speaker at this affair will be C. F. J. 
Harrington, insurance commissioner of 
Massachusetts, the only state in which 

such a law is operating. 

The insurance section of the board is 
sponsoring the meeting and the attend- 
ance of insurance men is expected to 
reach 500. E. M. Allen, National Surety’s 
executive vice-president and chairman 
of the insurance section, will introduce 
Commissioner Harrington. John A. Zel- 
ler, president of the Board, will open 
the meeting and preside, 


FACTORY SITUATION WATCHED 


High Rate of Employment at Present 
Calls for More Intensified Acci- 
dent Prevention Effort 
Members of the Albany District 
Policyholders Advisory Council, New 
York State Insurance Fund, met there 
October 22, when Wilbur O’Connell, 
comptroller of B. T. Babbitt, Inc., and 
chairman of the council, presided. At- 
tention was centered on the present 
large influx of unskilled workers to fac- 
tories and the need for increased efforts 

toward accident prevention. 

The meeting was attended by Major 
Nicholas W. Muller, executive director 
of the State Fund; Roger Williams, 
head of the fund’s safety department; 
Thomas G. Gorman, assistant director, 
and John A. Forrest, Albany district 
manager. Mr. Williams explained some 
of the fund’s accident prevention effcrts. 





CIRCULARS DO HELP 
Advertising Manager Walker of Standard 
Accident Believes They Are Effective 
in Canvassing 

R. J. Walker, advertising manager for 
Standard Accident, Detroit, 
agents of that company: “Every time you 
leave behind a good circular describing 
your insurance service, you have, in ef- 
fect, made two sales calls, one in person 
and one in print. Very often this sec- 
ond call is the one which decides wheth- 
er you get the business, for puzzling 
questions have have a bad habit of aris- 
ing at times when you are not around 
to answer them. Through the simple fact 
that your name, address and telephone 
number is usually imprinted thereon, 
good circulars can keep the selling proc- 
ess alive while other prospects are being 
developed elsewhere.” 

The Standard has on hand at all times 
a large variety of effective advertising 
material designed especially to be of 
assistance to agents. 


Says to 





B. B. BURGESS RETURNS TO TEX. 


Leaves Detroit Branch of Zurich for 
Post with Massachusetts Bonding in 
Dallas; Harwell Goes Into Production 
Bower B. with the 

Zurich in Detroit as branch office chief 
underwriter, has returned to his native 
state of Texas where he has joined the 
Massachusetts Bonding in its Dallas 
branch office. Mr. Burgess has been 
added to the underwriting and producing 
staff of that o’ ce. A member of one 
of the pioneer families of the Lone 
Star State, he entered insurance work 
with the Standard Accident in its Chi- 
cago office. Later he joined the Zurich 
and served in its Chicago head office for 
seven years as a casualty underwriter, 
followed by four years in Detroit. 

Sam E. Harwell, previously in charge 
of the casualty department in the Dallas 
branch, is now giving all his time to 
agency and production work. Sam H. 
Riley is the branch manager. 


3urgess, formerly 


NATIONAL COUNCIL ACTION 


Voluntary Payments to Employes Con- 
scripted Not Subject to Inclusion in 
Payroll for Premium Computation 
National Council on Compensation In- 
surance has clarified its position on 
whether military conscription gratuities 
should be taken for premium computa- 
tion purposes. After careful considera- 
tion by the manual committee it was 

ruled: 

“Voluntary payments by business concerns to 
employes who have been selected for military 
service shall be considered pure gratuities and 
not subject to inclusion in the payroll reported 
for premium computation purposes.” 

This interpretation is now effective in 
all states under the jurisdiction of the 
National Council. 


EDUCATIONAL PLAN READY 
Michigan Agents Make Arrangements 
for Series of Zone Meetings; 
Various Groups Cooperating 
The Michigan Association of Insur- 
ence Agents has completed arrangements 
for extension of its educational program 
and has made provision for advanced 
study courses. W. O. Hildebrand, sec- 
retary-manager of the association has 
met with the presidents and educational 
comunittee chairmen of the Casualty & 
Surety Executives Association of Mich- 
tan and the Surety Association of 
Michigan, who are cooperating in the 
educational project. Pre- 
made for 


association’s 


liminary arrangements were 
a series of zone meetings throughout 
the state, beginning this month, at 


which casualty and surety men will ap- 
pear as instructors. Meeting with the 
group, also, at the planning conference 
was L. Irving McKay, state agent, 
Northern Assurance and chairman of the 
business development and_ educational 
committee, Michigan Fire Underwriters 
Association, 

There are now 470 agents, solicitors 
and agency employes taking the 
ciation sponsored correspondence course 
being conducted as an extension service 
of the University of Michigan business 
administration school. This course will 
be used as the basis for the more ad- 
vanced training at the regional meetings 
during the coming year. 

According to Mr. Hildebrand, the 
regional meetings will not be held with 
quite the frequency of last year’s pro- 
gram but it is anticipated that larger 
numbers will be in attendance. One or 
two subjects will be exhaustively dis- 
cussed by experts at each such session, 
the field men’s organizations, in most 
supplying the instructors. In 
several instances local board sponsored 
groups will meet weekly or semi-month- 
ly for group study of the correspondence 


asso- 


cases, 


course. Such a program is_ being 
planned for Flint, Kalamazoo, Battle 
Creek, Ann Arbor, and probably in 


Lansing as a part of the regular public 
school night classes. An_ educational 
forum is also being planned for mid- 
year in Lansing. 


Pittsburgh by Travelers 


George E. Patterson, Rochester, N. Y., 
has been appointed by the Travelers 
assistant manager of fidelity and surety 
lines in Pittsburgh. Mr. Patterson has 
been active in the bonding business thir- 
teen years, has served in Newark, N. J., 
for nine years and in 1936 went to Chi- 
cago. In May of this year he went to 
Rochester. 





HARRY F. OGDEN ON BOARD 

Harry F. Ogden has been elected to 
the board of United States F. & G. He 
is president of the Fidelity & Guaranty 
Fire. 





FRASER CHANGES LOCATION 

London & Lancashire Indemnity has 
removed its Chicago branch to 223 West 
Jackson Boulevard, J. M. Fraser is 
manager, 


Michigan Assets Not 
Transferable to N, y 


LLOYDS OF AMERICA ACTION 





Supreme Court Affirms Ingham County. 
Insurance Department Favored * 
Sending Certain Funds East 


In refusing to allow transfer of the 
Michigan assets of the defunct Lloyd 
Insurance Co. of America to the liqui 
dating receiver in New York, the Mich. 
gan Supreme Court has affirmed the 
Ingham County District Court, B c 
Schram, receiver for the National Bank. 
Detroit, and_as such a representative 
of large Michigan creditor interests 
fought the transfer which was favored 
by the Michigan Department whos 
first deputy commissioner, Horace R 
Corell, is the Michigan receiver fo, 
Lloyds of America. 

The opinion of the high court jp. 
corporates an order remanding the case 
back for a further petition by the 
Michigan receiver in which “must ap- 
pear acknowledgments of the rights oj 
the Michigan creditors and their pro- 
tection by court order in the New York 
jurisdiction.” 

Bond Liability Reduced 

Ross Thompson, attorney for the 
Michigan receiver, said the total claims 
of Michigan creditors against the de- 
funct company originally amounted t 
upward of $1,000,000. At least half this 
liability, he said, was represented by 
depositary bond obligations created }y 
the failure of Michigan financial jn- 
stitutions, including the Detroit bank 
Large dividends, however, have bee 
paid to depositors in these institutions 
and the bond liability has been great! 
reduced in all cases. 

The Michigan assets of Lloyd's of 
America, arising out of the fact that the 
Detroit Fidelity & Surety was one of 
the carriers merged into the New York 
Lloyds, now consist of both propert 
and cash of an estimated total value 
less than $50,000. A considerable sur 
in cash was paid by the Michigan re- 
ceiver, at the court’s direction, to meet 
taxes on the properties owned here and 
thus prevent forfeiture to the state. 

Complicating Factors 

The Michigan receiver, however, never 
had title to the properties, according to 
John Fanchuk, assistant attorney gen- 
eral, and there were numerous compli- 
cating factors, including RFC mortgages 
which persuaded Department officials 
that Michigan creditors would be better 
served if the assets were turned over 
to the New York liquidator with Michi- 
gan creditors sharing alike with other 
creditors in the distribution of assets 

The Supreme Court, in an_ earlier 
opinion, had maintained the _ positior 
that the Michigan creditors had t! 
right to follow the assets through th 
merger and were entitled to preferentia 
treatment out of such assets as wel 
allocated to Michigan, 


Dewick & Flanders Have 
40th Anniversary Patty 


Dewick & Flanders, Inc., of Bosto 
general agents for a number of top-not 
fire and casualty companies, celebrat 
its fortieth anniversary with a dinn’t 
party last week at Hotel Touran 
Boston. In the spotlight were t! 
partners—Frank A. Dewick and Wallac 
Flanders—and one of the special gues’ 
was E. J. Schofield, one of their ¢ 
time friends, who talked appropriate! 
to the occasion. Mr. Schofield, former 
vice-president of Globe Indemnity, * 
now chairman of the Acquisition Co 
Conferences. 





BALTIMORE CLUB HAS OUTING 

The Baltimore Casualty & Surety {! 
held its Autumnal field day at the Five 
Farms Country Club October 17 with 3 
large attendance. H. C. Tuttle, Fidel! 
& Deposit, was chairman of the (of 
mittee on arrangements. 





— 


H 
liev 
or 
mus 
mea 
cial 
that 
and 
files 
ton 


man 
to f 


mor 
acqu 
com 
abou 
ing 

tech 
we | 
man 
a su 
shor 
writ! 
is ei 
tious 
surp 
sidet 


M 
insu 
gTov 
by s 
insur 
cove 
bond 
avail 
in tl 
cedu 
that 
no ] 
case 
miun 
whic 
there 
by fi 
any ( 
with 
occuy 
held, 


od | 
Call 
them 
they 
all a 
happ 
Is su 
risk 
charg 
with« 
Now 





r 1, 194 


lot 
N.Y, 


ACTION 


n County; 
avored 
East 


er of the 
ct Lloyds 
the liqui- 
the Michi- 
irmed the 
GS et 
nal Bank. 
“esentative 
interests, 
iS favored 
nt whos. 
Torace B 
ceiver for 


court in- 
g the case 
1 by the 


their pro- 
New York 


ed 

for the 
tal claims 
t the de- 
ounted t¢ 
t half this 
sented by 
reated by 
ancial in- 
roit bank 
lave beer 
nstitutions 
en greatl) 


uloyd's of 
“t that the 
as one oj 
New York 
propert 
otal value 
rable su 
chigan re- 
1, to meet 
| here and 
> state. 
s 
‘ver, never 
cording to 
rney gen- 
1s compli- 
mortgages 
t officials 
be better 
rned over 
ith Michi- 
vith other 
of assets 
an earlier 
positior 
had_ the 
rough the 
referentia 
; as wer 


ave 
y Party 
»f Boston, 
top-not 
celebrat 
a dinn't 
Touraint 
were tit 
d Wallac 
cial guests 
their ( 
sropriatel’ 
|. former 
mnity, § 
ition Cos! 


OUTING 
urety Clu! 
+ the Five 
17 with 3 
e, Fidelit 
the contr 








November ‘, 1940 







SE RMR SEI DB INS 


qCan-~uattr | 








THE EASTERN = | 
















Page 39 











——__— 





i d, * “<); ° a 99 
nt e vO uction (ring ales 








Agents Shy at Asking 
For Credit Statement 

AVOID WRITING SURETY LINES 

H. Everett Charlton Tells California 


Agents Much Good Business Is 
Being Lost Sight Of 





H. Everett Charlton, Los Angeles, be- 
lieves the reason sO many agents neglect 
or ignore surety business is that they 
must measure the credit risk, which 
means they must know what the finan- 
cial statement of the customer is, and 
that information must be authenticated 
and must be reduced to writing for the 
files of the surety company. Mr. Charl- 
ton is head of Seyler-Day Co., a general 
agency. He was addressing the Cali- 
fornia Association of Insurance Agents 
in Los Angeles October 30. Developing 
his theme he said: 

“For some reason most people find 
it difficult to ask their clients to give 
them a financial statement. That is 
true not only in our business but also 
in commercial enterprise where a credit 
man is asked by the sales department 
to pass credit on customers and where 
the salesmen resent the credit man’s 
asking for financial information about 
the customer. They seem to be em- 
barrassed at the necessity of prying 
into the personal affairs of the client. 

“IT really believe if agents could just 
overcome their timidity in approaching 
the underwriting of a surety bond by 
getting the true facts and recording the 
financial responsibility of a client, as 
the first step in the transaction, they 
would find the detail of handling the 
business not at all difficult. 

Admission of Weakness 

“A great deal has been written and 
more has been said about the excessive 
acquisition cost of the business as to the 
companies. What are we going to do 
about this serious matter? Are we go- 
ing to admit that the business is too 
technical for any but a specialist? Do 
we have to admit that the average young 
man or woman who enters the employ of 
a surety branch office, and in a relatively 
short time masters the ordinary under- 
writing requirements of the business, 
is either more intelligent or more ambi- 
tious than are we agents? Here is a 
surprising state of affairs when we con- 
sider all its aspects.” 

Fidelity Bonds 

_ Mr. Charlton then turned to fidelity 
insurance, saying: “This is a great and 
growing branch of the business done 
by surety companies. It is essentially 
msurance, and the modern forms of 
coverage are in fact policies and not 
bonds. The forms of coverage now 
available are extremely simple and broad 
in their terms. While the rating pro- 
cedure is much more complicated than 
that used in the surety business, it is 
no more difficult to rate a_ fidelity 
case than to figure an automobile pre- 
mum. And here is a surprising fact 
which any company can readily prove— 
there are more available risks uncovered 
by fidelity or honesty insurance than by 
any other form of coverage I know about, 
with the possible exception of use and 
a or profit insurance in the fire 
1eld, 


“Honest” Men Cause Losses 

“I urge you to make an experiment. 
Call on some of your clients and ask 
them why they buy fire insurance when 
they have never had a fire. They will 
all admit that is true, but a fire could 
happen and the cost of fire insurance 
's Sufhciently low to justify passing the 
tisk on to a company for the premium 
charged. They would not think of going 
without this essential form of coverage. 
Now remind them that it is also pos- 


B. D. BRIGHTON’S NEW POST 


Joining J. S. Frelinghuysen & Co. on 
November 15 in Charge of Fire- 
Casualty Departments 

Bruce D. Brighton has resigned from 
Hersh & Braverman, Inc., New York, 
where he was office manager, and will 
join the brokerage firm of J. S. Freling- 
huysen & Co., New York, on November 
15 in charge of its fire and casualty 
denartments, 

Mr. Brighton’s career dates back to 1912 
and his first company connection was the 
Preferred Accident. He was with the 
General Accident for a time and then 
joined the Globe Indemnity, where he spent 
four years in its cashier’s department. 
Since 1923 he has been with Hersh & 
Braverman, Inc. Mr. Brighton is active 
in Insurance Post 1081, American Legion, 
being up for reelection as_ sergeant-at- 
ans, 


To Reprint Address Of 
E. C. Stone to N. Y. Brokers 


The Association of Casualty & Surety 
Executives will reprint in pamphlet form 
the address delivered by Edward C. 
Stone, United States manager and at- 
torney, Employers’ Liability, on October 
23, before the General Brokers’ Asso- 
ciation, New York. Entitled “Facts and 
Fancies Concerning Compulsory Auto- 
mobile Liability Insurance” this talk 
held the attention of 800 diners and war- 
rants the wider distribution which the 
association is giving to it. 





BUYERS HEAR F. H. DOENGES 
Fred H. Doenges, manager, Fidelity 
& Deposit, in St. Louis, discussed the 
comprehensive dishonesty, disappearance 
and destruction policy before the St. 
Louis Insured Member’s Conference of 
the Associated Industries of Missouri 
last week. 





sible for them to suffer a loss through 
the dishonesty of an employe (they must 
admit that this can also happen), and 
that the cost of protecting this hazard 
is also sufficiently low that they can- 
not afford to assume the risk. Here 
you can truly remind them that every 
loss paid by an insurance company on 
honesty insurance, is caused by an 
“honest” man. 

“T think I need only to say to you 
that a small concern can insure as 
much as $10,000 of blanket protection 
for less than $100 per annum, a pre- 
mium which compares favorably with 
the cost of a like amount of fire insur- 
ance, to convince you that your clients 
cannot afford to be without this pro- 
tection. Just remember, too, that this 
business renews automatically, the bonds 
are continuous in form.” 








80 John Street, N. Y. - - 
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Graded Commissions 
and Expense Differ 


W. H. MENN’S EXPLANATION 


National Association Past President 
Addresses New Mexico Agents; 
Public Relations Emphasized 


William H. Menn, Los Angeles, past 
president of the National Association of 
Insurance Agents, offered an approach 
to the graded commission problem when 
he said on October 19 in speaking before 
the New Mexico Insurance Agents Asso- 
ciation in Santa Fe convention that “all 
of us should think carefully, and not 
speak of graded commissions when in 
reality we are thinking about gradation 
of expense. Mr. Menn explained that 
graded commissions means. different 
amounts of commissions being paid on 
different classes of business, whereas 
gradation of expense means contributions 
by the companies, as well as the agents, 
to the end that the companies will re- 
ceive a smaller net amount for a given 
contract and the agents a reduced com- 
mission return. Continuing Mr. Menn 
emphasized : 

Remuneration Questioned 

“Rarely in the history of our associa- 
tion has any subject been so important 
as this one, and in approaching this 
item a spirit of fairness and sound 
thinking, with consideration for all of 
the elements involved, are necessary to 
get the proper answer. 

“It would seem at present as though 
many within our business are questioning 
the remuneration received by the pro- 
ducers and seem to sense a danger that 
the amounts now paid might shortly be 
challenged. I do not believe that I am 
in agreement with this position, for gen- 
erally the return to the average local 
agent is only a fair and reasonable com- 
pensation for his efforts. In those in- 
stances where this condition does not 
obtain, the producers and the compa- 
nies should have sufficient foresight to 
bring about a solution of this problem 
without discussing publicly those things 
which rightly should be discussed be- 
tween those in interest.” 

Study of Public Reaction 

While on the subject of public rela- 
tions Mr. Menn told of the consideration 
given by the National Association’s 
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executive committee to the possibility 
of what would be known as_ Public 
Opinion Research, the thought being 
that a comprehensive study should be 
undertaken by a completely independent 
institution for the purpose of learning 
the facts as to just how the public feels 
about the indemnity they are receiving 
today from insurance com»anies and the 
service they are receiving from the pro- 
ducers, the representatives of the com- 
panies. He added: “All of us should 
be happy to learn from an independent 
source just what the reaction of the 
insurance buying public is to our industry 
and those who produce the business.” 

Turning to the work being done on a 
uniform agents’ licensing law, Mr. Menn 
explained that the companies have agreed 
that there shall be no direct writing; 
and that a countersignature fee shall 
be paid on all interstate business. How- 
ever, he said, an agreement has not 
been reached with regard to intra-state 
business and the signing of policies by 
company employes to be licensed in 
connection with this intra-state business. 
Proceeding, Mr. Menn said: “All of us 
are hopeful that in order to avoid the 
future enactment of burdensome legisla- 
tion unsatisfactory to either producers 
or companies, proper agreement can be 
reached whereby fair treatment is given 
to a condition most annoying to all of 
the elements of the business at the 
present time.” 


TRAVELERS PROMOTIONS 


R. B. Notestein to Milwaukee; C. W. 
Russell Advanced in Minneapolis; 
E. M. Hilliard Goes to Grand Rapids 
Several important casualty managerial 

changes have been made in the past few 

weeks by the Travelers which are as fol- 
lows: R. B. Notestein, formerly manager 
at Grand Rapids, has been transferred to 

Milwaukee as casualty manager succeed- 

ing Norman R. Clark who has been 

transferred to New York. Having been 
assistant manager in Milwaukee for two 
years before going to Grand Rapids, the 
territory will not be new to Mr. Note- 


stein. He spent ten years in Grand 
Rapids. 
In the Minneapolis branch C. W. 


Russell, its assistant manager, casualty 
lines, has been promoted to manager 
succeeding Manager Norman M. Paul 
who was also transferred to New York 
recently. Mr. Russell has been with the 
company for the past sixteen years. 


Earl M. Hilliard, assistant manager, 
Cleveland branch, has been appointed 
manager at Grand Rapids to succeed 


Mr. Notestein. He has been in the 
casualty field for fifteen years. 


H. W. SCHAEFER NOON SPEAKER 

Herbert W. Schaefer, New York in- 
surance broker, who is executive com- 
mittee chairman of the Insurance Club 
for Willkie, was the speaker at the noon 
hour outdoor meeting conducted at the 
Liberty Street-Maiden Lane intersection 
on Monday. For the past several weeks 
these meetings, held daily, have drawn 
audiences of both insurance employes 
and executives from nearby offices. An 
amplifying loud speaker has assured good 
reception of both speeches and music. 





OBSERVES 25th ANNIVERSARY 
Charles M. Smith, liability underwriter 
in the Aetna Casualty & Surety, ob- 
served his twenty-fifth anniversary with 
the organization on October 25. 
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ZEtna Companies Reveal Unusual 
Ways in Which Cars Are Damaged 


Some of the most unpredictable things 
happen to automobiles and to people 
who drive them. In support of that, 
claim officials of the Aetna Life Affil- 
iated Companies searched their files and 
uncovered a few examples of claims 
which tend to emphasize the hectic exist- 
ence of automobiles and their drivers. 

Bears in Yellowstone National Park 
figured in a number of these bizzare 
cases. The bears either jumped from 
an enbankment or climbed to the tops 
of cars while parked and destroyed the 


covering or caved in the tops. The 
Aetna has paid several such claims. 
Cattle, deer, pheasants, hawks and 
buzzards are especially susceptible to 
entanglements with automobiles, also 
the lowly mouse. On record is a claim 


involving the nearly complete destruction 
of an expensive car’s upholstery by these 
versatile rodents. 


Bulls and Horses 


On numerous occasions, cars traveling 
through rural districts have been charged 
by bulls. Strangely enough, records 
show that the bull usually comes out 
victor in such duels. 

Traveling late at night, an assured 
was temporarily blinded by the lights 
of an approaching car. While the car 
was still a short distance away, how- 
ever, a dark hulk seemingly leaped out 
of the night and came down with a 
thudding crash on the assured’s car. 
He found that a frightened horse had 
attempted to leap over his car. The 
horse escaped with a thcottn foot injury 





CECIL M. BOYCOTT BEREAVED 





Late Father of Loyalty Group Man Was 
Sup’t of Essex Troup Armory; 
Colorful Career 

Sympathy is expressed to Cecil M. 
Boycott, plate glass insurance under- 
writer in the casualty companies of the 
Loyalty Group, in the death of his 
father, Arthur St. John Boycott, on 
October 28 at the age of 77. One of 
the best known professional riders in the 


East, Mr. Boycott died astride a horse 
as he was giving a riding lesson to mem- 
bers of the 102nd Cavalry, New Jersey 


National Guard. His son, for years with 
the Commercial Casualty and Metropoli- 
tan Casualty, has been a commissioned 
officer in Essex Troop for a long period 
of time and his rank is now Lieutenant 
Colonel in executive charge of the outfit. 
He is also a fine horseman. 

The New York Herald Tribune in re- 
porting Mr. Boycott’s death pointed out 
that it was from his family that the 


English language derived the word 
“boycott.” He lived with his uncle, 
Capt. Charles C. Boycott, agent for the 


estates of the Earl Erne in County 
Mayo, Ireland. Said the Herald Tribune: 

“For refusing in 1880 to receive rents 
at the figures fixed by the tenants, Capt. 
Boycott’s life was threatened, his ser- 
vants were compelled to leave him, his 
fences were torn down, his letters in- 
tercepted and his food supplies inter- 
fered with. Boycotting, defined by the 
Encyclopedia Britannica as ‘the refusal 


to have commercial or social dealings 
with any one on whom it is wished 
to bring pressure,’ becxme an instrument 


of the Irish nationalist campaign and 
was dealt with under the crime acts 
of 1887.” 

Mr. Boycott came to the United States 
soon after his uncle’s difficulties with 
his tenants and became master-of- 
hounds for hunting families in Philadel- 
phia and Virginia. He came to Newark, 





N. J. forty years ago. 
Frank W. Frensley, Jr., of Oklahoma 
City, has been appointed field assistant, 


life, accident and group departments of 
the Oklahoma City branch office of the 
Travelers. 


but the insured’s car wrecked— 
damage $486.43. 

The next case dug from the files was 
that of the $150 rooster. The assured 
had tied the fowl’s legs together and 
laid it on the shelf behind his head in a 
coupe. The rooster freed itself; the as- 
sured lost control of his car; damage 
$150. 


was 


Lightning Hits Car 

Almost every driver has had unpleas- 
ant experiences with a hitch-hiking bee 
or other insect. “Beware of insects,” 
the claim files warn. In support of a 
generally accepted theory that the occu- 
pants of a car are comparatively safe 
during a lightning storm, the claim 
officials produced a record of an assured 
who was operating his car through a 
violent storm in Arkansas. A bolt of 
lightning hit the car. The entire dam- 
age amounted to only $6.75 and the as- 
sured continued his trip unharmed after 
plugging a hole in the tank and fixing 
the spark plug. 

“Stolen” by the Car Ahead 

Recently a man reported his car stolen 
but it was latter discovered that it had 
become hooked on the rear bumper of 
a car parked ahead. When the driver 
of the front car pulled away from the 
curb he unknowingly pulled the assured’s 
car along until a turn was made, at 
which time the latter car disengaged it- 
self and crashed over a curb, burying 
itself in the front end of a cigar store. 

“About automobiles,” the claim men 
say, “you never can tell just what is 
going to side next.” 


AD MEN TO MEET DEC. 5 





One Day Session Arranged by Insurance 
Advertising Conference in N. Y. C.; 
Program Ready Soon 

Robert E. Brown, Jr., superintendent 
of advertising, Aetna Casualty & Surety 
and vice-president of the Insurance Ad- 
vertising Conference, announced this 
week that a one-day meeting of the 
I.A.C. will be held Thursday, December 
5, at the Hotel Roosevelt in New York. 
Program plans are now being formulated 
and will be released soon. 

Conference committees for the coming 
year are practically complete and are 
expected to be announced next week. 





Evidence of Drinking 
No Bar to Compensation 


It has been held by the Minnesota 
Industrial Commission that the Ameri- 
can Mutual Liability must pay compen- 
sation insurance, including hospital and 
medical expense, to John B. Johnson, a 
salesman, who was injured when his 
automobile was hit by a train near Hager 
City, Wis. The commission held that 
Johnson was in the course of his em- 
ployment when the accident happened. 

In a dissenting opinion Commissioner 
N. H. Debel questioned the reliability 
of much of the evidence. The testi- 
mony showed that Johnson went at 
night to call on a customer a few miles 
distant. In search for the customer 
Johnson visited several taverns and did 
some drinking in most of them, accord- 
ing to the testimony. “The facts would 
warrant a finding that Johnson came 
to his mix-up with the train by reason 
of intoxication,” said Commissioner De- 
bel. The case is expected to go to the 
Supreme Court. 


BUFFALO AIRPORT INSURANCE 
The Common Council of Buffalo is 
urging appointment of a special com- 
mittee to investigate liability insurance 
on the airport there. The Airport Ad- 
visory Board recommended a _ $50,000- 
$200,000 limits policy, which would cost 
$1,600 a year. 


IRVING FOR COMMANDER 





Nominated By Insurance Post 1081 of 
Legion; Post Membership Now Up 
to 389; Other Officers Slated 
When Insurance Post No. 1081 of the 
American Legion holds its November 
dinner meeting James W. Irving, in- 
surance broker in the Bronx, is slated 
to be elected commander succeeding 
Edward T. Glatzmayer, now rounding 
out his year in this post. Mr. Irving 
was nominated for the commandership 
at the October meeting of the post; 
Arthur Kistner, Yorkshire Group, was 
the choice for first vice-commander, and 
Emery G. Gauch, Eifert French & Co., 
for second vice- -commander. But two 
are in the running for third vice-com- 
mander: Fred Hacey, Aetna Casualty & 
Surety and Charles J. Lotten, Insurance 

Co. of North America. 

Charles Lohmuller, Fireman’s Fund, 
up for re-election as finance officer while 
Jack Cox and William Brill are com- 
peting for the post of service office. 
Other nominations include Edward A. 
Quinlan for adjutant; Joseph E. Stearns 
tor judge advocate; Bruce D. Brighton, 
J. S. Frelinghuysen & Co., and Donald 
K. Pollack of Wm. L. Gray & Co, 
serveants-at-arms; Charles Ziegler, North 
3ritish, and Charles Jensen, assistant 
sergeants-at-arms: Harry Roman, Thos 
J. Hogan, Inc., historian, and Rev. Carl 
Podin, up for reelection as chaplain. 

County delegates nominated include 
Charles S. Johnson, Jr., Charles P. Jen- 
sen, William R. Ehrmanntraut, Kkdward 
T. Glatzmayer, and Arthur Kistner. 
County Alternates Herman G. Treiss, 
Michael H. Muller, Chauncey B. Manee, 
Donald K. Pollock, Frank G. Kroupa. 

The bowlins club ot the post is off 
to a good start, with twenty members. 
Post membership enhanced by nine new 
members at the October meeting, is now 
up to 389. 

Attendance at the eighth annual Arm- 
istice Ball November 4, grand ballroom, 
Hotel Pennsylvania, is expected to ex- 
ceed previous years’ figures, and the ball 
program is featured as “the biggest and 
best ever.” First Vice Commander 
Irving is the ball’s general chairman; 
Third Vice Commander Gauch program 
chairman, and Al Lewinson, chairman of 
entertainment. He has arranged a floor 
show of radio, stage and screen stars. 
Heading the list of guests of honor is 
Superintendent of Insurance Louis H. 
Pink of New York, who has attended 
every Armistice Ball of Post 1081 since 
he became Superintendent. 





KANSAS AGENTS HEAR J. J. HALL 





Special Service Director of Conservation 
Bureau Tells of Good Work Being 
Carried Forward 

John J. Hall, special service director, 
National Conservation Bureau, addressed 
the Kansas State Insurance Agents As- 
sociation recently, saying that “Entirely 
humanitarian truth that 
every personal injury and every death by 
preventable accident means suffering and 
tragedy that could have been avoided, 
ordinary business logic argues that it is 
more economical to prevent accidents 
than to pay for them after they occur.” 

He outlined the accident prevention ef- 
forts of the bureau, telling of how it has 
cooperated with the states in launching 
programs of education, enforcement and 
engineering; assisting in the education 
of motor vehicle drivers; establishment 
of its Center of Safety Education at 
New York University; development of a 
program of community safety, and co- 
operation with the I.C.C. motor carrier 
bureau since the formation of that or- 
ganization in 1937. Typical of the bu- 
reau’s activities in this field is its recently 
published digest of the I.C.C.’s revised 
motor carrier safety regulations which 
directly concern the driver. This publi- 
cation, titled Truck and Bus Drivers 
Rule Book, is scarcely off the press, yet 
the first edition of 100,000 copies is al- 
most entirely sold out, Mr. Hall said. 


aside from the 





STEP ON IT) 


This month and next are th 
last laps in Indemnity’; 


“We're 20 in °40 and going 
like 60” Sales Campaign 


Business produced this mont) 
will boost your score for one of 
the 100 Grand Prizes, and ear 
you Gift Award Merits whic, 
you can use for your Christma; 
shopping. It will pay you to 
concentrate on Fidelity Bonds 
—the featured coverage for 
November and December, 


EXTRA MERITS FOR 
individual Bonds 
Name Schedule Bonds 
Position Schedule Bonds 


Primary Commercial Blanket 
Bonds 


Excess Commercial Blanket 
Bonds 


Comprehensive Dishonesty, Dis- 
appearance and _ Destruction 


Policy 
Bankers’ and Brokers’ Blanket 


Bonds 


New attractive folders to assist 
you in your selling. 


Casualty 
Fidelity 
Surety 





CAPITAL $2,500,000 


Indemnity 
Insurance Company 


of North America 
PHILADELPHIA 
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Classify Prospects According to 
Their Trade F. ‘T. Curran Suggests 


Francis T. Curran, Loyalty Group spe- 
cial representative in New York City, 
is a discouraging man to talk to if an 
agent is inclined to sell insurance the 
hard way, i.e. sitting in the office waiting 
jor business to come in by phone or mail. 
Mr. Curran spoke before the Newark 
\. & H. Association on intelligent selling 
not so long ago and declared himself a 
believer in pounding the pavements for 
business with one reservation—he insists 
that prospects should be grouped accord- 
ing to their location in town and accord- 
ing to their trade. Thus his advice to 
agents is: “Concentrate your calls on 
people you know in that particular trade. 
The smart agent, of course, will know 
enough about the vernacular of the par- 
ticular trade or industry; will equip 
himself with information on its current 
trends, and thus be prepared when he 
‘sets to his man’ to conduct a planned 
interview.” 

Planning the Sale 

Mr. Curran put great emphasis on the 
need for planning a sale. He pictured 
\ & H. insurance as being “so under- 
sold that it is pathetic’ and wondered 
why brokers and agents of general lines 
lacked the initiative to suggest A. & H. 
coverage to their clients when discussing 
other types of protection. But their in- 
terest in A. & H. is on the increase, he 
added, pointing to production records so 
far in 1940 as being the best the A. & 
H. line has enjoyed in the past ten years. 
As he sees the present situation, the pro- 
ducer’s apathy is more a matter of need- 
ed education than it is lack of sales abil- 
ity. He suggested that general insurance 
men take a few sales tips from life insur- 
ance agents. 

As to prospects the speaker offered 
this thought: “Find out first whether 
your prospective customer has the money 
to pay for the policy. He may be a 
Class “A” risk and your sales talk may 
be outstanding, but if he can’t pay your 
time has been wasted. Therefore, pick 
your prospects in lines where business is 
booming.” 


TO FEATURE WAR TALK 


Ass'n to Hear E. G. Meyer on Sino- 
Jap Situation; McDowell to Preside 
The timely subject “Can the United 
States Keep Out of a Sino-Japanese 
War?” will feature the next meeting of 
the Accident & Health Underwriters As- 
sociation of Newark to be held Tuesday, 
November 19, in King’s Tavern, 9 Com- 
merce Street, that city. The speaker 
will be Emil G. Meyer, public relations 
man who heads his own organization and 
is also president of The Civiceers and 
public relations chairman, Advertising 
Club of Newark. Mr, Meyer, widely 
traveled, is expected to give an interest- 
ing slant on the present international 
Situation. 

George L. McDowell, Loyalty Group, 
newly elected president of the Newark 
association, will preside, 


Comparative Negligence 
Rule Sought for Minn. 


District officers of the Minnesota Bar 
Association will sponsor a bill providing 
‘or compulsory automobile insurance. An 
effort will also be made in the 1941 ses- 
sion of the legislature to put into force 
the doctrine of “comparative negligence” 
Mm automobile damage suits. This would 
replace the present rule of contributory 
negligence and would provide that dam- 
ages could be collected from the driver 
Most to blame, even though the other 
driver was partially at fault. 


With an eye to the future Mr. Curran 
thought that A. & H. departments should 
be on the alert for promising young 
college men who might be interested in 
this line of business as a life-time career 
—if properly approached. Our greatest 
appeal, he said, is that A. & H. provides 
a steady income to a policyholder who is 
laid up as a result of accident or sick- 
ness, and this appeal should be dra- 
matically emphasized at all times. The 
agent is well taken care of as he receives 
a steady rate of commission year after 
year on renewed business. 


Mr. Curran closed an informative ad- 
dress with two thoughts (1) that the 
agent should always try to reinstate 
lapsed policies and (2) that the policy- 
holder is the chief benefactor in an acci- 
dent insurance sale and therefore, it is 
important that he be properly sold. 


All-Day Newark Meeting 


Agents of the Hartford Accident & 
Indemnity in Newark and Greater New 
York territory met at the Essex House, 
Newark, recently for an all day educa- 
tional session on fidelity and surety 
bonds and personal accident insurance. 
This gathering was one of the many 
“Hartford Day” programs staged around 
the country last week. Presiding officer 
was Harry A. Kearney, metropolitan 
New York manager, assisted by John M. 
Smith, bonding superintendent, and Luke 
Farrell, A. & H. superintendent. Ar- 
rangements were in charge of J. C, East- 
mead, Newark manager; W. J. P. Beel 
and Albert Keith. 





HEAR JOHN GREER 

John Greer, administrator of the In- 
surance and Benefit Plan of the Union 
Oil Co. was the speaker at the meeting 
of the Life & Accident & Health Claims 
Managers Association recently. He ex- 
plained its workings to the .claims men, 
also spoke on the growth of medical and 
health insurance in industry. 





LICENSE REVOKED 
Superintendent of Insurance Louis H. 
Mink of New York, has revoked the 
license of Nicholas Franzese, who was 
licensed as a life and accident and health 
agent under Section 113 of the Insur- 
ance Law. 











How would You like to draw 


Three Bullets? 








Getting more business is simply a matter of playing your cards 
right — if you have the right cards. So to fill your hand — we 
offer three, crisp, sales-producing Aces, (1) National advertising, 
reaching over 2,000,000 prospects each month, (2) direct mail 


material, with which you can cash in on our national campaign, 
and (3) The Employers’ Pioneer, a monthly magazine that 
keeps over 10,000 agents posted on latest developments in 
insurance production. Shall we deal you in? 





How About A Hand Of 
Showdown? 

Simply write to the Publicity 
Dept. and we'll send you the 
latest issue of The Pioneer, 
showing — in one quick glance 
— some of the many things we 
do to help Employers’ Agents 
get business. 











The 


EMPLOYERS’ GROUP 
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110 Milk Street, Boston, Mass. 


THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LIMITED 


THE EMPLOYERS’ FIRE INSURANCE CO. - 


AMERICAN EMPLOYERS’ INSURANCE CO. 





GENERAL AGENTS IN PENNA. 


Tom Donaldson’s Agency Chosen as Rep- 
resentative of Business Men’s Assur- 
ance for A. & H. and Life Policies 

Pennsylvania General Underwriters, 
Inc., Philadelphia, has been appointed 
exclusive general agent in eastern Penn- 
sylvania by Business Men’s Assurance, 
Kansas City. The aforementioned agen- 
cy is headed by Thomas B. Donaldson, 
former insurance commissioner of the 
Keystone State, who is known among 
insurance men and public officials from 
one end of the United States to the 
other. Harry M. Hickey has joined the 
staff as manager of the life, health, acci- 
dent and hospitalization department, a 
new division of the agency that will 
feature the complete policy line of Busi- 
ness Men’s Assurance. 

Mr. Hickey has had _ twenty - three 
years’ experience in selling the personal 
forms of insurance, He entered insur- 
ance production with the E. A. Woods 
Co., western Pennsylvania general agents 
for the Equitable Society. While with 
that office he attended the life insurance 
school of the Carnegie Institute of Tech- 
nology. 

Mr. Hickey resigned from the Woods 
agency to become manager of the Har- 
risburg general agency of Pacific Mu- 
tual Life. He was one of the first 
insurance men to recognize the saleabil- 
ity of hospitalization insurance and has 
developed a substantial volume of busi- 
ness in that class in the Middle Atlan- 
tic States, 

In his new post he is now organizing 
an agency plant in Philadelphia and 
throughout the eastern half of Pennsyl- 
vania on both a full-time and brokerage 
basis for Pennsylvania General Under- 
writers, Inc. 


Disability Must Be Proved 
While Policy Is In Force 


Actions were brought to recover pre- 
miums paid and _ disability benefits 
claimed under waiver of premium and 
total disability provisions in two policies 





on the life of an insured who died 
March 10, 1937. 
It was alleged insured had become 


totally disabled on January 1, 1930, and 


the policies and being ignorant of the 
provision had failed to furnish proof 
of the disability and that plaintiff had 
furnished such proof as soon after the 
insured’s death as she was able to do so. 

The sole issue was whether the obli- 
gation to waive premiums and pay dis- 
ability benefits arose upon the receipt 
of proof of disability or upon happening 
of the disability. The provision read: 


“Tf the insured shall furnish due 
proof while this policy is in full 
force and effect that he from 
any cause whatever shall have become 


permanently disabled . the company 
upon receipt of such proof will waive 
the payment of each premium that may 
become payable thereafter under this 
policy during such disability 

Following Bergholm vy. Peoria Life, 
224 U. S. 489, and other cases, the 
Oklahoma Supreme Court held, Gunter 
v. Prudential, 100 F. 2d 851, that under 
such a provision, vy hich is simple, plain 
and unambiguous, it is a condition pre- 
cedent to the accrued of liability that 
the proof required be furnished while 
the policy is in force and effect, and 
where this is not done no recovery can 
be had. 


JORDAN SPEAKER IN BOSTON 
Robert G. Jordan, manager of claims, 
Hartford Accident & Indemnity, deliv- 
ered an address on personal accident 
and health insurance before the Boston 
Life & Accident Claims Association Oc- 
tober 18. 
CLAIM MANAGERS MEET 

Maryland Casualty assembled its claim 
division managers and adjusters at the 
home office in Baltimore October 21 for 
a three-day conference. President Ed- 
ward J. Bond, Jr., welcomed the group 
and Thomas N. Bartlett, claim division 
manager, led the discussions. 
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Data on Contractors 
Proving Usefulness 


INFORMATION BUREAU FINDS 


President Carroll W. Laird and General 
Manager W. D. Dean Address 
Meeting on Work Being Done 


The Bureau of Contract Information, 
Surety Association of America, met 
October 24 in New York devoted 
their discussion primarily to proposals 


and 


to increase the usefulness of the bureau: 
generally 
par- 


to make its services more 


available to awarding authorities, 
those responsible for govern- 
ment construction. Speakers were Car- 
roll W. Laird, assistant secretary In- 
demnity Co. of North America and presi- 
dent of the bureau, and W. D. Dean, its 
general manager. 

The bureau was created in 1929 by 
member companies of the Surety Asso- 
ciation to accumulate information about 
the performance records and reputations 
of contractors. Reports based on these 
records are furnished without charge to 
public officials, architects and engineers 
responsible for the award of contracts. 

To date nearly 9,000 contractors have 
filed detailed, sworn statements con- 
cerning their affairs, according to Mr. 
Dean. Many of these reports are called 
for by agencies of government which 
wish to use this independent and un- 
prejudiced source of information as a 
means of verifying the qualification 
statements furnished by _ contractors. 

Preparation of reports on contractors 
interested in emergency defense con- 
struction forms a large part of the pres- 
ent work of the bureau. 

Among the directors of the 
were: W. M. 
Surety; W. E. 


ticularly 


Bureau present 


Tomlins, Jr., and J. E. Gibbons, 


American Krafft, Continental 


Casualty; C. P. Godley, Fidelity & Casualty; 
E. Milton Smith, Fidelity & Deposit; M. A. 
Craig, Globe Indemnity; Edward C. Lunt, 
Great American Indemnity; J. P. Hacker, 
Standard Accident; C. A. Keppler, National 
Surety Corp.; Charles C. Conlon, U. S. F. & G. 


Also Travelers 
Indemnity; R. J. 
Foster, Jr., 
Martin W. Lewis, Towner 
Roth, 


were B. J. Wormer, 
Kennedy, Preferred Accident ; 


present 


Alexander Association of Casualty 
& Surety Executives ; 
Rating Bureau, and E. Vernon Surety 
Association of America. 


WALTER AGENCY APPOINTMENT 


Protective Indemnity Names _ Local 
Agency Borough Agent for All Cas- 
ualty Lines Except Compensation 
The Walter Agency, Inc., 111 John 
S‘reet, has been appointed borough 
agents for all casualty lines except work- 
men’s compensation for the Protective 
Indemnity. This appointment rounds 
out the excellent underwriting facilities 
of the agency for fire, auto F. & T. and 

inland marine. 

Walter P. Reilly, president of the 
agency, has had twenty-seven years 
experience in the business, having served 
the Travelers, and as assistant man- 
ager, the Guardian Casualty and other 
companies. 

The Walter Agency represents the 
Bankers & Shippers of the Pacific Fire 
group, for metropolitan and suburban 
fire lines as well as for automobile 
F. & T. and inland marine. It also has 
country wide binding facilities. For 
Auto F. & T. the Federal of New 
Jersey, General of Seattle and Standard 
of New York are represented. It also 
writes inland marine for the General 
of Seattle. 


Jenkins Agcy N amed Borough 
Agent by U. S. Casualty 


The United States Casualty has ap- 
rointed the Jenkins Agency, 341 East 
149th Street, New York, as borough 
awent for all casualty lines. This agency, 
established in 1937, represents the Home- 
stead Fire in the Home of New York 
groun as Manhattan and Bronx agent 
for fire and allied lines and for auto 
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Perfect Fatality Record Held by 
Providence Lauded by K. N. Beadle 


I., holds 


consecutive 


The fact that Providence, R. 
the world’s record of 155 


days without a motor vehicle fatality, 


a mark unequaled by any other city 


in its population class, is convincing 
proof of the value of education in acci- 
dent Kenneth N. 
National 
tion Bureau, declared November 1 in 
speaking at the annual meeting of the 
Providence Teachers’ Institute. He said 
that Providence is one of the most pro- 
gressive cities in regard to the teaching 
of safety education in the schools, and 
recommended that more cities should 
follow its example. 


prevention, Beadle, 


education director, Conserva- 


“It is up to the schools everywhere to 
help young people develop attitudes and 
habits regarding accident hazards that 
will equip them for safe living,” the 
speaker stated. 

In this respect he felt that the schools 
can learn a lesson from industry. Steel 


Mutuals in Session This 
Week at White Sulphur 
Convening Tuesday at the Greenbrier, 
White Sulphur National 
Association of Mutual Casualty Compa- 


nies and National Association of Auto- 


Mutual 


Springs, the 


Companies 
semi-annual session there for 
this The first 
was devoted to a golf tournament, fol- 
lowed by round table executive confer- 


motive Insurance 
were in 
day 


three days week. 


ences. There were no prepared speeches 
Both of associations 
are members of American Mutual Alli- 
ance of which A. V. Gruhn is general 
manager. As such he took a leading role 
in the White Sulphur deliberations. 


or papers. these 





ANCHOR CASUALTY’S POLICY 
New Comprehensive Automobile Contract 
Broadens the Coverage; Makes Certain 
Eliminations; Its Features 

The Anchor Casualty of St. Paul 
is issuing a new streamlined, combina- 
tion automobile policy which has the 
following features: 

1. Elimination of the phrase “or for 
carrving passengers for a charge” in its 
exclusion against the use of the auto as 
a public conveyance. 

2. Elimination of the 
clusion. 

3. Changes the wording of the ex- 
clusion with respect to property dam- 
age principally to take care of granting 
coverage for damage to rented prop- 
ertv, such as garages. 

4. With respect to trailer coverage, 
there is no exclusion when trailers are 
attached to a private passenger auto- 
mobile except when used for wholesale 
or retail delivery. Where the trailer is 
used for delivery purposes, coverage will 
be granted by payment of additional 
premium. 

5. Provision for reimbursement by 
the insured has been eliminated from 
the financial responsibility section of 
the policy. Under the new form the 
insured does not agree to reimburse the 
company in the event of claim, which 
would not be covered under the policy 
but which the company has been obli- 
gated to pay by reason of certification. 

Effect of the new policy is to clarify 
and broaden the comprehensive insuring 
agreement, 


age limit ex- 





F. & T. For inland marine it repre- 
sents the Transportation Ins. Co. of the 
Continental Casualty group. 

George P. Jenkins, head of the agency, 
began his underwriting career with 
Joerns & French, Inc. twenty years ago 
and previous to organizing his own 
agency he was with W. L. Perrin & 
Son as a fire underwriter. 


mills at one time expected an average 
of one man killed per day, and building 
contractors assumed that there would be 
one fatality per story. That attitude has 
long since disappeared from our Amer- 
ican industrial scene. Occupational 
fatalities have been greatly reduced dur- 
ing the past 20 years. The mandate 
from industry today is safety conscious 


youth. That, also, should and must be 
the mandate from our schools, Mr. 
Beadle urged. 

Encouraged over the fact that edu- 


cators are now giving more and more 
attention to this problem, the speaker 
predicted that the day will come when 
“our children will look back at the years 
when thousands of people were killed 
and hundreds of thousands injured an- 
nually by automobiles, in homes, at 
work, and elsewhere, and wonder how 
their parents and ancestors ever tol- 
erated such a condition.” He urged that 
the safety program should have a 
definite place in the school curriculum. 


FORM CHANGES IN N. H. 


Endorsements Approved by State De- 
partment for Some Motor Vehicle 
Coverages; Rates Established 


A bulletin on other 
form endorsement 


use of automo- 


biles, broad and ag- 
ricultural truck endorsement, has been 
forwarded by the New Hampshire De- 
partment to all companies writing auto- 
mobile liability and property damage in- 
Arthur J. Rouil- 
lard, commissioner of insurance, explains 
that the New 


has recently given consideration to, and 


surance in that state. 


Hampshire Department 


discussed with representatives of insur- 
ance companies, the use of a single en- 
dorsement for providing the broad form 
of drive other car coverage, which is 
required in his state. He then advises: 

“The Department accordingly has now 
approved an endorsement form entitled 
“Use of Other Automobiles, Broad 
lorm—New Hampshire” as the standard 
form of endorsement which is to be 
used by all companies on New Hamp- 
shire risks in providing the broad form 
of drive other car coverage. The en- 
dorsement has been prepared so that 
it may be used in writing this coverage 
for any individual who in accordance 
with the manual rules, may receive this 
coverage under the policy, the schedule 
of the endorsement containing provision 
for the names of such individuals and 
relationship to the named insured and 
the proper premium charge. 

“Following conferences with repre- 
sentatives of insurance companies, the 
Department hereby also approves an 
endorsement entitled “Agricultural Truck 
—New Hampshire” as the standard form 
for use by all companies in providing 
automobile liability insurance on com- 
mercial automobiles which are registered 
and operated in the State of New Hamp- 
shire in accordance with the restrictions 
applicable under the motor vehicle 
licensing law to commercial automobiles 
for which “AGR” plates are issued. The 
approved rates for this type of commer- 
cial automobile are $7 Bodily Injury and 
$3 Property Damage, standard limits. 

“The afcrementioned rate is approved 
effective immediately, the prescribed 
standard endorsement may also be used 
immediately, but their use on the classes 
of risks to which they apply, is manda- 
tory on and after November 15, 1940. 
Each company should file its endorse- 
ment forms with this Department for ap- 
proval.” 





MUTUAL PRESIDENT DEAD 

John E. Smith, president of Amalga- 
mated Mutual of New York, a taxicab 
company, died last Saturday at age 56. 
He was also business manager of 
Amalgamated Taxi Association. 


= —— 
CAR FATALITIES INCREASE 4.89, 


Aetna Casualty & Surety Prepares Tak: 

ulations and Chart Showing Result, 

in Each State 

Records compiled by Aetna Casualty 
& Surety from statistics gathered in for. 
ty-seven states shows that approximate. 
ly 17,000 persons were killed by automo. 
biles since the first of this year, an 
increase Of 4.8% over the correspond. 
ing period of 1939. Of the fourteen 
states which improved their fatality rec. 
ords, Mississippi led with a 27.29% te. 
duction, Nebraska was second with a 
21.8% decrease and the District of (Co. 
lumbia third with a drop of 18.9%, 

A chart, in the form of a map, shows 
the states which have decreased or jn. 
creased automobile fatality records for 
the first eight months of 1940. The 
map shows the comparative difference 
in the number of deaths with the same 
period of 1939. 


Some other states which show jm- 
provement are these: 
PNR. «k's. on etareminae euca mwa ele 6 a eee 14.0% 
IE oo ace 84:5 AGED ER OKE RRS S OAT 12.0% 
I Can carts Sus muascuce wal Wile SER w ane 6 erik eee 10.1% 


Georgia 
Among the states which show the most 
increase in automobile fatalities are the 
following: 
IN oo wiinadine aed a atk ede a men 
DY cacdadapadonss 4eaeenehesinesenes 
EE, 8 bc ixicniok wk kien een tau 
PRRMINEREE, 6.cc0csdicewevnsecssevsinns 
North Dakota 
New Mexico 
ROME ooo cc ccrcsccesesvecuserssaccess 
Utah 
Minnesota 


South Carolina 
Maryland 
DORON 6.6.28 cide ctcrwerdcecenseeascenas 

ie Bete, cccavckacccvcseescewsoeens 

EE Te, 
NN ood. d iweemnadna caw sonkernneeak eee 
Wyoming 
Wet WE se seiiscsaizcascinssecen eee 
DI ie 6 tpt cdcend Kasten endo ene 6.8% 





Campaign Interest 


(Continued from Page 14) 
of which Julian S. Myrick, Mutual Life, 
is chairman and which includes among 
its members leading agents of the city. 


Defend Roosevelt 


Fighting the allegation that the in- 
surance policy will be impaired or in- 
surance proceeds imperilled is the Asso- 
ciation of Past Presidents of Insurance 
3rokers and Agents of New York. Her- 
man A. Bayern is president. He was 
the founder and first president of Ger- 
eral Brokers Association. Vice-pres 
dent is Mortimer L. Nathanson, former 
president of Insurance Brokers Ass0- 
ciation of Brooklyn. Secretary is Adolph 
A. Sternberg, former president of the 
Bronx Insurance Men’s Association. The 
Association of Past Presidents of Insur- 
ance Brokers and Agents has widely 
circularized statements made by Super 
intendent Pink of New York and Ir 
Commissioner Sam King ° 


surance 
South Carolina, in which they take the 
position that life insurance is not ™ 
peril. Superintendent Pink said ti 


American people need no reassurance 4% 
to the safety and security of their m 
vestments in life insurance. Commis 
sioner King said in part: “I wish 0 
take this opportunity of condemning 
any alleged political organization 10 
putting the life insurance business ito 
politics, and I highly resent it.” Com- 
missioner King accused Republican of 
ganizations of trying to undermine Com 
fidence in the stability and solvency ® 
the life insurance companies and de 
clared the performance of the Roost 
velt administration has been to sale 
euard the interests of policyholders 
throughout the United States, The Past 
Presidents of Insurance Brokers a 
Agents have distributed a booklet calle! 
a guide to policyholders, saying their lit 
policies are safe. 
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